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PREFACE 


A  Region  I  Training  Institute  entitled,  "Rehabilitation 
of  the  Legally  Blind:  A  Case  Study  Approach  to  Vending  Stand  and 
Other  Placements,"  was  held  on  October  25-26,  1973o 

The  objectives  of  the  institute  were: 

lo  to  assist  the  participants  to  understand  the 
nature,  significance  and  rehabilitation 
implications  of  vending  stand  and  other 
placements  for  the  legally  blind, 

2.  to  foster  greater  communication,  cooperation 

and  knowledge  between  and  among  the  participants 
relative  to  what  constitutes  appropriate  and 
effective  vending  stand  and  other  general 
placements, 

3  .  to  develop  greater  sensitivity  to  and 

understanding  of  both  client  and  agency  needs 
relative  to  more  effective  service  delivery 
and  placement  for  the  legally  blindo 

Participants  included  State  Training  Directors  as  well  as 
representative  counselors  and  supervisors  of  State  agency  programs 
for  the  legally  blind  and  visually  handicapped  from  the  six  New 
England  States.  The  institute  was  conducted  in  two  parts:  Part  1 
was  a  general  session  including  a  keynote  address  and  panel 
presentation;  Part  II  involved  small  group  working  sessions 
utilizing  a  case  study  approach  with  four  different  sample  cases. 

What  follows  is  a  report  of  the  proceedings  of  this  institute. 
Included  is  the  case  study  learning  format  followed  at  the 
conference  which  may  be  utilized  for  future  in-service  training. 


v  - 


Digitized  by  the  Internet  Archive 
in  2019  with  funding  from 
American  Printing  House  for  the  Blind,  Inc. 


https://archive.org/details/rehabilitationof00unse_0 


PART  I 


GENERAL  SESSION 


I.  The  Pre— Conference  Questionnaire  (Pages  3—16) 


II.  New  and  Innovative  Techniques  in  Selective  Placements 
A  Fundamental  Service  to  the  Blind  (Pages  18—31) 


III.  Major  Issues  in  Vending  Stand  and  Other  Placement 
Issues 

A.  Some  Major  Vending  Stand  Issues  (Pages  33-35) 

B.  Vending  Stand  Referrals  and  Placementss  A 
Last  Resort  or  A  Top  Priroity?  (Pa  ges  37-42) 

C.  Economic  Trends  During  The  Next  Two  Decades 
(Pages  44-46) 

Do  An  Overview  of  Some  Specific  Placement 
Techniques  (Pages  48—53) 


1 


I 

THE  PRE-CONFERENCE  QUESTIONNAIRE 


2 


I 


THE  PRE-CONFERENCE  QUESTIONNAIRE 

Frank  D.  Wilson,  Ph.D. 

Background  and  Initial  Procedures 

A  pre-conference  questionnaire  was  sent  to  58  enrollees  as  a 
means  to  help  plan  the  conference  and  to  clarify  to  some  extent  the 
areas  where  training  needs  were  greatest.  A  cover  letter  and  copy 
of  the  questionnaire  were  mailed  in  December,  1973.  (See  Appendix  I) . 
Of  the  58  questionnaires  mailed  42  (70%)  were  returned.  The  remainder 
of  this  section  will  be  devoted  to  the  presentation  and  discussion  of 
responses  to  the  questionnaire. 

The  questionnaire  was  designed  to  elicit  specific  reaction  to 
issues  confronting  counselors  and  others  as  they  handle  placement 
problems.  Particular  attention  was  devoted  to  opinions  concerning  the 
use  of  Vending  Stands  as  a  placement  potential.  A  final  section 
attempted  to  gather  information  felt  to  be  important  by  workers  for  a 
conference  such  as  this  one.  Results  of  the  sections  are  given  in 
tabular  form  along  with  a  brief  discussion  of  results. 

Characteristics  of  Participants 

The  characteristics  of  participants  responding  to  the  pre¬ 
institute  questionnaire  are  given  in  TABLE  I.  The  majority  of  parti¬ 
cipants  were  from  Massachusetts  (18)  followed  by  Rhode  Island  (7)  and 
Maine  (6).  The  greatest  number  (24)  labeled  themselves  as  counselors 
followed  by  those  with  the  title  of  supervisor  (13).  Most  members 
of  the  group  have  been  employed  between  one  (l)  and  six  (6)  with  only 
four  (4)  reporting  more  than  ten  (10)  years  of  service.  The  majority 
reported  maintaining  a  case  load  of  less  than  eighty  (80)  clients 
and  most  (30)  did  not  consider  themselves  connected  with  the  State 
Vending  Stand  Program. 
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TABLE  I 


Characteristics  of  Participants  Responding  to 
Pre-Institute  Questionnaire 


Return  by  States 

Massachusetts 
Rhode  Island 
Maine 

New  Hampshire 

Connecticut 

Vermont 


Job  Duties 

Counselors 
Supervisors 
Administrator 
Placement  Specialist 
Other 


Number 

% 

Number  of 

Years  in  Position 

Number 

fo 

18 

44 

Less  than  one  year 

1 

3 

7 

17 

One  year  (approx) 

5 

13 

6 

15 

Two  years 

2 

5 

4 

10 

Three  years 

7 

19 

3 

7 

Four  years 

8 

21 

3 

7 

Five  years 

2 

5 

41 

Six  years 

8 

21 

Seven  years 

1 

3 

Ten  years 

1 

3 

More  than  ten  years 

4 

10 

39 

Approximate  Case  Load 

24 

57 

Less  than  20 

7 

21 

13 

31 

20-39 

1 

3 

1 

2 

40-59 

6 

18 

1 

2 

60-79 

10 

30 

3 

7 

80  and  over 

9 

27 

42 

33 

Employed  by 

Vending  Stand  Program 
Non-Vending  Stand 
Program 


9  23 

30  77 

39 
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Minimum  Characteristics  for  Referral  to  Vending  Stand  Program 

The  results  of  Section  I  of  the  questionnaire  are  shown  in  TABLE  II. 
The  questions  in  this  section  are  designed  to  gather  opinions  from 
conference  participants  concerning  minimum  and  maximum  client  qualifi¬ 
cations  for  referral  to  Vending  Stand  Programs.  The  majority  (26)  of 
participants  reported  that  at  least  average  intelligence  was  necessary 
although  a  portion  (ll)  viewed  borderline  retardation  as  an  acceptable 
limit.  Most  (3 6)  felt  that  at  least  an  eighth  grade  education  is 
necessary.  Most  felt  that  total  blindness  is  acceptable  and  a  substan¬ 
tial  number  (34)  felt  that  secondary  handicaps  are  likewise  acceptable. 

In  terms  of  interpersonal  functioning  most  (l6)  felt  that  clients  must 
operate  at  the  level  of  being  able  to  engage  in  conversation  when 
spoken  to;  however,  a  number  of  participants  (14)  felt  that  the  client 
should  be  able  to  initiate  brief  talk  with  others.  On  the  question  of 
mobility^  a  sizable  portion  (10)  of  conference  participants  felt  that 
orientation  to  familiar  indoor  environments  is  the  minimum,  however, 
many  (27)  also  felt  that  the  use  of  the  long  cane  as  well  as  the  use  of 
public  transportation  was  the  minimum  mobility  standard. 

Conference  participants  also  responded  what  were  felt  to  be 
maximum  limits  for  vending  stand  referral  in  the  various  areas.  The 
predominant  feeling  among  the  group  was  that  no  maximum  limits  existed 
which  would  preclude  referral  to  a  Vending  Stand  Program.  To  some 
extent,  however,  concern  was  expressed  with  referring  the  bright,, 
well  functioning  client  to  the  Vending  Stand  Program. 

The  Placement  Process 

The  results  of  Section  II  of  the  questionnaire  are  shown  in 
TABLE  III.  This  section  was  devoted  to  information  concerning  the 
placement  process  itself.  Conference  participants  indicated  that  given 
the  choice  between  a  company  placement  and  vending  stand  placement  both 
they  and  their  clients  would  prefer  the  company  placement.  The  reasons 
cited  for  company  placement  in  order  of  frequency  were  (1)  fosters 
independence;  (2)  breaks  nhandicap”  stereotype;  (3)  job  benefits; 
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TABLE  II 


Client  Characteristics  As  They  Relate  To  Referral 
To  The  Vending  Stand  Program 


Intelligence  Minimum 

Number 

JL 

Education  Minimum 

Number 

Mildly  retarded 

2 

1 

Fourth  grade 

2 

5 

Borderline 

11 

28 

Sixth  grade 

1 

3 

Average 

26 

66 

Seventh  grade 

1 

3 

Eighth  grade 

15 

38 

Ninth  grade 

4 

10 

Tenth  grade 

7 

18 

Eleventh  grade 

1 

3 

Twelfth  grade 

9 

23 

Physical  Minimum  Interpersonal  Minimum 


Totally  blind  and 

Withdrawn 

1 

3 

secondary  handicap 

17 

44 

Answers  questions  when 

Totally  blind 

17 

44 

spoken  to 

9 

23 

Partially  sighted  and 

Engages  in  conversation 

secondary  handicap 

3 

8 

when  spoken  to 

16 

40 

Partially  sighted 

2 

5 

Initiates  brief  talk 

with  others 

13 

33 

Initiates  conversation 

with  others 

1 

3 

Mobility  Minimum 

Totally  disoriented 

1 

3 

Oriented  to  familiar 
indoor  environment 

10 

25 

Uses  long  cane  or  dog- 
residential  areas 

4 

10 

Uses  long  cane  or 

small  business  travel 

11 

28 

Uses  public  transpor¬ 
tation 

12 

30 

Totally  independent 

2 

5 

6 


TABLE  IIA 


Client  Characteristics  Which  Are  Felt  To  Be  The 
Maximum  Above  Which  A  Referral  Would  Not  Be  Made 
To  The  Vending  Stand  Program 


Intelligence  Maximum 

Number 

-1 

Education  Maximum 

Number 

Mildly  retarded 

2 

3 

Eleventh  grade 

1 

3 

Average 

3 

7 

Two  years  college 

3 

9 

Above  average 

6 

15 

Four  years  college 

7 

22 

Superior 

5 

12 

No  maximum 

21 

65 

Very  superior 

4 

10 

No  maximum 

21 

51 

Physical  Maximum  Interpersonal  Maximum 


Totally  blind  and 

Withdrawn 

1 

3 

secondary  handicap 

3 

8 

Answers  questions 

2 

5 

Totally  blind 

1 

2 

Engages  in  conversation 

2 

5 

Partially  sighted  and 

Initiates  brief  talk 

4 

10 

secondary  handicap 

1 

2 

Initiates  conversation 

7 

18 

Partially  sighted 

11 

31 

No  maximum 

24 

60 

No  maximum 

23 

64 

Mobility  Maximum 


Number  % 


Totally  disoriented  2  5 

Uses  long  cane  or  dog- 

residential  area  2  5 

Uses  long  cane— small 

business  travel  2  5 

Totally  independent  13  33 

No  maximum  21  53 


TABLE  III 


The  Placement  Process 


Placement  Choice  -  Vending  stand  and  a  job  in  a  corrtpany 

1 


Conference  Participants  Preference 

Number 

£ 

Company 

17 

70 

Vending  stand  program 

9 

30 

26 

Client  Preference 

Company 

11 

61 

Vending  stand  program 

7 

.38 

18 

Number  of  Contacts  With  Vending  Stand  Specialists 


Less  than  10 

16 

48 

10-19 

11 

33 

20-29 

4 

12 

50  or  more 

2 

6 

Proportion  of  Time  Devoted  to  Placement 

E  f  f  0  rt 

Less  than  10# 

10 

30 

10#-19# 

12 

46 

20#— 29% 

6 

1.8 

30%-39% 

3 

9 

More  than  50# 

_2 

6 

Rank  Order  of  Placement  Approaches 

Personal  visit  with  employer  1 

Train  client  to  do  his  own 

placement  2 

Help  to  locate  job  leads  3 

Telephone  contact  with  employer  4 
Referral  to  placement  agency  5 


Evaluation  of  State’s  Services  Program 


For  The  Blind 

Excellent 

4 

11 

Good 

23 

66 

Fair 

8 

23 

Poor 

JJ 

0 
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TABLE  III  (Continued) 


Evaluation  of  State Ts  Vending  Stand  Program 


Number  % 


Excellent 

Good 

Fair 

Poor 


3  9 

22  64 

8  24 

0  0 


Most  Helpful  When  Approaching.  Company 


About  Placement 

President 
General  Manager 
Personnel  Directo 
Foreman 


16 

ranked 

numb  e  r 

1 

19 

ranked 

number 

2 

20 

ranked 

number 

3 

23 

ranked 

numb  e  r 

4 

Helpfulness  of  Supervisor 

Extremely  helpful 
Very  helpful 
Somewhat  helpful 
Not  helpful 


5 

11 

8 

_4 

28 


17 

40 

28 

15 
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and  (4)  job  status.  On  the  other  hand,  those  placing  vending  stand 
placement  over  company  placement  cited  the  following  reasons  (l)  oppor¬ 
tunity  to  assume  responsibility;  (2)  independence  to  measure  individual 
success;  (3)  chance  of  higher  earnings;  and  (4)  more  shelter  and 
protection. 

Other  information  gathered  from  participants  showed  that  the 
majority  (27)  reported  less  than  twenty  contacts  with  vending  stand 
specialists  during  the  year  and  that  most  (3)  participants  spent  less 
than  30%  of  their  time  on  placement  efforts.  The  placement  approaches 
ranked  highest  were  either  to  train  the  client  to  do  his  own  placement 
(10)  or  a  personal  visit  with  the  employer  (12).  Most  conference 
participants  rated  the  State’s  Vending  Stand  Program  as  good.  Parti¬ 
cipants  were  also  asked  to  rank  those  viewed  as  most  helpful  when 
approaching  companies  for  placement  purposes.  The  ranking  in  order  of 
importance  were  (l)  president;  (2)  general  manager;  (3)  personnel 
director;  and  (4)  foreman;  reflects  the  emphasis  to  start  as  high  as 
possible  when  approaching  companies  for  placement  purposes.  In 
regard  to  immediate  supervisors,  most  reported  them  as  somewhat  to  very 
helpful  in  the  procement  process;  however,  one  should  be  mindful  that 
many  of  the  participants  were  themselves  supervisors  who  were  rated 
on  the  questionnaire.  The  community  resources  viewed  as  most  helpful 
in  rank  order  were  (l)  Division  of  Employment  Security;  (2)  news¬ 
paper;  (3)  agreements  with  managers  and  employers;  (4)  other 
rehabilitation  agencies.  The  chief  problems  cited  in  doing  job  place¬ 
ment  were  (l)  employer  discrimination;  (2)  lack  of  time;  (3)  lack 
of  suitable  jobs;  (4)  matching  clients  with  job  areas;  and  (5)  lack 
of  coordination  among  rehabilitation  services.  And  finally,  the 
chief  employer  objections  toward  hiring  blind  clients  cited  by  parti¬ 
cipants  were  (l)  discrimination;  (2)  lack  of  ability;  (3)  insurance; 
(4)  safety;  (5)  lack  of  mobility;  (6)  1  ess  production  rate;  and 
(7)  lack  of  job  diversification. 
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Steps  in  the  Placement  Process 


The  results  of  Section  III  on  the  questionnaire  are  found  in 
TABLE  IV o  Generally  speaking,  the  conference  participants  responded 
to  the  steps  in  the  placement  process  in  the  following  manner: 

(l)  Vocational  Evaluation  —  most  spent  less  than  40%  of  their  time  in 
this  area  and  although  many  view  it  as  a  training  need,  most  did  not 
view  it  as  a  prime  problem  area;  (2)  Client  Interview  Preparation  — 
most  reported  spending  less  than  20%  of  their  time  in  this  area  and 
generally  did  not  see  it  as  a  training  need  or  felt  it  to  be  a 
problem  area;  (3)  Location  of  Job  Openings  -  the  majority  of  parti¬ 
cipants  reported  spending  less  than  30%  of  placement  time  in  this 
area,  although  more  than  50%  of  the  participants  see  it  as  a  needed 
training  area  and  the  majority  viewed  it  as  a  prime  problem  area; 

(4)  Employer  Contacts  -  participants  reported  spending  less  than  30% 
of  placement  time  in  this  area  and  were  somewhat  divided  on  the  issue 
as  a  needed  training  area;  however,  this  subject  tended  to  be  viewed 
as  one  of  the  problem  areas  in  placement  by  participants;  (5)  Job 
Analysis  -  most  reported  spending  less  than  20%  of  placement  time  in 
this  area,  although  it  is  generally  felt  to  be  both  a  prime  training 
need  and  major  problem  area;  (6)  Job  Engineering  or  Restructuring  — 
most  reported  spending  less  than  20%  placement  time;  however,  this 
area  was  viewed  as  both  a  prime  training  need  as  well  as  a  major 
problem  area;  (7)  Follow-Up  -  again,  only  a  few  participants  reported 
spending  appreciable  time  in  this  area  and  most  did  not  view  follow¬ 
up  as  either  a  prime  problem  area  or  training  need. 

Conference  participants  were  also  requested  to  comment  on 
successful  techniques  employed  in  placement  areas  viewed  to  be  least 
troublesome,.  The  major  techniques  identified  were:  (l)  role  playing 

as  part  of  client  preparedness;  (2)  consultations  with  employers; 

(3)  the  use  of  additional  rehabilitation  resources;  and  (4)  the  use 
of  knowledge  concerning  placement  environments. 
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TABLE  IV 


Steps  in  the  Placement  Process 


Vocational  Evaluation 

Felt  Training  Need 

Severity 

of  Problem 

%  of  time  spent 

No. 

No.  % 

Rank 

No. 

Jl 

Less 

•  than  10% 

2 

8 

Yes  14  56 

1 

most 

3 

10 

10% 

-  19% 

2 

8 

No  11  44 

2 

6 

20 

20% 

-  29% 

8 

31 

25 

3 

5 

16 

30% 

-  39% 

8 

31 

4 

3 

10 

40% 

-  49% 

2 

8 

5 

3 

10 

50% 

-  59% 

3 

12 

6 

7 

23 

(i0% 

or  more 

1 

4 

7 

least 

3 

10 

26  30 


Client 

Interview 

Prepara- 

tion 

Felt 

Training  Need 

Severity 

of  Problem 

%  of  time  spent 

No. 

No.  % 

Rank 

No. 

-1 

Less 

than  10% 

9 

37 

Yes 

9  34 

1  most 

2 

6 

10% 

-  1956 

12 

46 

No 

16  64 

2 

1 

3 

20% 

-  29% 

3 

12 

25 

3 

2 

6 

30% 

-  39% 

1 

4 

4 

3 

10 

49% 

-  49% 

4 

5 

10 

34 

26 

6 

6 

20 

7  least 

_5 

17 

29 

Location  of  Job 

Openings 

Felt 

Training  Need 

Severity 

of  Problem 

%  of  time  spent 

No. 

No.  % 

Rank 

No. 

jlL 

Less 

than  10% 

7 

28 

Yes 

16  60 

1  most 

10 

34 

10% 

-  1956 

11 

42 

No 

11  40 

2 

6 

20 

20% 

-  29% 

6 

23 

27 

3 

5 

17 

30% 

-  39% 

1 

4 

4 

6 

20 

40% 

-  49% 

4 

5 

0 

0 

26 

6 

1 

3 

7  least 

J_ 

3 

29 

Employee  Contacts 

Felt 

Training  Need 

Severity 

of  Problem 

%  of  time  spent 

No. 

i 

No.  % 

Rank 

No. 

Less 

than  10% 

4 

16 

Yes 

14  54 

1  most 

6 

22 

10% 

-  19% 

11 

44 

No 

12  46 

2 

3 

12 

20% 

-  29% 

8 

32 

26 

3 

7 

25 

30% 

-  39% 

1 

4 

4 

7 

25 

40% 

-  49% 

_1 

4 

5 

3 

12 

25 

6 

2 

7 

7  least 

0 

0 

28 
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TABLE  IV  (Continued) 


Steps  in  the  Placement  Process 


Job  Analysis 

Felt 

Training  Need 

Severity 

of 

Problem 

$  of  time 

spent 

No. 

1 

No.  $ 

Rank 

No. 

JL 

Less  than 

10$ 

7 

22 

Yes 

18  70 

1  most 

1 

3 

10$  -  19% 

12 

54 

No 

_8  30 

2 

7 

25 

20%  -  29% 

3 

14 

26 

3 

5 

17 

More  than 

30 % 

0 

0 

4 

5 

17 

22 

5 

6 

22 

6 

3 

12 

7  least 

1 

3 

28 

Job  Engine 

ering 

Felt 

Training  Need 

Severity 

of 

Problem 

%  of  time 

spent 

No. 

Jl 

No.  $ 

Rank 

No. 

JL 

Less  than 

10$ 

14 

63 

Yes 

21  81 

1  most 

6 

22 

10%  -  19% 

8 

36 

No 

_5  19 

2 

5 

17 

More  than 

20$ 

0 

0 

26 

3 

6 

22 

22 

4 

4 

14 

5 

2 

7 

6 

3 

12 

7  least 

2 

7 

28 

Follow-Up 

Felt 

Training  Need 

Severity 

of 

Problem 

%  of  time 

spent 

No. 

No.  $ 

Rank 

No. 

Less  than 

10$ 

10 

39 

Yes 

12  48 

1  most 

1 

7 

10$  -  19$ 

10 

39 

No 

13  52 

2 

2 

6 

20$  -  29$ 

4 

16 

25 

3 

0 

0 

30%  -  39 % 

1 

4 

4 

1 

3 

More  than 

40$ 

1 

4 

5 

4 

14 

26 

6 

6 

20 

7  least 

16 

53 

30 
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Placement  Activities 


The  results  of  Section  IV  on  the  questionnaire  are  displayed  in 
TABLE  V,  Participants  were  requested  to  provide  information  concern— 
ing  both  the  number  and  types  of  placement  made  with  clients  during 
the  past  year.  In  this  regard,  the  majority  of  participants  stated 
that  less  than  25  placements  were  made  during  the  year.  Breaking 
this  down  further  revealed  that  most  had  placed  less  than  15 
partially  sighted;  less  than  5  totally  blind;  and  less  than  5  had 
been  placed  in  a  vending  stand  program.  The  rank  order  found  as  to 
levels  of  placement  was:  (l)  semi-skilled,  (2)  unskilled,  (3) 

skilled,  (4)  professional,  (5)  semi-professional  and  small  business, 
and  (6)  professional— independent  responsibility.  The  fields  of  place¬ 
ment  produced  the  following  rank  orderings  (l)  service,  (2)  tech¬ 
nological,  (3)  business,  and  (4)  organizations0 . 

Content  and  Format  of  the  Conference 

Results  of  Section  V  of  the  questionnaire  are  found  in  TABLE  VI . 
Conference  participants  were  asked  to  list  subject  area  and  format 
preferences.  The  following  content  areas  (in  rank  order)  were 
requested  by  participants:  (l)  job  analysis  (leads,  placements, 

evaluations);  (2)  development  of  new  programs;  (3)  appropriate  client 
selections;  (4)  coordination  of  services;  (5)  information  and 
education  issues  for  industry  and  society;  and  (6)  counselor  skills. 
The  rank  order  for  format  preference  was  as  follows:  (l)  combination 

of  small  groups  and  case  simulation;  (2)  case  simulation;  (3)  use 
of  small  group  approaches;  and  ( 4)  use  of  a  large  group  procedure. 

A  final  questionnaire  item  revealed  that  most  regarded  the  pre- 
conference  questionnaire  as  ranging  from  somewhat  adequate  to 
adequate  as  a  data  collecting  device. 
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TABLE  V 


Placement  Activities 


Total  Number  of  Placements 

Last 

Year 

Number  Partially 

Sighted 

No. 

_£ 

No 

Less  than  5 

5 

21 

Less  than  5 

7 

30 

6-9 

2 

9 

6-9 

3 

13 

10-14 

3 

13 

10-14 

7 

30 

15-19 

4 

18 

15-19 

4 

18 

20-24 

7 

30 

20-24 

2 

9 

30  or  more 

2 

9 

23 

23 

Number  Placed  in 

Vending 

Number  of  Totally  Blind 

Stand  Program 

No.  % 

No. 

j£ 

Less  than  5  14  67 

Less  than  5 

12 

92 

6-9  3  14 

6-9 

1 

8 

10-14  3  14 

10  or  more 

0 

0 

15-19  0  0 

13 

20-24  _J_  5 

21 

Levels  of  Placement 

Fields  of  Placement 

No. 

_i 

No. 

Professional  &  Management 

11 

4 

Service 

158 

53 

( independent) 

Business  Contact 

31 

10 

Professional  &  Management 

38 

15 

Organization 

1.8 

6 

(other) 

Technology 

70 

23 

Semi-Professional  &  Small 

37 

14 

Outdoor 

8 

3 

Business 

Service 

1 

1 

Skilled 

38 

15 

General  Culture 

m 

1 

2 

Semi-Skilled 

75 

28 

Arts  & 

5 

1 

Unskilled 

62 

24 

Entertainment 

261 

298 

15 


TABLE  VI 


Content  and  Format  of  the  Conference 


Preference  for  Content 

Format  Preference 

No. 

Jl 

Large  Group  ~ 

Rank 

No. 

J 

Job  Analysis 

11 

29 

1 

6 

23 

Development  of  New  Programs 

7 

19 

2 

4 

15 

Appropriate  Client  Selection 

5 

14 

3 

4 

15 

Coordination  of  Services 

5 

14 

4 

12 

46 

Information  and  Education 

5 

14 

5 

0 

0 

Issues 

26 

Counselor  Skills 

4 

10 

Small  Group  — 

28 

37 

1 

7 

2 

9 

48 

3 

6 

24 

4 

3 

12 

5 

0 

0 

25 

Adequacy  of  Questionnaire 

No. 

Jl 

Case  Simulation  1 

3 

12 

2 

12 

48 

Extremely  Adequate 

1 

3 

'X 

Q 

-j  6 

Very  Adequate 

11 

34 

A 

y 

1 

O  u 

A 

Somewhat  Adequate 

17 

53 

Lt 

C 

n 

Hr 

0 

Inadequate 

3 

32 

9 

D 

25 

Combination  1 

10 

45 

2 

1 

4 

3 

5 

23 

4 

6 

27 

5 

0 

0 

22 
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NEW  AND  INNOVATIVE  TECHNIQUES  IN  SELECTIVE  PLACEMENT ; 
A  FUNDAMENTAL  SERVICE  TO  THE  BLIND 
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II 


NEW  AND  INNOVATIVE  TECHNIQUES  IN  SELECTIVE  PLACEMENT; 

A  FUNDAMENTAL  SERVICE  TO  THE  BLIND 
(KEYNOTE  ADDRESS) 

George  Magers 

Following  the  passage  of  the  Rando I ph-Sheppard  Act  in  the  late 
1930s  and  the  Vocational  Rehabilitation  Amendments  of  1943 «  the  State— 
Federal  Vocational  Rehabilitation  System  initiated  a  landmark  effort 
on  behalf  of  blind  and  visually  handicapped  individuals  throughout 
this  nation.  This  effort  took  the  form  of  the  development  of  pro¬ 
grams  in  State  after  State  which  intensively  emphasized  the  necessity 
of  sound,  practical  vocational  training  combined  with  an  active, 
deliberate,  selective  placement  service. 

Special  programs  for  the  training  and  employment  of  blind 
persons  was  neither  new  nor  original  in  the  1940s.  During  other  eras 
in  the  field  of  work  for  the  blind,  similar  efforts  were  mounted  and 
were  successful  in  their  particular  locations.  However,  the  thing 
that  was  new  to  the  field  of  work  for  the  blind  was  the  infusion  of 
a  solid  financial  base  and  the  nature  and  scope  of  the  national  voca¬ 
tional  rehabilitation  program  which  affected  the  blind  in  America. 

Thirty  years  later  the  Federal  Government  has  another  landmark 
statutory  base  from  which  services  to  the  blind  and  visually  handi¬ 
capped  in  our  country  can  again  move  forward  with  renewed  vigor.  The 
Rehabilitation  Act  of  1973  includes  a  range  of  provisions  which  if 
successfully  implemented  can  move  our  efforts  to  train  and  locate 
suitable  employment  for  greatly  increased  numbers  of  blind  persons. 
This  legislation  lays  the  groundwork  and  to  a  lesser  extent  actually 
provides  an  increase  in  the  financial  base  so  sorely  needed  in  the 
State— Federal  Vocational  Rehabilitation  Program.  Moreover,  of  equal 
importance  is  the  general  intent  inherent  in  the  law.  There  is  no 
doubt  that  the  intent  of  Congress  and  the  Administration  is  to  give 
priority  attention  to  the  severely  disabled  in  our  nation.  Again, 
this  is  not  new  or  original.  For  this  intent  was  the  basic  thrust 
of  the  1943  Amendments.  However,  the  methods  and  techniques  for 
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achievement  will  be  different  in  accordance  with  the  socio-economic 
needs  for  the  time  in  which  we  live„  Already  we  note  the  development 
of  objectives  and  operational  plans  necessary  for  their  achievement 
which  are  placing  the  highest  priority  on  services  for  the  severely 
disabled  and  their  placement  in  suitable  employment.  This  means,  of 
course,  increased  emphasis  on  the  development  of  selective  placement 
programs  for  the  blind  and  visually  handicapped  as  well  as  other 
severely  disabled  groups  of  individuals,, 

My  topic  for  today,  or  as  far  as  that  goes  the  theme  of  this 
conference,  is  not  the  Rehabilitation  Act  of  19 73 5  but  rather  with 
vocational  training,  job  development,  and  selective  placement.  Section 
5  of  the  1973  Act  will  have  a  particular  impact  on  our  efforts  in  job 
development  and  selective  plancement  and,  of  course,  these  in  turn 
will  have  a  similar  impact  on  vocational  preparation.  As  you  know, 
this  section  of  the  law  deals  with  the  employment  of  the  severely 
disabled.  A  number  of  items  especially  address  themselves  to  employ¬ 
ment  with  the  Federal  Government  and  employment  in  business  and 
industry  having  contracts  with  the  Federal  Government.  The  law 
requires  that  every  Federal  agency  and  department  develop  affirmative 
action  plans  for  the  direct  employment  of  the  severely  disabled.  It 
also  provides  for  the  review  of  these  affirmative  action  plans  by  the 
Civil  Service  Commission  which  in  turn  is  required  to  report  to 
Congress  on  the  results.  Similarly,  business  and  industry  are 
required  to  develop  affirmative  action  plans  for  the  employment  of 
the  severely  disabled  when  they  have  work  involving  contracts  of 
$2,500  or  more. 

Already  we  are  noting  greatly  increased  action  especially  with 
employment  within  Federal  agencies  as  it  is  affected  by  the  Rehabili¬ 
tation  Act  of  1973  o  One  of  the  most  important  results  thus  far  is  the 
specific  assignment  of  individuals  on  a  full-time  basis  to  develop 
affirmative  action  plans  in  different  departments  and  agency  head¬ 
quarters.  The  implementation  of  these  programs  will  require  positive 
policies  affecting  the  procedures  and  practices  throughout  entire 
departments  and/or  agencies.  It  will  be  up  to  those  of  us  who  are 
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particularly  concerned  with  the  selective  placement  process  to  follow 
these  developments  closely  and  actively  seek  to  provide  the  kind  of 
assistance  which  will  assure  their  success.  It  is  still  very  early 
in  the  game  to  expect  the  1973  Act  to  have  produced  increased  place- 
ment  and  employment  opportunities  in  Federal  agencies;  however,  we 
believe  the  time  is  right  for  the  severely  disabled,  including  the 
blind  and  visually  handicapped,  to  find  successful  work  opportunities 
in  increased  numbers  with  our  Government. 

The  time  lag  will  be  greater  in  the  required  development  and 
implementation  by  business  and  industry  of  affirmative  action  plans 
for  the  employment  of  the  severely  disabled.  However,  a  number  of 
large  corporations  are  already  developing  plans  in  this  regard.  We 
have  noted  two  in  particular,  AT&T  and  the  IBM  Corporation. 

Almost  every  week  the  number  of  blind  persons  working  for  the 
Federal  Government  increases.  Well  over  300  are  employed  in  a 
variety  of  tasks  in  the  Washington,  D.C.  area  alone  in  professional 
as  well  as  subprofessional  duties. 

The  jobs  in  which  they  are  moving  are  varied  and  indicate  a  wide 
range  of  interests,  abilities  and  capacities.  They  are  transcribing 
typists,  switchboard  operators,  and  secretaries.  On  the  professional 
level  the  range  includes  technical  writers,  chemists,  electronic 
engineers,  management  analysts,  attorneys,  personnel  specialists, etc . 

A  major  reorganization  of  the  U.  S.  Civil  Service  Commission 
field  structure  recently  established  area  offices  in  the  metropolitan 
areas  where  the  Commission  now  operates  field  offices.  To  streamline 
for  the  1 70s  the  Commission  will  merge  two  existing  field  networks 
consisting  of  interagency  boards  of  the  U.  S.  Civil  Service  Examiners 
and  Civil  Service  Representative  Offices. 

In  this  new  system  the  Civil  Service  Commission  is  providing 
for  a  program  of  selective  placement  particularly  for  the  severely 
disabled.  With  the  active  support  and  advice  of  the  State  Vocational 
Rehabilitation  Agency  providing  services  to  the  blind  and  visually  han¬ 
dicapped,  this  should  continue  the  momentum  underway  in  moving  trained 
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qualified  blind  and  visually  handicapped  people  into  Federal  jobs. 

The  Federal  Government  employs  thousands  of  persons  who  may  be 
described  as  "physically  handi capped „ "  The  vast  majority  of  these 
employees  entered  the  Federal  service  through  regular,,  competitive 
processes,.  They  took  an  examination,  were  rated  according  to  the  same 
standards  applied  to  everyone  else,  passed,  and  were  hired,,  These 
highly  qualified  individuals,  who  may  be  blind,  paraplegic,  or  have 
other  disabling  conditions,  neither  seek  nor  require  special  consider¬ 
ation  wliile  on  the  job  or  while  applying  for  a  job  with  the  exception 
of  special  provisions  for  the  actual  taking  of  examinations,,  Reading 
or  recording  services  for  the  blind  or  interpreter  services  for  the 
deaf  are  made  available  for  Civil  Service  tests,  A  special  test  for 
transcribing  typists  has  been  evaluated  by  the  Commission  and  i-s  used 
with  blind  and  visually  handicapped  individuals  applying  for  these 
positions.  This  particular  test  will  be  made  available  to  State  and 
local  Civil  Service  agencies  upon  request.  The  severely  disabled 
including  the  blind  may  also  be  considered  under  special  appointment 
provisions  without  regard  to  Civil  Service  examinations.  However, 
whenever  it  is  possible,  we  encourage  them  to  take  the  required  exam¬ 
inations,  even  though  special  provisions  for  their  administration  are 
necessary, 

During  the  past  decade,  the  number  of  blind  and  visually  handi¬ 
capped  individuals  moving  into  the  competitive  labor  market  has 
doubled.  In  1961,  4*578  blind  persons  were  rehabilitated  into  gainful 
employment.  Approximately  3*000  of  this  number  entered  the  competitive 
labor  market*  In  1973*  7*5 00  blind  persons  were  placed  in  gainful 
employment,  out  of  which  more  than  5*500  were  in  full-time  competitive 
employment.  The  number  of  visually  handicapped  individuals  continues 
to  follow  the  same  trends*  We  can  safely  now  estimate  that  by  the  end 
of  FY  1974  more  than  6,000  blind  persons  will  find  employment  in 
occupations  ranging  from  the  professional  and  managerial,  clerical  and 
secretarial,  and  industrial  to  service-type  jobs. 

At  the  present  time,  there  are  more  than  17*000  blind  clients 
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currently  in  the  active  State-Federal  vocational  rehabilitation  case¬ 
load.  More  than  one-third  of  these  are  in  vocational  preparation 
plans,  and  3*500  are  currently  attending  colleges  and  universities 
throughout  the  country.  The  remainder  are  in  a  variety  of  vocational 
training  situations  ranging  from  business  schools  to  on-the-job  voca¬ 
tional  plans. 

Any  assessment  of  vocational  training  resources  for  the  visually 
handicapped  throughout  the  nation  is  extremely  difficult.  However, 
from  all  indications,  we  are  convinced  that  this  aspect  in  the  reha¬ 
bilitation  process  is  probably  one  of  our  weakest  service  links.  It 
is  during  the  vocational  training  part  of  an  individual’s  preparation 
that  he  must  bridge  the  gap  and  learn  those  skills  necessary  to  work 
in  a  sighted  working  world  if  he  is  to  assume  a  responsible  position  in 
competitive  employment.  We  are  convinced  that  prior  to  vocational 
training,  blind  persons  must  learn  the  necessary  skills  to  cope  with 
those  problems  that  are  special  to  the  disability  itself. 

Unfortunately,  research  and  demonstration  programs  during  the 
past  few  years  indicate  that  many  blind  persons  are  referred  for  voca¬ 
tional  training  without  having  those  skills  which  enable  them  to  cope 
with  the  problems  of  blindness  before  competing  in  regular  vocational 
training  settings.  Although  vocational  training  and  job  readiness  are 
certainly  paramount  for  any  job  development  program,  vocational  train¬ 
ing  readiness  is  essential  in  any  plans  for  comprehensive  vocational 
training  and  job  placement  services. 

As  indicated  above,  we  continue  to  believe  that  vocational  train¬ 
ing  should  be  placed  as  nearly  as  possible  in  a  normal  program  where 
individuals  in  general  are  prepared  to  assume  jobs  in  a  working  environ¬ 
ment.  However,  it  must  be  recognized  that  there  are  special  vocational 
training  needs  for  blind  and  visually  handicapped  individuals  in 
specific  job  areas.  These  special  needs  are  brought  about  first  by 
the  pragmatic  realization  that  blind  persons  especially  are  coming  to 
vocational  training  programs  without  all  of  the  skills  necessary  to 
cope  with  blindness.  Secondly,  methods,  techniques,  and  on  occasion, 
devices  must  be  developed  in  order  to  enable  the  blind  trainee  to  be 
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competitive  in  his  vocational  training  and  in  future  employment *  And 
third,,  because  of  age-old  public  attitudes,  it  is  still  necessary  to 
demonstrate  to  employers  the  effective  performance  of  well  trained 
blind  persons  in  particular  employment  situations *  It  continues  to  be 
of  paramount  importance  that  the  State-Federal  vocational  rehabilita¬ 
tion  program  plan  special  efforts  to  cpen  old  occupations  or  to  develop 
new  careers  in  the  emerging  occupational  fields 0 

Blind  persons  are  continuing  to  find  highly  gratifying,  success¬ 
ful  employment  in  professional  occupations.  And  while  the  increased 
number  of  individuals  is  significant ,  far  more  important  is  the  ever- 
widening  range  of  jobs  in  planning  selective  placement  activities e 
We  must  clearly  understand  that  while  the  basic  principle  "the  employ¬ 
ment  of  the  well-trained,  qualified  blind  person  on  the  right  job”  is 
fundamental  to  his  successful  vocational  rehabilitation  program,,  dif¬ 
ferent  methods  and  techniques  are  necessary  for  different  occupational 
areas*  Placement  procedures  for  the  professional^  para-professional, 
and  in  many  instances  managerial  and  clerical  opportunities  differ 
sharply  from  those  used  for  industrial  placement  operations. 

Vocational  rehabilitation  personnel  in  general  and  counselors  in 
particular,  having  the  responsibility  for  the  rehabilitation  of  the 
blind  and  visually  handicapped,  can  build  broad  general  avenues  of 
access  to  employment  opportunities  and  can  open  specific  doors 0  How¬ 
ever,  individuals  usually  must  convince  the  employer  that  they  Can 
successfully  perform  their  particular  jobs*  We  are  finding  that  this 
is  basically  'true  with  respect  to  white-collar  employment  with  the 
Federal  Government, 

We  do  not  anticipate  a  decrease  in  employment  opportunities  for 
blind  and  visually  handicapped  persons  in  the  professions*  However, 
we  do  anticipate  and  in  fact  are  now  finding  tremendously  increased 
competition  for  each  professional  opportunity*  One  example  can  be 
found  in  the  field  of  teaching  in  public  school  settings  where  during 
the  I960  s  we  experienced  a  rather  dramatic  increase  in  the  number  of 
blind  persons  finding  employment  as  teachers  of  sighted  children  in 
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elementary  and  secondary  schools  in  the  country.  We  are  now  finding 
that  trained  teachers  who  are  blind  are  experiencing  increased  diffi¬ 
culty  in  obtaining  a  teaching  position  simply  because  the  number  of 
applicants  far  exceed  the  number  of  new  positions. 

From  all  indications,  a  similar  situation  is  beginning  to  emerge 
with  respect  to  the  employment  of  blind  persons  as  computer  program¬ 
mers.  On  the  other  hand,  increased  employment  opportunities  for  the 
blind  are  emerging  in  other  professional,  para— prof essional,  and 
clerical  pursuits. 

We  see  a  new  horizon  in  the  career  of  a  young  totally  blind 
meteorologist  who  was  accepted  as  a  blind  student  majoring  in  meteor¬ 
ology  and  is  now  employed  by  the  Federal  Weather  Bureau.  An  even 
more  exciting  prospect  may  be  seen  in  the  fact  that  one  of  our 
nation’s  leading  medical  schools  has  now  accepted  a  totally  blind 
medical  student.  This  necessitated  a  number  of  adjustments  in  the 
curriculum.  However,  both  the  school  and  the  young  man  are  confident 
that  he  can  obtain  his  objective  of  receiving  an  M.D,  degree  and 
become  a  psychiatrist. 

At  the  present  time,  plans  are  being  developed  for  opening  new 
careers  in  para— prof essional  occupations  emerging  in  the  allied 
health  manpower  field. 

A  national  planning  institute  has  been  completed  and  a  report 
including  specific  recommendations  for  particular  occupations,  demon¬ 
stration  programs,  and  occupational  planning  institutes  are  available 
to  the  State— Federal  vocational  rehabilitation  community. 

The  employment  of  blind  persons  in  managerial  occupations  will 
continue  to  cover  a  wide  range  of  job  situations  and  we  anticipate  a 
gradual  increase  in  the  number  of  well— trained,  qualified,  and  highly 
motivated  individuals  moving  into  jobs  requiring  managerial  capabili¬ 
ties.  Employment  opportunities  will  certainly  occur  in  business  and 
industry  for  management  and  executive  personnel.  They  will  also 
occur  for  many  blind  and  visually  handicapped  individuals  in  the 
management  of  their  own  business  enterprises. 
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As  indicated  at  the  outset  of  these  remarks,  the  passage  of  the 
Randolph-Sheppard  Act  in  1936  has  proven  to  be  a  landmark  action  with 
respect  to  the  training  and  employment  of  blind  persons  in  the  United 
States,  That  law  heralded  the  development  of  one  of  the  most  highly 
successful  business  enterprise  programs  offered  any  disabled  group  in 
our  nation.  The  vending  stand  program  for  the  blind,  as  it  has  grown 
throughout  the  country,  is  providing  increased  employment  opportuni¬ 
ties  in  improving  quality  positions  for  blind  persons  with  managerial 
capabilities.  During  the  ensuing  years  the  Randolph-Sheppard  vending 
stand  program  for  the  blind  has  grown  until  today  its  gross  sales  of 
more  than  $119  million  in  FY  1973  places  it  in  the  big  business 
category.  At  the  end  of  that  fiscal  year  the  program  provided  employ¬ 
ment  for  3*636  operators  or  managers  in  3*307  locations.  Growth  has 
not  only  taken  place  in  the  gross  sales  but  has  also  shown  constant 
improvement  as  indicated  in  the  rise  in  the  average  net  earnings  for 
operators  which  in  FY  1973  was  $7*428.  The  vending  stand  program 
provides  employment  opportunities  for  more  than  600  individuals  as 
managing  operators,  assistant  operators,  or  other  personnel  each  year. 
These  employment  opportunities  for  vocational  rehabilitation  clien¬ 
tele  are  brought  about  through  the  establishment  of  new  locations, 
expansion  of  locations  already  in  operation,  and  personnel  turnover. 
The  above  figures  are  cited  in  order  to  illustrate  the  tremendous 
growth  which  has  taken  place  in  this  business  enterprise  program  over 
a  third  of  a  century. 

In  short,  we  have  moved  from  a  form  of  sheltered  employment  to  a 
highly  competitive  large  business  operation.  We  have  moved  from  the 
small  magazine  stand  in  the  lobby  of  a  post  office  to  well-operated, 
high  volume  snack  bars  and,  in  some  instances,  cafeterias. 

As  you  are  all  aware,  however,  the  significant  growth  in  the 
past  does  not  afford  us  the  luxury  of  resting  on  our  laurels  if  we 
intend  to  retain  our  mpmen'tum  and,  in  fact,  to  meet  the  competition 
and  enable  this  business  enterprise  program  to  fulfill  its  optimum 
potential.  It  is  not  enough  to  have  a  nominal  increase  of  new  loca- 
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tions  each  year  or  that  the  average  net  earnings  to  operators  continue 
its  gradual  climb.  We  must  set  our  goals  in  such  a  manner  as  to 
double  across  the  board  our  1973  figures  within  the  next  decadec 
This  will  mean  a  program  having  a  quarter-of-a=bi llion  dollars  in 
gross  sales,  employing  more  than  7*000  managing  operators,  earning 
approximately  $15*000  a  year.  We  are  certain  that  many  will  shake 
their  heads  and  say  impossible. 

We  can  only  say  to  them,  ”We,  all  of  us,  including  you  and  me, 
and  the  rest  engaged  in  the  business  of  finding  employment  opportuni¬ 
ties  for  blind  persons,  simply  have  to  try.  And  if  we  truly  try,  we 
can  reasonably  be  assured  of  success.” 

In  order  to  achieve  our  goals,  we  will  have  to  plan  and  act  on  a 
number  of  fronts. 

First,  we  must  try  to  modernize  the  Randolph-Sheppard  Act  through 
amendment So 

Secondly,  if  amendments  are  not  forthcoming,  we  must  modernize 
our  programs  through  the  development  of  clearer  rules  and  regulations. 

Third,  we  must  intensify  our  search  for  new  and  better  locations. 

Fourth,  we  must  do  that  which  is  necessary  to  improve  and 
enhance  the  image  of  the  Vending  Stand  Program  to  blind  persons  who 
are  potential  operators. 

Fifth,  we  must  develop  and  provide  the  kind  of  operator  training 
programs  which  will  enable  these  individuals  to  meet  their  competition 
as  managers  of  business  enterprises. 

Sixth,  it  is  essential  that  we  have  the  kinds  of  in-service  train* 
mg  for  day-to—dav  supervisory  personnel  which  will  enable  them  to 
strengthen  not  only  the  entire  program  in  a  particular  agency  but  to 
strengthen  each  operator  in  his  or  her  location. 

Seventh,  and  of  equal  importance,  we  must  continue  to  build  the 
public  image  which  this  program  has  established  showing  to  the  world 
the  well-trained,  qualified,  and  highly  successful  blind  business  man 
operating  and  managing  his  business  enterprise.  The  accomplishment  of 
this  goal  will  certainly  simplify  the  selective  placement  process  for 
vocational  rehabilitation  personnel  and  blind  persons  alike  regardless 
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of  the  occupational  area  in  which  they  are  interested  and  have  the 
capacity  to  work. 

For  many  years  blind  and  visually  handicapped  individuals  have 
found  successful  employment  opportunities  in  the  clerical  field;  a  few 
as  receptionists,  still  more  as  switchboard  operators;  others  in  the 
retail  trades  as  sales  clerks,  and  still  a  larger  number  in  steno¬ 
graphic  work.  A  significant  number  of  these  jobs  have  been  found  in 
hospitals  where  blind  typists  transcribe  medical  records.  Still  other 
jobs  involve  straight  transcribing  typing.  In  a  comparatively  few 
instances  blind  persons  have  moved  into  highly  responsible  secretarial 
positions.  With  the  advent  of  new  technology  in  office  equipment  and 
sophisticated  office  practices,  we  can  anticipate  a  far  greater 
number  of  opportunities  for  blind  and  visually  handicapped  individuals 
to  function  as  special  and  technical  secretaries. 

Service  occupations  are  continuing  to  offer  the  greatest  increase 
in  employment  opportunities  for  Americans  in  general.  Blind  and  vis¬ 
ually  handicapped  rehabilitants  throughout  the  nation  are  following 
this  trend  line.  In  the  past  when  we  have  talked  about  placement 
activities  in  service  occupations,  it  has  meant  primarily  employment 
in  supportive  jobs  in  hospitals,  the  behind-the-scenes  work  in  the 
food  and  lodging  industry,  and  some  types  of  recreational  activities, 
etc.  Let  us  attempt  to  outline  what  we  believe  the  future  will  offer 
with  respect  to  the  employment  of  blind  persons  in  service  occupations . 

Certainly,  the  State— Federal  vocational  rehabilitation  program 
will  continue  to  place  a  number  of  blind  and  visually  handicapped 
individuals  in  such  service  occupations  as  central  supply  in  hospitals, 
mangle  operations  in  laundries,  and  dish  washing  in  restaurants  and 
hotels.  Certainly  others  will  find  employment  in  maintenance  work,  in 
the  field  of  recreation,  and  a  host  of  other  skilled,  semi-skilled,  or 
supportive  jobs  in  service  activities.  At  the  same  time  a  galaxy  of 
new  service  employment  opportunities  is  developing^  The  range  of 
these  runs  the  gamut  of  occupational  areas  such  as  professional,  para- 
professional,  managerial,  and  clerical.  In  many  instances  they  are 
now  and  will  be  comparatively  simple.  In  other  instances  they  will 
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require  highly  professionalized  training  and  ability„  Still  others 
will  involve  highly  sophisticated  telecommunications  equipment  which 
will  interface  with  our  personal  telephones  as  well  as  large  computer 
complexes. 

An  example  of  an  occupational  area  which  appears  to  be  emerging 
and  will  have  an  influence  on  the  employment  of  blind  and  visually 
handicapped  persons  during  the  next  several  years  is  in  the  informa¬ 
tional  service  expediting  field.  Already  the  State-Federal  vocational 
rehabilitation  program  is  deeply  involved  in  preparing  blind  persons 
to  be  taxpayer  service  representatives  and  telephone  service  represen¬ 
tatives  for  the  Social  Security  Administration.  Also.,  a  new  program 
to  train  blind  persons  as  informational  specialists  to  work  with  the 
Federal  Civil  Service  Commission  was  initiated  January  1973 o 

Computer  related  employment  is  one  of  the  emerging  occupational 
avenues  which  will  influence  the  employment  configuration  of  Americans 
for  the  remainder  of  the  century.  Already  blind  persons  are  beginning 
to  be  trained  and  equipment  is  being  developed  which  will  enable  blind 
persons  to  compete  for  new  jobs  in  this  field.  Independent  terminals 
feeding  back  information  either  in  braille  or  audio  will  open  an  array 
of  jobs  for  those  blind  persons  who  have  the  vocational  preparation 
and  the  capacity  to  fill  them. 

Mechanization,  it  is  true,  has  enabled  our  manufacturers  to  pro¬ 
duce  more  goods  with  fewer  man  hours;  however,  our  imagination, 
ingenuity,  and  competitive  system  have  created  many  new  products,  and 
with  the  rising  standard  of  living,  demand  has  kept  pace.  At  the  out¬ 
set  of  every  major  phase  in  our  industrial  development,  there  has  been 
the  real  concern  (primarily  on  the  part  of  labor)  that  jobs  would  be 
eliminated  and  that  machines  would  replace  individuals  and  create 
great  unemployment.  As  our  society  has  adjusted  to  automation,  the 
clamor  against  this  development  has  eased*  However,  even  today,  there 
is  much  discussion  with  regard  to  new  production  methods  and  advanced 
equipment  creating  a  serious  unemployment  problem.  So  far  in  every 

instance,  the  concern  has  not  been  valid.  Rather  than  creating  a 
large  body  of  unemployed  workers,  industrial  know-how  has  actually 
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increased  the  number  of  jobs  available  in  the  land.  In  fact,  this 
year  there  will  be  more  new  jobs  created  than  there  are  individuals 
newly  coming  on  the  labor  market. 

Jobs  in  industry  are  changing;  old  ways  of  producing  materials 
are  giving  way  to  new  and  more  effective  resources.  Training  and 
skill  requirements  of  workers  are  more  demanding.  In  many  instances, 
this  necessitates  retraining  of  workers  for  new  positions.  In  other 
instances,  it  means  an  actual  shift  from  one  industry  to  another,  but 
Americans  are  generally  a  highly  mobile  people  and  adjust  to  these 
requirements  as  they  develop. 

The  history  of  the  employment  of  blind  persons  in  industry  in 
large  numbers  is  short  in  comparison  to  the  overall  industrial  revolu 
tion.  Consistent  growth  in  the  ranks  of  these  employed  people  has 
only  occurred  since  the  early  1940s,  during  the  second  World  War,  and 
thereafter.  For  example,  during  the  1960s  the  number  of  blind  per— 
sons  entering  competitive  employment  has  doubled,  and  the  highest 
category  of  employment  continues  to  be  in  the  industrial  or  manu*= 
facturing  segment  of  our  economy.  The  kinds  of  jobs  they  are  per¬ 
forming  are  continually  changing  and  the  requirements  of  performance 
are  on  the  increase.  Thus,  if  we  are  to  maintain  our  standing  in  the 
competitive  labor  market,  we  must  constantly  plan  for  improved  voca= 
tional  preparation  for  clients.  We  must  also  do  a  better  job  of 
preparing  professional  workers  for  the  blind  to  perform  selective 
placement.  Our  nation  is  now  concerned  with  the  development  of  more 
effective  trade  technical  training  resources  and  strengthened  man— 
power  programs  for  workers  in  general,  and  it  is  even  more  essential 
that  we  gear  our  program  of  services  to  the  blind  to  keep  pace.  No 
longer  can  we  prepare  our  clients  for  today1 s  jobs  only.  We  must 
give  them  the  kind  of  training  and  develop  the  skill  needed  for 
employment  tomorrow  and  five  years  hence. 

In  planning  our  placement  approach  we  must  recognize  that  per¬ 
sonnel  practices  and  sound  production  management  have  amply  demonstra 
ted  the  value  of  moving  a  worker  from  station  to  station  rather  than 
requiring  him  to  stay  at  the  same  job  hour  after  hour,  day  after  day. 
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This  movement  of  personnel  within  the  plant  has  increased  the  pro¬ 
ductivity  of  the  worker,  has  improved  his  satisfaction  with  his  job, 
and  has  lengthened  his  time  of  employment  with  an  employer.  In  noting 
this  trend,  we  find  it  necessary  to  prepare  our  clientele  to  perform  a 
number  of  operations  rather  than  just  the  single  task.  In  seeking 
employment  opportunities  for  blind  persons,  our  counselors  are  forced 
to  make  a  careful  evaluation  of  many  jobs  within  a  company,  choosing 
those  that  can  be  done  without  sight  and  which  will  not  create  a 
drastic  change  in  the  normal  shift  of  employees  during  the  working  day. 
While  this  requires  a  more  careful  selection  of  both  the  worker  and  the 
job,  it  is  proving  not  to  be  as  formidable  as  we  feared  a  few  short 
years  ago.  Blind  persons,  properly  trained  and  placed  in  the  right 
employment  setting,  are  proving  to  be  as  flexible  as  their  fellow 
workers  with  the  one  exception  that  they  still  must  do  those  jobs 
where  sight  is  not  an  essential  factor.  Fortunately,  there  are  still 
more  of  these  openings  than  we  have  clients  prepared  to  fill  them. 

The  basic  secret  to  success  continues  to  be  a  vigorous  dynamic  selec¬ 
tive  placement  program  involving  professional  people  with  initiative, 
imagination,  and  ingenuity,  and  above  all,  confidence  in  the  products 
they  are  bringing  to  employers  as  well  as  a  belief  in  the  fundamental 
soundness  of  this  program. 

In  summary,  we  have  not  set  a  list  of  jobs  for  the  blind  nor  do 
we  want  one,  since  we  are  firmly  convinced  that  such  a  list  would  be 
much  more  limiting  than  helpful  with  regard  to  the  provision  of  infor¬ 
mation  on  occupations  or  in  the  development  of  new  careers.  The  ever- 
widening  range  of  jobs  in  which  blind  persons  are  proving  successful 
is  ample  evidence  of  both  their  ability  and  capacity  to  cope  with 
future  employment  demands. 

Certainly,  many  jobs  of  today  will  disappear*,  but  there  will  be 

c  * 

completely  new  jobs  for  which  we  must  be  prepared'to  train  our  clien¬ 
tele.  Blind  persons,  like  their  sighted  colleagues,  must  have  a  basic 
educational  background  which  will  permit  their  skills  to  be  readily 
convertible  in  retraining  programs.  If  it  is  true  that  the  sighted 
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worker  of  the  future  will  require  retraining  at  least  six  times  during 
his  work  period,  it  will  be  even  more  imperative  for  the  blind  person 
in  the  competitive  labor  market. 
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SOME  MAJOR  VENDING  STAND  ISSUES 
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SOME  MAJOR  VENDING  STAND  ISSUES 
William  J0  Cheverie 

Historically  there  has  been  a  lack  of  understanding,  on  the  part 
of  both  Rehabilitation  Counselors  and  Vending  Stand  Counselors,  about 
each  other !s  roles  in  the  vocational  rehabilitation  of  the  blindo  Two 
paramount  causes  of  this  situation  are:  firsts  the  confused  image 

that  the  Vending  Stand  Program  projects  to  most  rehabilitation  coun¬ 
selors;  and  secondly,  that  old  bug-a-boo,  lack  of  communication 
between  Vending  Stand  and  Counseling  Staff  people  in  agencies  for  the 
blind. 

There  is  not  just  one  Vending  Stand  Program  in  the  United  States. 
There  are,  actually,  over  fifty  different  programs.  No  State  or 
Territory  has  a  program  exactly  like  any  other  State  or  Territory. 

Some  States  have  ,r controlled”  programs  while  others  have  "uncont rolled** 
programs.  Some  with  ’’controlled”  programs  have  more  controls  than 
other  States  with  ’’controlled”  programs.  Likewise,  in  the  "uncontrol¬ 
led”  programs  some  States  are  more  ’’uncontrolled”  than  others.  All 
States  have  a  Vending  Stand  Program  yet  some  use  a  ’’nominee  agency”  to 
operate  their  program  while  others  operate  the  program  under  State 
direction.  There  are,  even,  some  States  that  operate  their  own  pro¬ 
grams  while,  at  the  same  time,  one  or  more  ’’nominee  agencies”  operate 
other  Vending  Stand  Programs  within  the  borders  of  the  same  State. 

Some  States  assess  ” set-aside  funds”  of  the  blind  Vending  Stand 
Operators  while  other  States  do  not.  Of  those  States  assessing  ” set- 
aside”  none  use  the  same  formula.  Some  assess  a  perc  entage  of  the 
gross  sales,  some  a  percentage  of  new  profits,  while  others  assess  a 
percentage  of  both. 

In  some  States  the  blind  person  is  known  as  the  Vending  Stand 
Manager  (which  connotes  that  he/she  is  an  employee)  while  in  other 
States  he/she  is  known  as  the  Vending  Stand  Operator  (which  connotes 
proprietorship) •  In  some  States  Vending  Stand  Programs  the  staff 
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person  who  deals  directly  with  the  Stand  Operator  is  known  as  the 
Supervisor,  in  other  States  he  is  known  as  the  Vending  Stand  Coordin¬ 
ator,,  and  in  still  other  States  he  is.  known  as  the  Vending  Stand 
Counselor,  Here,  in  this  room,  are  representatives  from  the  Vending 
Stand  Programs  in  six  New  England  States,,  We  represent  six  different 
programs  where  the  dissimilarities  outweigh  the  similarities .  If 
Vending  Stand  people  are  confused  by  the  many  different  programs,  it 
is  understandable  that  rehabilitation  counselors  and  their  supervisors, 
with  their  nation-wide  Rehabilitation  Services  Administration  directed 
case  load  management  systems,  are  really  confused  when  viewing  ’’The 
Vending  Stand  Program." 

Due  to  the  lack  of  communication,  many  rehabilitation  counselors 
and  their  supervisors  are  convinced  that  Vending  Stand  people  haveenJt 
the  foggiest  notion  of  what  counseling  or  the  rehabilitation  process 
is  all  about,  as  evidenced  by  the  lack  of  jobs  obtained  by  the  clients 
that  they  have  referred.  If  Vending  Stand  people  are  honest  they  will 
agree  that  in  all  too  many  cases  the  rehabilitation  counselors  are 
right . 

On  the  other  hand,  many  Vending  Stand  people  are  just  as  convinced 
that  many  rehabilitation  counselors  haven't  the  slightest  idea  of  the 
abilities,  or  lack  of  abilities,  possessed  by  their  clients.  This  is 
clearly  evident,  say  the  Vending  Stand  people,  by  the  caliber  of 
clientele  referred  for  Vending  Stand  training- — -clients  who  haven’t  the 
temperament  to  deal  with  the  public  nor  the  mental  abilities  necessary 
to  become  self-employed  businessmen  and  women,  Here,  also,  if  the 
counselors  are  honest,  there  would  be  agreement  that  in  all  too  many 
cases  the  Vending  Stand  people  are  correct. 

In  the  case  studies  that  follow,  all  of  us  both  rehabilitation 
and  vending  stand  people,  will  work  together  on  all  of  the  cases. 
Hopefully,  through  this  medium  we  will  start  to  learn  a  little  about 
each  other’s  roles  and  functions.  By  working  TOGETHER  we  will  engage 
in  communication;  many  of  us  for  the  first  time,  which  should  lead  to 
better  understanding— something  that  is  long  overdue. 
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If  a  better  understanding  is  to  be  achieved  as  a  result  of  this 
conference  I  hope  it  will  be  in  the  following  areas,  which  I  believe 
are  at  the  core  of  our  major  vending  stand-rehabilitation  counseling 
problems  today: 

1,  It  is  hoped  that  the  rehabilitation  counselors  and 
supervisors  here  today  will  have  a  better  understanding 
of  the  fact  that  each  State  operates  its  Vending 
Stand  Programs  in  sometimes  complex  and  very 
different  ways  although  with  basically  the  same 

ob j  ectives  a 

2.  It  is  hoped  that  the  vending  stand  people  here  at 
this  conference  will  develop  a  better  understanding 
of  the  rehabilitation  counselor’s  role  and  of  the 
rehabilitation  process  from  intake  and  evaluation 
to  placement  a 

3a  Likewise,  through  the  interaction  and  communication 
generated  at  this  conference,  we  hope  that  you 
rehabilitation  counselors  and  supervisors  will  be 
in  a  position  to  better  understand  the  qualifications 
and  abilities  required  of  a  client  in  order  for  the 
vending  stand  people  to  produce  a  successful 
placement. 

In  closing,  I  would  like  to  hope  that  as  a  result  of  this  confer 
ence  we  will  not  continue  to  persist  in  our  ignorance  of  each  other’s 
roles,  for  in  doing  so  we  cheat  the  blind  consumer  that  we  purport 
to  serve. 
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VENDING  STAND  REFERRALS  AND  PLACEMENTS; 
A  LAST  RESORT  OR  A  TOP  PRIORITY? 

Eugene  H,  Coutu 


I  was  asked  to  present  a  few  ideas  which  could  be  used  as  a 
starting  point  from  which  the  following  four  questions  could  be 
answered: 

1.  Is  Vending  Stand  placement  considered  to  be  a  last 
resort  placement? 

2.  Why  aren’t  continuous  referrals  for  Vending  Stand 
placement  available? 

3.  What  specific  knowledge  about  Vending  Stands  would 
help  increase  referrals? 

4.  How  can  communication  between  Rehabilitation 
Counselors  and  Vending  Stand  personnel  be  improved? 

I 

Let  me  begin  this  way„ 


The  following  conversation  between  two  rehabilitation  counselors 


was  recently  overheard: 

Counselor  No*  1:  nBy  the  way,  what  did  you  decide  to  do  with  that 

fellow,,  Bob  Smith,,  for  whom  you  had  trouble  finding 
a  suitable  placement?" 


Counselor 

No* 

2 : 

"I  sent  him  over  to  the 
a  last  resort." 

Counselor 

c 

0 

& 

Is 

n0h  well,  I  suppose  anyb 
newspapers  and  magazines 

Counselor 

No. 

2s 

nI  also  thought  that  if 
money  he’d  be  satisfied,, 

And  that  in  a  nut  shell  seems  to  be  the  value  that  counselors 
and  clients  put  on  Vending  Stand  placements,,  To  many  counselors  and 
clients.  Vending  Stands  present  the  same  image  to  them  as  that  of  a 
blind  man  standing  on  a  street  corner  with  a  tin  cup  selling  pencils* 
I  cannot  emphasize  enough  that  Vending  Stand  placements  should  be 
rated  and  considered  among  the  top  priorities  for  the  placement  of  a 
blind  person* 


Perhaps  the  name  Vending  Stand  should  be  changed  or  elaborated 
upon  because  over  the  years  the  old  image  of  a  small  two-by-four 
spot  in  some  isolated  corner  of  a  poorly  lighted  building,  and 
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perhaps  patronized  by  a  few  charitable  souls  who  would  take  a  few 
minutes  off  of  a  busy  day  to  walk  over  and  buy  a  morning  or  evening 
paper,  has  long  since  vanished. 

Today's  Vending  Stands,  under  a  general  classification  of 
Business  Enterprises,  encompass  a  much  more  far  reaching  method  of 
earning  one's  livelihood.  Management  furnishes  as  many  supportive 
services  as  possible  and  once  a  relationship  has  been  established  it 
is  often  of  a  lifelong  duration. 

Today’s  Vending  Stand  sells  all  types  of  merchandise  from 
magazines,  newspapers,  and  cigaretts  to  sophisticated  camera  equip- 
ment,  souvenirs,  notions,  sundries,  etc. 

The  one  single  item  that  has  changed  Vending  Stands  from  nickel 
and  dime  operations  to  successful  businesses  is  coffee.  With  the 
introduction  of  coffee  to  the  Vending  Stand  Program,  the  doors  were 
opened  to  selling  of  sandwiches,  pastries,  snacks,  and  in  many 
locations,  soups  and  related  items. 

If  the  old  business  adage  is  true  for  everyone  else  it  has  to 
be  true  for  Vending  Stands  as  well  and  that  is  that  a  business  cannot 
stand  stilly  it  either  goes  behind  or  it  goes  ahead. 

Going  ahead  has  been  the  sole  motivating  force  behind  the 
Vending  Stand  Program.  Therefore,  the  natural  outgrowth  of  selling 
coffee  and  sandwiches  had  to  be  in  the  field  of  cafeterias,  which  is 
where  Vending  Stands  are  at  today. 

In-plant  feeding  of  a  handful  of  employees  to  the  daily  feeding 
of  several  hundred  employees  is  being  undertaken  by  blind  operators 
in  many  areas.  These  blind  operators  provide  all  the  necessary 
aspects  of  in-plant  feeding,  from  a  morning  or  afternoon  coffee  break 
to  a  complete  noontime  meal.  Also,  special  occasion  catering  is 
provided  where  management  so  desires. 

True,  these  cafeterias  employ  sighted  helpers  but  the  blind 
operator  reaps  all  the  net  profits  of  the  operation. 

These  are  but  a  few  of  the  many  reasons  why  Vending  Stand 
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placement  should  be  a  first-class  placement  on  a  par  with  all  other 
placements,,  Annual  earnings  averaging  $6,000  and  ranging  to  $14,000 
or  better  is  a  far  cry  from  ’’cigarette  money0” 

How  many  rehabilitation  counselors  or  clients  are  aware  of  even 
a  small  portion  of  the  facts  of  life  of  the  Vending  Stand  Program? 

Rehabilitation  counselors  say  that  continuous  referrals  to  the 
Vending  Stand  Program  is  impossible 0 

We  donlt  think  sol 

Vending  Stand  Operators  are  not  a  special  breed  of  people,,  They 
are  not  mathematical  wizards  nor  do  they  need  Doctorates  in  Business 
Managements  They  are  drawn  from  all  walks  of  life*  They  come  in  all 
sizes  and  shapes,  young  and  old,  rich  and  poor.  Blindness  is  not 
reserved  for  special  classes.  Vending  Stand  operations  are  not  for 
any  special  class  of  people* 

Perhaps  the  single  most  important  asset  for  being  a  successful 
Vending  Stand  Operator  is  liking  people;  liking  to  be  where  people 
are |  liking  to  talk  to  people ;  liking  to  listen  to  people;  perhaps 
just  liking  to  feel  the  presence  of  people  around  you.  Average 
intelligence  with  a  willingness  to  learn  is  all  that  is  required,,  I 
am  sure  that  all  counselors  have  in  their  case  loads  many  clients  who 

i 

can  meet  these  requirements*  Therefore,  why  aren't  more  referrals 
being  made  to  Vending  Stand  Programs* 

Perhaps  given  a  choice,  many  clients  would  choose  to  be  an 
operator  rather  than  attend  college  or  rather  than  some  other  highly 
specialized  field  w^iich  involves  many  years  of  formal  training* 

V 

Perhaps  many  clients  would  be  interested  in  the  challenge  of  pro¬ 
viding  in-plant  meals  for  large  groups  of  people*  Perhaps  many 
clients  would  like  to  become  part  and  parcel  of  the  pulse  that 
regulates  the  daily  comings  and  goings  of  a  large  modern  office 
building*  Perhaps  many  clients,  especially  those  who  like  to  asso¬ 
ciate  with  youth,  would  find  life  more  productive  if  they  operated  a 
vending  stand  in  the  heart  of  the  Armed  Forces  Recruiting  Center  in 
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a  major  city.  For  others,  perhaps  the  adventure  and  mystery  that 
goes  hand  and  hand  with  the  operation  of  a  vending  stand  in  a  modern 
hotel  or  motel  would  be  of  enough  interest. 

All  these  ideas  and  suggestions  could  be  and  should  be  presented 
to  all  clients  and  should  be  considered  fully  before  a  decision  about 
placement  is  made. 

Counselors  should  have  all  the  facts  about  vending  stands  to 
present  to  their  clients.  Counselors  should  know  the  potential 
earnings  of  various  vending  stand  locations  for  client  consideration. 
Counselors  should  know  that  most  operators  remain  employed  from  the 
days  of  their  training  until  sickness  forces  them  to  leave  the  pro¬ 
gram  or  until  they  retire.  This  I  would  think  should  be  considered 
rather  steady  employment. 

Counselors  should  know  that  Vending  Stand  Programs  operate  on  a 
seniority  system  whereby  operators  are  given  a  priority,  based  on 
length  of  time  spent  in  the  program,  to  move  up  to  better  or  more 
profitable  stands  whenever  these  locations  become  available. 

Counselors  should  know  that  if  a  continuous  flow  of  referrals 
is  made  to  the  Vending  Stand  Program  more  locations  will  be  obtained 
and  therefore  more  clients  will  be  placed  and  more  clients  will 
become  self-sustaining. 

If  no  referrals  are  made,  the  program  is  stopped  or  slowed  and 
fewer  clients  are  placed.  In  the  event  that  more  acceptable  clients 
are  referred  and  trained  than  there  are  openings  and  these  clients 
have  to  wait  a  short  period  of  time  to  be  employed,  why  should 
referrals  be  stopped  or  slowed  down? 

Why  is  it  worse  to  have  six  trained  vending  stand  operators 
waiting  for  an  opening  than  to  have  six  trained  school  teachers 
waiting  for  an  appointment. 

We  see  this  as  six  of  one  and  half  dozen  of  another. 

Vending  stand  people  say  give  us  trainees  and  we  will  give  you 
satisfied  successful  vending  stand  operators. 
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It  has  been  said  many  times  that  rehabilitation  counselors  and 
Vending  Stand  personnel  communicate  very  little  with  each  other. 

Rehabilitation  counselors  say  that  when  Vending  Stands  need 
trainees  they  scream  for  them  and  want  them  at  once, 

Vending  Stand  personnel  say  that  only  when  they  scream  loud  and 
clear  do  rehabilitation  counselors  ever  think  much,,  if  any  at  all, 
about  Vending  Stand  placement. 

It  would  seem  that  regular  means  of  communicating  should  be 
established  between  the  two  groups. 

In  the  rehabilitation  process,  after  all  medical  and  psycho— 
logical  testing  and  evaluating  are  completed,  and  all  the  family, 
social  and  work  backgrounds  are  collated  and  evaluated,  and  the  client 
has  been  interviewed,  there  comes  a  time  when  Vocational  Objectives 
are  discussed  and  evaluated  and  a  Vocational  Goal  is  set.  Unfor¬ 
tunately  this  is  done  many  times  on  a  hit  or  miss  basis.  Not  enough 
thought  goes  into  the  selection  of  a  Vocational  Goal,  Perhaps  a 
counselor  is  not  as  familiar  with  one  possibility  as  he  or  she  is 
with  another  possibility.  Perhaps  time  does  not  permit  a  more 
thorough  investigation,  especially  with  a  large  case  load.  Perhaps 
the  client  is  not  realistic  ,  Whatever  the  reasons,  at  this  point, 
Vending  Stand  personnel  should  be  given  the  opportunity  to  evaluate 
the  particular  client  for  Vending  Stand  work.  This  could  be  done 
with  or  without  the  client  present  (preferably  with  client  present) 
and  in  this  manner  the  Vending  Stand  person  being  a  specialist  in 
his  field  could  perhaps  discover  something  that  the  rehabilitation 
counselor  overlooked  that  could  result  in  an  additional  trainee  for 
the  Vending  Stand  Program, 

Perhaps,  also  the  client  would  just  not  be  suitable  for  this 
work.  However,  both  the  counselors  and  Vending  Stand  personnel 
would  feel  that  they  had  thoroughly  investigated  the  client. 

Why  would  this  be  more  objectionable  than  college  entrance 
exams  or  interviews? 


-  41 


This  combined  interview  would  also  give  the  Vending  Stand  per¬ 
sonnel  a  first-hand  view  at  the  problems  faced  by  a  counselor  in 
making  placements. 

Perhaps  the  client  is  not  agreeable. 

Perhaps  the  client  has  only  one  objective  in  mind. 

Perhaps  the  client  needs  more  information  than  the  counselor 
can  give  about  Vending  Stands. 

All  these  problems  and  many  others  could  be  ironed  out  in  these 
combined  interviews. 

Why  not  give  it  a  try? 

The  pride  of  ownership  should  be  felt  by  all  Vending:  Stand 
Operators . 

They  are  highly  regarded  by  those  they  serve.  Management  holds 

them  in  high  esteem.  Employees  are  thankful  for  their  services, 

h 

which  many  times  could  not  be  provided  by  other  than  State  services. 
The  operators  themselves  lead  fruitful  and  meaningful  lives.  For  the 
most  part  they  are  not  subject  to  layoffs  and  therefore  experience  a 
high  degree  of  security.  These  and  many  other  reasons  could  be  put 
forth  to  prospective  Vending  Stand  operators. 

All  Rehabilitation  Counselors  should  think  of  Vending  Stand 
Placement  as  follows: 

•  w. 

"While  Vending  Stand  placements  may  not  be  the  most 
important  placements  of  all,  they  sure  beat  whatever 
comes  second. " 
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ECONOMIC  TRENDS  DURING  THE  NEXT  TWO  DECADES 

Robert  Scott 

Planning  is  a  word  that  is  familiar  to  persons  involved  in  voca¬ 
tional  rehabilitation!  whether  it  is  concerned  with  Status  12  0  the 
determining  of  a  rehabilitation  plan,  the  planning  of  a  schedule  that 
will  enable  a  counselor  to  cover  his  caseload  more  efficiently  or  the 
planning  of  collateral  conferences  that  will  assist  him  in  servicing 
individual  clients  more  effectively*  The  manner  in  which  I  hope  to 
consider  the  term  "planning’'  today  will  deal  with  the  plans  we  have 
to  make  for  the  future  that  are  dependent  upon  the  changes  in  our 
economy  into  which  blind  workers  may  be  assimilated * 

Our  changing  economy  that  has  been  evident  during  the  past  few 
year,  is  present  with  us  today  and  gives  promise  of  continuing  into 
the  future,  is  due  on  great  part  to  the  fluctuating  prime  interest 
rate*  This  has  a  direct  bearing  on  business  and  industry  since  it 
determines  whether  or  not  corporations  will  mark  time,  expand,  or 
even  fail*  Company  profits  will  have  to  increase  in  order  to  absorb 
the  rising  prime  interest  rate,  thus  caution  is  more  strenuously 
observed*  It  is  predicted  in  Massachusetts  alone  this  year's  growth 
will  be  just  half  of  last  year's* 

New  England  is  oftentimes  considered  a  rather  homogenious  area 
with  an  economy  that  is  quite  similar  generally,  except  for  a  few 
pockets  of  differing  manufacture!  such  as  jewelry  in  Rhode  Island 
and  electronics  in  suburban  Boston*  Changes  in  the  general  economy 
can  influence  this  Six— State  Region  for  it  has  been  seen  that  a 
variation  in  one  State's  manufacture  can  affect  that  of  its  neighbor* 
One  factor  that  could  help  this  area  as  a  whole  is  the  knowledge  that 
foreign  businessmen  are  looking  to  this  Region  for  the  establishment 
of  new  plants*  Some  years  ago  the  labor  and  production  costs  of 
many  items  were  so  high  in  the  United  States  that  it  could  not  compete 
favorably  with  Japan  and  West  Germany*  However,  inflation  has  been 
generally  rising  in  these  two  countries  so  that  our  manufacturing  costs 
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are  quite  comparable  to  these  former  serious  competitors.  Therefore, 
industrialists  from  these  two  nations  are  exploring  this  region  for 
the  building  of  new  plants  so  as  to  take  better  advantage  of  the 
American  market. 

Some  New  England  States  are  now  offering  a  three  percent  credit 
on  corporate  excise  taxes  to  induce  businesses  to  settle  here.  It  is 
felt  that  similar  inducements  may  be  forthcoming  during  the  next  few 
years. 

There  are  a  number  of  businesses  presently  located  in  New  England 
that  will,  most  likely,  be  right  for  expansion  during  the  next  two 
decades.  These  are  companies  involved  in  the  manufacture  of  computer- 
related  products  as  well  as  the  biomedical  supply  and  equipment 
industry.  It  is  also  felt  that  the  pollution-abatement  equipment 
fields,  as  well  as  recreational  and  sports  equipment,  will  be  ready 
for  enlarging.  Because  of  cheaper  natural  resources  and  electric 
power,  the  processing  of  plastics  and  aluminum  will  be  done  elsewhere, 
but  the  manufacture  of  these  products  will  be  carried  on  in  this 
region. 

The  pet ro-chemical  industry  is  expected  to  quadruple  by  1980  and 
research  and  development  in  this  field  and  in  the  field  of  electronics 
is  slated  for  expansion.  Two  relatively  new  industries  are  expected 
to  flourish  during  the  next  two  decades.  These  are:  off— shore  oil  dril  l 
ing  and  products  from  further  research  in  oceanography. 

It  is  expected  that  persons  between  the  ages  of  20  and  34?  a 
high  consumption  group,  will  influence  the  economy  of  the  region  con¬ 
siderably  with  the  establishment  of  new  families  that  will  require 
various  types  of  housing.  These  will  include  apartments,  cooperatives 
and  single  residences.  This  group  will  need  products  related  to 
family  living;  such  as  kitchen,  dining  room,  living  room  and  bedroom 
furnishings.  Many  of  these  are  produced  in  the  New  England  area,  and 
thus,  should  profit  from  increased  sales. 

It  is  felt  that  products  that  were  normally  associated  with 
families  may  not  be  in  such  demand  due  to  the  declining  birth  rate. 
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It  is  evident,  that  because  of  this,  the  demand  for  certain  goods  and 
services  will  diminishc  There  will  no  longer  be  a  great  need  for 
services  of  obstetricians  and  pediatricians^  maternity  ward  personnel 
and  equipment maternity  and  baby  clothing^  baby  food,  baby  furniture, 
toys,  etc. 

Because  of  automation  in  industry  and  the  ever  increasing  demand 
in  the  fields  of  sales  and  services  which  do  not  require  special 
training  or  skills,  it  is  estimated  that  by  1980,  80  per  cent  of  our 

work  force  will  need  only  a  high  school  education. 

In  view  of  these  possible  changes  that  will  take  place  in  our 
economy  during  the  next  two  decades,  we,  who  will  be  counseling  young 
people  toward  certain  vocational  objectives,  have  to  be  aware  of  these 
changes  and  plan  accordingly,, 
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AN  OVERVIEW  OF  SOME  SPECIFIC  PLACEMENT  TECHNIQUES 

Walter  Carroll 

Dr,  Frank  Wilson's  report  and  George  Magers®  comments  offer  an 
effective  int roduction,  Dr„  Wilson's  report  pointed  out  that  there 
is  too  little  emphasis  today  on  placement  per  se„  Mr„  Magers  pointed 
out  that  in  the  1940s  placement  was  done  primarily  by  the  blind  them- 
selves,  who  could  go  in  and  demonstrate  their  ability  to  do  the  job„ 

Then  a  little  later  people  were  hired  primarily  as  placement  counselors, 
with  a  background  more  in  industry,,  Gradually  we  have  gone  more  into 
academic  preparation.  During  this  period  of  time5  we  have  been 
assisted  by  a  lot  of  new  technology  like  peripato logist s 3  pre-voca- 
tional  and  vocational  evaluations  which  are  a  lot  more  effective  than 
previous  methods.  But  with  this  transition  the  colleges  haven’t 
really  carried  on  the  old  traditions  =,  i0e05  training  counselors  to  do 
placement  work.  The  counselors  today  come  out  as  social  scientists 
not  especially  well  trained  in  salesmanship  and  job  analysis  which  has 
traditionally  gone  along  with  placement  activities.  We’ve  got  to  keep 
in  mind5  however,  that  we  are  trying  to  get  back  into  placement  aga in. 

Placement  is  primarily  a  sales-oriented  function  with  the  coun¬ 
selor  in  the  role  as  the  salesman;  the  prospective  employer  the 
customer,  and  the  blind  client  is  the  product  being  sold.  In  any 
sales  presentation  the  salesman  must  have  complete  faith  in  his  pro¬ 
duct  and  its  ability  to  perform  satisfactorily.  Today  we  have  the 
sophisticated  methods  to  prove  our  plans.  We  have  all  kinds  of  tech¬ 
nology  that  are  opening  up  the  roads  into  new  areas,  but  the  final 
proof  of  the  pudding  lies  in  the  counselor  going  out  arid  being  able  to 
effectively  sell  the  product. 

Let  me  give  you  a  little  example  of  what  I  am  talking  about. 

Last  week,  as  anyone  knows  that  works  with  me,  my  automatic  transmis¬ 
sion  went  on  my  car,  It  started  leaking.  At  first  I  started  to  panic. 

I  gotta  get  a  new  car.  It’s  a  little  late  when  it  is  leaking  four 
quarts  of  fluid.  Next,,  I  thought  I  have  to  get  it  fixed,.  Now  where  can 
I  get  it  fixed?  Do  I  know  anyone?  Do  I  have  any  friends?  No,,.  I  didn’t 
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have  any  friends  in  the  business.  Finally  I  remembered  that  we  had 
trained  four  or  five  blind  persons  and  one  of  them  had  been  in 
business  for  himself  for  about  a  year,  so  I  said,  well  this  guy  will 
give  me  a  fair  shake.  I  called  the  client  up.  "Can  you  help  me  out; 
my  transmission  is  leaking."  He  made  an  appointment  for  me  to  see 
him  the  next  day.  While  I  am  half  way  up  the  road  the  next  day  I  felt 
as  if  I’m  going  to  the  dentist.  I  started  getting  a  little  queasy. 
What  am  I  doing?  Is  he  competent?  Does  he  know  what  he’s  doing? 

I  started  out  in  doubts.  Then  I  thought,  you’re  reacting  as  an 
employer  would.  Here  I  am  in  the  business  of  selling  blind  people  to 
employers  and  I  don’t  have  faith  in  the  product  myself.  So  I  drove 
off  by  the  side  of  the  road  and  I  started  reviewing  this.  I  might 
have  felt  I  should  go  and  see  him  anyway  out  of  a  sense  of  civic¬ 
mindedness.  Employers  often  tell  us  they  will  hire  a  blind  person 
based  on  civic-mindedness,  but  I  thought,  well,  let’s  take  a  look  at 
this.  Who  cares  how  he  does  the  transmission  repair.  I  wouldn’t 
know  anyway,  as  long  as  he  can  do  it.  Is  he  competent?  Sure,  he  is 
well  trained.  He  finished  first  in  his  class  and  this  was  also  in 
competition  with  sighted  trainees,  and  he  was  experienced.  He  had 
been  doing  this  for  a  year  and  so  my  conclusions,  based  on  what  I 
think  is  objective,  was  he  could  do  it.  Now,  I  might  still  have  some 
apprehensions  about  what  he  would  charge  me  but  this  I  would  have 
with  anyone,  whether  I  was  dealing  with  a  franchise  or  the  man  down 
the  street.  And  so,  it  is  more  or  less  obvious  that  we  should 
anticipate  objections  just  as  I  raised  them  in  my  own  mind.  We  should 
appreciate  the  fears  that  someone  could  have,  whether  they  are  real 
or  imagined,  and  plan  to  answer  these  fears  and  questions  and  objec¬ 
tions  in  an  honest  and  forthright  manner. 

An  answer  to  placement,  I  feel,  is  what  is  called  a  planned 
sales  presentation.  Some  people  call  it  the  Carbondale  approach.  It 
is  really  an  old  man-tried-true  method  that  any  salesman  uses  in  sell¬ 
ing  the  product  as  opposed  to  a  canned  presentation.  Some  counselors 
do  prepare  when  they  are  going  in  to  meet  the  employer  to  have  a 
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certain  canned  group  of  things  that  they  can  say.  IT11  never  forget , 
though,  a  Kirby  vacuum  cleaner  salesman  told  me  one  time  that  they 
have  a  regular  canned  presentation.  They  don’t  deviate  from  this. 

You  can  ask  him  a  question  and  he  will  go  right  along  with  the  Kirby 
presentation  no  matter  what.  One  of  the  things  he  showed  me  in  the 
outline  said  that  the  Kirby  did  a  lot  of  things  other  than  just  sweep 
floors,  that  it  also  could  sharpen  knives,  but  in  parentheses  on  the 
canned  speech  it  said,  " For  God’s  sake,  make  sure  you  know  how  to 
sharpen  a  knife  before  you  go  in...” 

And  so  the  same  applies  here.  For  God’s  sake,  before  you  go 
marching  in  on  an  employer  make  sure  you  know  what  you  are  doing 
before  you  demonstrate  or  go  in  to  propose*  to  put  a  blind  worker  to 
work . 


The  planned  presentation  is  proven  procedure  that  consists  of 
five  major  functions;  pre-approach,  the  approach,  the  job  analysis, 
placement  and  follow-up  services. 

1 .  Pre-Appraoch 

In  the  pre-approach  you  get  to  know  the  public,  you  know  its 
product,  the  size  of  the  company,  what  it  manufactures, 
what  the  products  are,  what  the  Union  affiliations  are 
putting  on,  the  number  of  employees  in  top  management. 

You  heard  this  morning  that  we  should  aim  for  top 
management.  Actually,  it  is  rather  obvious  why  you 
should.  If  you  start  from  the  bottom  end  of  the  totem 
pole  you  are  going  to  end  there.  A  Personnel  Manager 
usually  doesn’t  have  the  say  so  in  setting  company 
policy.  As  a  matter  of  fact,  one  personnel  officer 
pointed  out  to  me  that  it  always  looks  better  to  come 
down  out  of  the  "ivory  tower”  than  to  walk  up  back 
into  it.  Usually  the  higher  the  person  you  can  see 
within  the  company,  either  the  President  in  a  smaller 
company  or  the  Plant  Manager  in  a  larger  company,  the 
Personnel  Director  or  the  Foreman,  whomever  you’re 
going  to  be  brought  to',  is  always  more  impressed  with 
the  fact  that  you  were  seen  with  the  President.  The 
sources  of  information  during  this  pre-approach  period 
are  your  Manufacturer’s  Index,  your  Chamber  of  Commerce, 
the  DES,  Job  Bank  Books,  and  word  of  mouth. 
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2. 


Approach 

Here  again,  it  is  better  to  see  the  toprran0  The  top 
man  will  usually  take  you  down  to  someone  else,  but  top 
people  are  usually  very  easy  to  talk  to»  They  don’t 
have  any  axe  to  grindo  They  may  also  be  more  concerned 
with  civic-minded  community  spirit .  Whether  or  not  you 
capitalize  on  that,  I  think  that’s  an  independent 
judgment,  but  I  don’t  see  any  harm  in  capitalizing  on 
anything  as  long  as  you  can  sell  the  employer  an  honest 
bill  of  goods,  which  is  your  well  trained  qualified  blind 
person.  Now,  during  this  state,  you  try  to  sell  him  on 
selective  placement.  He  is  not  asked  to  hire  a  client 
based  on  his  sympathy.  You  are  going  to  have  a  client 
that  can  produce  something  for  him.  There  is  something 
in  it  for  him  too.  Your  aim  here  is  to  get  a  plant  tour 
and  potential  service. 

3 •  Job  Analysis 

Job  analysis  is  often  kind  of  scary  to  many.  You  are 
not  really  required  to  do  a  detailed  analysis  when  you 
go  into  a  place.  The  main  thing  is  to  use  your  common 
sense  and  look  at  the  jobs  that  are  being  done  by  the 
people  in  the  plant.  If  you  are  dealing  with  a  foreman 
it  is  important  not  to  talk  down  to  him.  These  people 
are  usually  quite  cooperative  once  you  get  in  the  door. 

I  think  if  you  pick  on  a  reasonable  job  usually  you  will 
find  the  employer  more  than  willing  to  make  a  little 
adjustment  if  necessary.  If  you  see  a  50,000  ton  drop 
press  in  the  corner,  stay  away  from  it.  It’s  going  to 
frighten  him.  Get  his  opinion.  Often  times  I  have 
asked  an  employer  as  I  went  through  a  factory,  after 
all,  it’s  his  business.  He  knows  what  is  being  done. 

I  would  say  to  him,  can  you  see  anything  in  here  that 
can  be  done  by  a  blind  person.  Often  times  that  gets 
them  thinking  and  they  can  suggest  something. 

Also,  know  when  to  close.  Know  when  to  stop.  We  all,  at 
times,  like  to  hear  ourselves  talk  once  we  get  going, 
but  the  employer  is  in  business  for  one  thing— to  make 
a  profit.  He  is  not  a  social  worker.  He  is  not  out  to 
do  good  and  we  should  not  expect  him  to.  If  we  sold 
him  a  legitimate  bill  of  goods  then  he  should  have  no 
complaints  afterward. 

4 .  Placement 

Once  you’ve  sold  the  employer  it’s  good  to  assume  he  is 
going  to  take  a  client.  Assume  this  and  low  and  behold 
it  works.  Go  in  with  the  client.  Make  sure  you  just 
don’t  throw  him  to  the  wolves.  Introduce  him  to  co¬ 
workers.  They  are  probably  a  little  afraid  of  a  blind 
person.  Most  have  never  come  in  contact  with  that  many 
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blind  people,,  I  like  to  let  the  blind  person  know  the 
size  of  room  he  is  working  in5  the  type  of  people  that 
are  in  it,  the  ratio  of  men  to  women,  introduce  him 
around,  get  him  to  feel  comfortable,  as  comfortable  as 
anyone  can  under  a  new  employment  situation,  and  get 
him  to  know  the  foreman  and  the  foreman  to  know  me » 

And  so,  that  is  the  purpose  of  the  final  step-°>the 
follow— upc  Don't  leave  either  the  client  or  the 
employer  "holding  the  bag0" 

The  Follow-Up 

The  first  few  months  for  a  placement  are  critical «, 

There  are  a  thousand  and  one  things  that  could  go  wrongo 
Maybe  he  can't  find  the  njohnn|  transportation  arrange¬ 
ments  can  break  down0  I  usually  like  to  let  both  the 
foreman  and  the  client  know  that  they  can  reach  me  on 
a  confidential  basis „  The  foreman  might  have  something 
that  he  would  not  bring  up  to  the  client 0  It  is 
critical  that  both  of  them  know  that  they  can  reach 
you  in  a  confidential  manner;  that  the  client  can  call 
you  up  either  on  his  coffee  break  or  his  lunch  hour, 
even  after  workQ 

There  are  some  exceptions  to  this  approach „  These 
exceptions  mainly  arise  in  areas  of  professional  and 
technical  jobs  where  the  client  knows  more  than  we  do 
about  the  job  that  he  is  applying  fore  How  can  you 
help  in  this  kind  of  situation?  Can  you  or  should  you 
try  to  help?  1  say,  yes,  you  should „  One  way  is  in 
locating  prospects  for  the  client 0  A  lot  more  graduates 
are  going  into  the  labor  markets  and  we  found  that  we 
can  help  them  locate  prospects  and  obtain  interviews, 
There  is  much  going  on  now  about  whether  a  client  should 
in  his  resume  include  the  fact  that  he  is  blind  or 
visually  impaired,,  I  think  the  professional  counselor 
calling  the  employer  can  help  here.  It  may  be  less 
embarrassing  to  either  the  client  or  employer.  It  is 
also  amazing  the  qualities  of  resumes  that  are  submitted; 
not  only  by  blind  clients  but  by  people  applying  to  us 
for  jobso  They  go  on  and  on  and  you  still  can't  tell 
what  it  is  they  can  do„ 

And  finally,  you  can  help  in  going  with  him  for  an 
interview,  I  always  think  that  two  heads  are  better 
than  one,  especially  in  professional  placement.  You 
can  help  the  employer  to  be  object ive„  An  employer 
could  bring  up  fifty— eight  objections  as  to  why  he  should 
not  hire  a  blind  person 0  —  If  he  brings  up  fifty-eight 
objections,  forget  it 0 —He  doesn't  want  to  hire  a  blind 
person.  But  with  two  heads,  he  might  not  be  as  resistive 
and  you  can  smooth  over  the  troubled  waters. 


In  closing,  my  main  plea  is  for  a  planned,  thought  out,  honest 
effort  in  placement  activities.  I  canTt  help  but  look  over  the 
audience  and  think  there  is  some  counselor  probably  who  closes  twenty- 
five  cases  a  year  and  probably  never  set  foot  inside  a  factory.  If 
you  see  enough  clients  you  are  going  to  get  closures.  But  I  think 
next  to  sight  restoration  itself  there  is  no  greater  service  that 
we  can  do  for  a  client  than  to  help  him  to  become  a  self-supporting 
individual. 
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PROCEDURES  AND  EVALUATION  CRITERIA 

FOR  ~TBE  CASE  STUDY  APPROACH 

Thomas  J.  Ruscio 

The  group  session  of  the  conference  utilized  a  case  study  approach 
with  small  groups.  Participants  were  each  assigned  to  one  of  six 
groups  which  included  group  co-leaders  and  student  recorders  from  the 
Springfield  College  Rehabilitation  Counselor  Training  Program. 

The  Planning  and  Advisory  Committee  selected  four  sample  cases 
which  were  developed  into  a  case  work  format  similar  to  that  with  which 
the  participants  would  utilize  in  their  regular  case  load  activities. 

Two  cases  were  selected  with  reference  to  vending  stand  placements  and 
two  cases  were  selected  reflecting  industrial  and  technical-professional 
Pi  acements.  In  each  category  one  case  reflected  a  successful  placement 
and  one  case  an  unsuccessful  placement. 

In  the  small  groups,  participants  spent  time  reviewing  each  case 
according  to  specific  criterion. 

Cases  I  and  II  involved  both  successful  and  unsuccessful  vending 
stand  placements.  Each  group  was  charged  with  the  task  of  critically 
evaluating  both  pro  and  con  the  rehabilitation  and  placement  process 
of  these  two  cases  according  to  the  followings 

a.  the  role  and  functions  of  the  vending  stand  counselor, 
coordinator  or  supervisor, 

b.  the  role  and  functions  of  the  vocational  rehabilitation 
counselors, 

c.  the  interaction  and  cooperation  between  a  and  b  above, 

d.  the  role  and  functions  of  the  client. 

Cases  III  and  IV  reflected  both  successful  and  unsuccessful 

\ 

general  placements.  Each  group  was  charged  with  the  task  of  critically 
evaluating  both  pro  and  con  the  rehabilitation  and  placement  process 
according  to  the  following: 
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a.  the  role  and  functions  of  the  rehabilitation  counselors, 

b.  the  role  and  function  of  “the  client, 

c.  the  role  and  functions  of  the  employer, 

d.  the  steps  Carbondale  Model. 

1.  Preapproach 

(a)  Use  recommended  job— information  sources  as  want 
ads,  D.E.S.,  Chamber  of  Commerce,  etc. 

(b)  Counselor  should  know  type  of  industry, 
product  and  operations.  Should  determine 
company  official  to  contact,  then  make  contact 
by  letter,  phone  or  cold  visit. 

2 .  Approach 

(a)  Counselor  introduce  self,  agency  and  explains 
purpose  of  visit;  describes  program  and  gives 
examples  of  successful  placements.®  Awaits 
discussion  of  pros  and  cons,  including 
objections  relating  to  the  hiring  of  a  blind 
worker. 
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(a)  Reviews  types  of  jobs  performed  in  present 
company. 

(b)  Secures  permission  _to  do  immediate  or  future 
survey;  advisable  to  use  technically  trained 
sighted  guide;  advantageous,  to  have  blind 
counselor  on  survey;  develop  imagination  and 
ingenuity;  look  for  jobs  that  can  be  done  by 
totally  blind  worker;  convince  plant  guide 
and  foremen  about  suitability  of  having  blind 
worker. 


4 .  Placement 

(a)  Determine  transportation,  payroll  details  such 
as  withholding,  exemptions,  benefits,  union 
membership. 

(b)  Introduce  client  to  company,  operations  and 
fellow  workers. 

5-  Follow-Up 

(a)  Establish  plan  for  follow— up  visits;  availability 
of  counselor  problems. 

(b)  Keep  in  mind  necessity  of  good  relationship 
with  receptionist  and/or  secretary. 

Group  leaders  functioned  as  facilitators  while  the  graduate 
student  recorders  reflected  in  writing  the  group’s  critique  of  each 
case.  After  each  case  the  group  leaders,  recorders  or  designated 
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group  member,  presented  their  group’s  conclusions  to  the  total  con¬ 
ference  for  reactions  and  feedback  by  all  of  the  participants* 

With  each  of  the  cases  emphasis  was  placed  on  evaluating  the 
rehabilitation  placement  process  utilizing  the  criterion  mentioned 
above*  Recognizing  that  each  counselor  and  vending  stand  supervisor 
may,  with  regard  to  specific  actions,  function  somewhat  differently 
although  with  the  same  goals,  emphasis  was  not  placed  on  the  individual 
content  of  the  methods  of  operation  but  rather  on  the  overall  effec¬ 
tiveness  of  the  roles  and  functions  of  the  various  professionals 
involved  with  each  of  the  case  studies* 

So  that  the  reader  might  also  utilize  the  four  cases  as  a  learning 
device  as  well  as  for  information  on  the  conference  proceedings,  each 
succeeding  chapter  is  organized  according  to  the  following  formats 

Section  A  —  A  narrative  overview  of  the  case  history, 

background  and  placement  process* 

Section  B  —  Relevant  examinations,  evaluations,  training 

progress  reports  and  letters 0 

Section  C  —  Compilation  and  overview  of  conference 

participants5  critiques  and  conclusions 
obtained  through  small  group  work  sessions* 

The  reader  who  wishes  to  follow  the  conference  format  in  a  pro¬ 
grammed  learning  manner  to  critique  the  placement  process  and  explore 
what  decisions  he  or  she  would  make  with  each  case  should,,  with  each 
chapter,  first  read  the  data  contained  in  Sections  A  and  Bc  Then 
following  the  appropriate  evaluation  criteria  listed  (see  Pages  56“57) • 
the  reader  should  critically  evaluate  the  placement  process  without 
reference  to  the  conference  participants5  evaluations*  Section  C  may 
then  be  read  to  obtain  information  and  compare  one’s  own  critique  with 
those  of  the  conference  participants*  With  each  case  the  reader  may 
refer  back  to  all  previous  information  in  Sections  A  arid  B0  in  no 
instance,  however,  should  the  reader  refer  forward  to  Section  C  before 
making  his  or  her  own  critical  evaluations* 
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Directions  % 

lo  Read  the  narrative  overview  of  the  case  in  Section  Ac 

2,  Review  the  relevant  examinations,,  evaluations^  training 
progress  reports  and  letters  in  Section  B0 

3o  Following  the  appropriate  evaluation  criteria  indicated 
in  Chapter  IV  (page  56) 9  for  CASE  I  list  your  reactions 
and  critical  evaluations  in  each  of  the  areas  without 
reference  to  the  conference  participants’  results* 

4o  Read  Section  C  to  obtain  information  on  conference 
participants’  evaluations  and  compare  with  your  own 
critique . 
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CASE  I  -  SECTION  A 
MRS,  S.  -  CASE  HISTORY 


BACKGROUND  INFORMATION 

Cause  of  Blindness:  Retinitis  Pigmentosa  of  hereditary  origin.  Onset  of 
eye  problems  began  in  early  childhood.  She  was  declared  legally  blind  at  the  age 
of  12. 


Health:  Mrs.  S. ,  a  49  year  old,  5'2",  143  lb  woman,  is  in  good  physical 

health  except  for  her  blindness.  She  had  a  hysterectomy  at  age  35,  following  the 

birth  of  her  youngest  child,  but  has  no  complications  from  this  surgery.  She  is 
now  totally  blind  having  light  perception  only. 

Educational  Background:  Mrs.  S.  left  school  after  completing  the  7th  grade 
in  the  Boston  Public  School  System. 

Work  History:  After  leaving  school  she  remained  at  home  for  about  4  years  in 
order  to  help  her  widowed  mother  care  for  the  large  family.  Following  that  she 

held  a  number  of  unskilled  jobs  until  she  was  married  at  the  age  of  25.  The 

longest  job  she  held  was  that  of  a  packer  in  a  candy  factory.  She  held  this  job 
for  the  four  years  prior  to  her  marriage. 

Social  History:  Mrs.  S.  is  the  oldest  of  10  children  of  Italian- American 
parents.  Her  father  died  when  she  was  in  the  7th  grade  and  at  the  completion  of 
the  year  she  left  school  to  help  her  mother  care  for  the  large  family  of  brothers 
and  sisters,  all  of  whom  had  to  go  on  AFDC.  At  age  17  she  started  working  at 
numerous  unskilled  jobs  in  order  to  assist  her  mother  with  the  family  finances.  At 
age  21  she  got  her  last,  and  most  successful,  job  as  a  packer  in  a  candy  factory. 
She  kept  this  job  until  her  marriage  at  age  25*  Upon  marrying  she  and  her  husband 
moved  into  the  top  floor  apartment  of  the  3-floor  tenement  where  her  mother  and 
siblings  lived  on  the  2nd  floor.  She  continued  to  assist  her  mother  in  raising 
her  brothers  and  sisters  until  the  birth  of  her  first  child.  Her  husband  ,  a 
fisherman,  is  frequently  out  of  work  due  to  bad  weather;  problems  with  the  equip¬ 
ment  on  his  boat  and  etc.  Upon  her  referral  to  vocational  rehabilitation  she  had 
4  children  (a  son  age  23,  daughter  age  21,  daughter  age  16,  and  a  son  age  14 )• 

The  oldest  son  and  daughter,  both  engaged,  will  marry  soon.  The  two  youngest 
children  are  still  in  school.  Mrs.  S.  hasn't  worked  since  before  her  marriage, 
being  too  busy  raising  her  children.  Her  vision,  whch  was  just  below  the  thresh¬ 
old  of  legal  bliridness  at  the  time  of  her  marriage,  has  steadily  deteriorated  so 
that  she  has  had  only  light  perception  for  the  past  few  years.  She  never  learned 
cane  travel  and  always  relied  upon  her  husband,  mother,  children  or  siblings  to  act 
as  her  guide  outside  of  the  home.  She  has  no  hobbies  nor  interests  outside  of  her 
home  and  family.  Two  of  her  siblings  (younger  brother  and  sister)  are  legally 
blind  as  the  result  of  hereditary  retinitis  pigmentosa.  None  of  her  children  seem 
to  have  inherited  the  disease. 
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REFERRAL  TO  VOCATIONAL  REHABILITATION 


At  the  age  of  49  Mrs®  S.  was  self-referred  for  vocational  rehabilitation.  At 
the  initial  interview,  in  addition  to  the  above  background  information,  she  said 
that  her  husband  was  not  working  due  to  problems  with  the  boat.  The  family  was 
living  off  her  husband®  s  small  weekly  employment  security  check  plus  the  contribu- 
tions  of  the  two  oldest  children  who  are  employed  but  are  trying  to  save  money 
toward  their  imminent  marriages .  She  felt  that  her  children  are  now  grown  and 
that  she  could  now  go  out  to  work,  too.  She  has  had  no  training  in  the  basic 
adjustment  skills  of  blindness  and  is  totally  reliant  upon  relatives  to  guide  her 
in  travel  outside  the  home.  She  told  the  rehabilitation  counselor  that  she  was 
interested  in  the  Vending  Stand  Program  because  her  younger  brother  and  sister, 
both  legally  blind,  are  working  in  the  Vending  Stand  Program  and  she  feels  that  if 
they  can  do  the  work  she,  too,  can  do  it. 

The  rehabilitation  counselor  tried  to  interest  her  in  attending  Sto  Paul’s 
Rehabilitation  Center  for  a  16  week  course  in  adjustment  to  blindness  but  she  was 
violently  opposed  to  the  idea.  She  did  not  want  to  leave  her  two  youngest  children 
alone  for  16  weeks.  Also,  her  legally  blind  siblings  had  not  gone  to  St.  Paul’s 
and,  yet,  they  were  working  in  the  Vending  Stand  Program.  Thus,  she  would  not  think 
of  going  there.  The  fact  that  she  is  totally  blind  and  her  siblings  still  had 
much  vision  was  not  an  argument  that  would  sway  her  in  any  way.  The  rehabilitation 
counselor  did,  however,  succeed  in  convincing  her  to  take  mobility  lessons  in  order 
to  learn  independent  cane  travel  prior  to  his  referring  her  for  Vending  Stand 
Training.  Thus,  she  was  referred  for  mobility  instruction. 

It  took  about  a  year  of  mobility  lessons  at  2  lessons  each  week  before  Mrs.  S. 
was  considered  a  safe  traveler.  She  strongly  resisted  using  the  cane  as  a  means  of 
independent  travel.  Between  lessons  she  relied  upon  family  members  to  guide  her 
outside  of  the  home.  However,  she  gradually  learned  the  technique  and  managed  to 
develop  some  skill  with  the  cane.  When  she  finally  completed  the  course  she  was 
not  a  good  traveler  but  her  instructor  said  that  she  possessed  the  skill  to  move 
safely  in  business  areas  and  on  public  transportation.  The  instructor  recommended 
constant  practice  to  perfect  her  skills  but  she  continued  to  use  human  guides  at 
every  opportunity. 

Following  her  completion  of  mobility  instruction  Mrs.  S.  reminded  the  rehabil¬ 
itation  counselor  of  his  promise  to  refer  her  to  the  Vending  Stand  Program  when 
she  successfully  learned  cane  travel.  Thus,  she  was  referred  for  Vending  Stand 
training. 

REFERRAL  TO  THE  VENDING  STAND  PROGRAM 

The  referral  of  Mrs.  S.  to  the  Vending  Stand  Program  was  unlike  that  of  most 
referrals.  That  is,  the  rehabilitation  counselor  instead  of  merely  giving  the 
name,  address,  and  phone  number  of  his  client  to  the  Vending  Stand  Program  super¬ 
visor  asked  that-  a  case  conference  be  held  and  this  was  done.  At  the  case  confer^ 
ence  the  rehabilitation  counselor,  vending  stand  counselor,  rehabilitation  super- 
visor,  and  vending  stand  supervisor  discussed  Mrs.  S.’s  poor  work  history,  poor 
educational  background,  etc.,  but  agreed  to  try  Mrs.  S.  in  the  Program  because  of 
her  strong  motivation  for  vending  stand  work.  It  was,  also,  agreed  at  the  case 
conference  that  the  vending  stand  counselor  would  interview  Mrs.  S.  at  the  Agency’s 
office  prior  to  getting  her  started  on  a  vending  stand,  in  order  to  explain  the 
Program  in  more  detail  to  her  than  had  been  done  by  the  rehabilitation  counselor. 
Accordingly,  Mrs.  S.  was  notified,  a  week  in  advance,  that  she  had  been  referred 
for  Vending  Stand  Training  and  an  appointment  was  made  for  her  to  meet  with  the 
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vending  stand  counselor  in  the  Agency' s  office© 

Mrs©  S.  was  on  time  for  the  appointment  but  the  vending  stand  counselor  was 
bothered  by  the  fact  that  she  arrived  for  the  interview  guided  by  her  oldest  daughter© 
The  V.  S.  counselor  during  the  course  of  the  interview  asked  Mrs©  S»  if  she  could 
travel  independently  with  a  cane  and  she  proudly  reiterated  the  fact  that  she  had 
only  recently  finished  mobility  lessons  and  could  travel  independently©  When  the 
V.S.  counselor  asked  why  she  didn't  come  alone  for  the  interview  she  said  that  she 
was  afraid  that  she  might  be  late  for  the  interview  if  she  came  alone  and*  thus, 
to  make  sure  she  would  be  on  time,  her  daughter  came  with  her  as  her  guide©  Mrs©  S© 
was  neatly  dressed  and  groomed  for  the  interview  and  her  explanation  for  not 
arriving  on  her  own  was  plausable,  even  though  it  raised  a  "red-flag”  in  the  vending 
stand  counselor's  mind.  During  the  interview,  Mrs©  S©  was  a  continual  talker,  in 
broken  English  and  was  adamant  that  she  was  qualified  to  be  a  vending  stand  operator 
by  reason  of  the  fact  that  she  cooks  for  her  own  family  and  keeps  her  own  house© 

She  said  her  younger  brother  is  a  vending  stand  operator  and  her  younger  sister  is 
a  vending  stand  assistant  and  that  if  they  can  do  it  she  certainly  can,  too,  because 
she  practically  brought  them  up.  The  vending  stand  counselor  tried  to  point  out  to 
her  that  the  operation  of  a  small  business  is  much  more  involved  than  cooking  and 
keeping  house  and  that  a  blind  person  must  be  independent  and  be  able  to  operate  a 
business  to  be  successful©  The  counselor  pointed  out  to  her  that  a  knowledge  of 
braille  was  essential  for  a  blind  person  in  business  and  since  she  knew  no  braille 
she  would  have  to  rely  upon  sighted  relatives  to  keep  records  for  her  and,  thus, 
she  wouldn't  be  independent©  Mrs©  S©  dismissed  this  idea  saying  that  her  brother, 
who  is  blind,  operates  his  own  stand  and  does  not  know  braille©  The  counselor 
pointed  out  to  her  that  her  brother  sees  enough  to  read  and  write  large  print  and, 
thus,  is  able  to  keep  his  own  records,  etc.  Mrs©  S©  then  said  that  she  would  take 
braille  lessons  from  the  home  teacher  but  that  she  refused  to  wait  until  she  had 
learned  braille  before  going  into  Vending  Stand  Training. 

Following  the  interview  the  vending  staiid  counselor  completed  the  "Prospective 
Trainee  Evaluation  Form"  (See  Section  B).  In  making  out  the  form  the  V©S©  coun¬ 
selor  felt  that  Mrs©  S.  did  not  demonstrate,  in  the  interview,  the  minimum 
acceptable  level  of  "adjustment  to  blindness"  because  she  came  to  the  interview 
with  a  sighted  guide  and  knew  no  braille  even  though  she  was  totally  blind©  On 
the  other  hand,  he  felt  that  she  was  honest  enough  to  agree  to  take  lessons  in 
braille  and  her  explanation  of  why  she  came  with  a  sighted  guide  was  plausible© 

Thus,  he  scored  her  at  the  minimum  acceptable  level  for  "adjustment  to  blindness"© 

The  next  crucial  item  on  the  form  was  clear-cut  for  the  V©S©  counselor,  that  is, 
since  Mrs©  S©  had  no  ability  to  communicate  in  writing  or  in  braille,  he  had  no 
alternative  but  to  score  her  below  the  minimum  acceptable  level©  The  third 
crucial  item  on  the  form,  "ability  to  travel  independently" ,  was  resolved  by  giving 
her  the  minimum  acceptable  level  due  to  the  fact  that  her  travel  instructor 
certified  that  she  had  the  ability  to  travel  independently© 

Following  the  interview  the  V.S©  counselor  met  again  with  the  rehab  counselor© 

He  pointed  out  that  Mrs©  S.  was  a  marginal  candidate  for  vending  stand  training 
at  this  time  because,  while  she  knows  cane  travel,  she  rationalizes  the  use  of  a 
sighted  guide  in  preference  to  the  cane  and  this,  most  importantly,  could  be  a 
symptom  of  poor  adjustment©  Secondly,  she  has  no  braille  skills  and  this  was, 
perhaps,  another  indication  of  poor  adjustment,  or  at  the  very  least,  an  indication 
of  a  poor  ability  to  be  independent— a  quality  that  isaa  must  for  anyone  desiring 
to  operate  a  small  business.  The  rehab©  counselor  agreed  that  Mrs.  S©  needed  a  lot 
of  ADL  training  to  function  as  a  blind  person  out  in  the  business  world  but  that 
her  intense  desire  to  be  in  the  Vending  Stand  Program  might  carry  her  through  to 
recognizing  this  and,  thus,  she  could  acquire  these  skills  as  she  progressed©  The 
rehab,  counselor  prevailed  upon  the  vending  stand  counselor  to  give  Mrs©  S©  a 
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chance  so  that  he  could  capitalize  on  her  strong  motivation* 

The  V«S.  counselor  then  arranged  for  Mrs.  S.  to  enter  into  the  usual  3=week 
period  of  diagnostic  evaluation  for  vending  stand  training.  Her  OJT  site  was  in 
the  Employee  Cafeteria  of  a  Federal  Office  Building  in  Boston.  Mrs.  S.  was  given 
directions  of  how  to  get  there  via  public  transportation  and  the  V. S.  counselor 
cautioned  her  that  independent  travel  to  and  from  the  stand  each  day  was  part;  of 
the  evaluation. 

On  the  morning  of  the  first  day  the  V.S.  counselor  met  Mrs.  S.  at  the  entrance 
to  the  stand  and  ascertained  that  she  walked  up  the  street  from  the  rapid  transit 
station  using  her  cane.  He  introduced  her  to  the  stand  operator,  a  totally  blind 
man,  of  exceptional  vending  stand  ability,  and  experience  in  helping  trainees. 

The  V.S.  counselor  then  laid  out  the  schedule  of  training  to  be  conducted  to  both 
the  stand  operator  and  Mrs.  S.  The  schedule  was  as  follows: 

First  Week:  Stand  operator  to  orient  Mrs.  S.  to  the  procedures 
of  opening  the  stand  each  morning  and  closing  the  stand  at 
the  end  of  each  day.  Orient  her  to  the  stand*  s  merchandise 
(i. e. ,  where  it  is  located  and  the  selling  prices).  Show 
her  how  to  wait  on  customers  (Mrs.  S.  merely  watches  and 
listens).  Orient  her  to  the  cleaning  schedules  (i.e. ,  Mrs.  S. 
to  help  the  operator  under  his  close  direction  and  assistance 
to  do  the  constant  cleaning,  daily  cleaning,  and  weekly 
cleaning). 

Second  Week:  Mrs.  S.  is  to  help  in  the  opening  and  closing 
procedures.  She  is  to  memorize  the  location  of  the  mer¬ 
chandise  and  the  selling  prices.  She  is  to  help  the  operator 
wait  upon  some  customers  during  slack  periods.  She  is  to 
take  over  the  responsibility  for  both  the  constant  and  the 
daily  cleaning  schedules,  and  the  operator  is  to  Orient 
her  to  simple  principals  of  merchandising,  salesmanship, 
and  customer  relations. 

Third  Week:  Same  as  2nd  week  and  in  addition  she  is  to  learn 
how  to  identidy  coins  and  make  change,  wait  upon  some 
customers  alone,  and  to  practice  whatever  things  she  is 
slow  in  learning. 

At  the  end  of  the  2nd  week  the  V.S.  counselor  visited  the  stand  to  do  his 
first  formal  evaluation  of  Mrs.  S.  by  interviewing  the  stand  operator  and  filling 
out  the  first  ’’Stand  Operator’s  Report  on  Provisional  Trainee”  (See  Section  B). 

After  interviewing  the  stand  operator  and  getting  such  a  terrible  report  the 
V.S.  counselor  asked  Mr.  F.  why  he  hadn’t  contacted  the  V.S.  counselor  about  Mrs.S. 
long  before  he  was  due  on  the  10th  day  of  evaluation.  Mr.  F.  said  that  he  had 
never  failed  with  a  trainee  before  (he’s  quite  proud  of  that  fact)  and  he  wanted 
to  give  it  a  full  10  day  try.  Now,  however,  he’s  convinced  that  she  will  NEVER 
be  a  stand  operator,  as  instead  of  making  progress  she  slides  backward  each  day. 

Mr.  F.  told  the  V.S.  counselor  that  he  must  terminate  Mrs.  S.  right  away  before 
the  stand  loses  all  its  customers  and  before  he  loses  his  mind.  Mr.  F.  said 
that  she  is  a  domineering  woman  who  refuses  to  listen  and  does  just  about  what 
she  pleases.  She  grumbles  that  it's  silly  for  her  to  waste  time  being  evaluated 
when  she  knows  how  to  operate  a  stand  in  the  first  place. 
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The  V.S.  counselor  then  sat  down  with  Mrs.  S.  to  discuss  her  first  two  weeks. 
He  first  asked  her  how  she  thought  she  was  doing.  Her  answer  was  that  she  was 
doing  fine  and  "How  long  would  it  be  before  sbe  got  her  own  stand  to  operate?" 

The  counselor  tried  to  go  over  30  items  (out  of  4.0)  (See  Section  B)  in  which  she 
had  done  poorly  but  Mrs.  S.  dismissed  these  things  out-of-hand  saying  that  vending 
stand  work  was  no  more  difficult  than  housework  which  she  had  done  all  her  life. 

She  domineered  the  interview  and  refused  to  discuss  the  30  items  point  by  point .She 
made  light  of  the  accident  with  the  meat  slicer  by  saying  that  it  was  only  a  small 
cut  that  could  happen  to  anyone.  The  fact  that  a  customer  got  a  bloody  sandwich 
made  no  impression  on  her  at  all.  Her  answer  to  the  question  of  why  she  didn’t 
travel  back  and  forth  to  the  stand  alone  was  "It's  easier  to  have  my  daughter 
bring  me."  The  V.S.  counselor  then  told  her  that  he  had  no  choice  but  to 
terminate  her  evaluation  because  she  was  doing  just  too  poorly  to  be  acceptable 
for  vending  stand  training.  He  promised  to  notify  her  rehabilitation  counselor 
and  urged  her  to  cooperate  with  her  rehab,  counselor  in  getting  a  course,  or 
courses,  on  ADL  and  other  skills  needed  by  blind  persons.  At  this  revelation 
Mrs.  S.  became  both  tearful  and  vituperative.  She  accused  the  counselor  of 
wasting  people* s  time  with  something  called  training  (she  refuses  to  identify  it 
as  evaluation  for  training)  when  those  people  (meaning  herself)  are  capable  of 
operating  a  stand  anyway.  The  V.S.  counselor  pointed  out  that  vending  stand 
training  was  not  being  denied  to  her  forever.  He  told  her  that  if  she  really 
wanted  it  sheuwould  first  qualify  herself  to  take  the  training  by  cooperating 
with  her  rehabilitation  counselor  and  first  learn  how  to  function  as  a  blind 
person  by  going  to  St.  Paul* s  and  learning  the  skills  that  the  blind  must  have  in 
order  to  compete  in  the  sighted  world. 

Upon  the  V.S.  counselor’s  return  to  the  office  he  completed  the  "Provisional 
Trainee  Final  Evaluation  Form"  (See  Section  B)  and  notified  his  supervisor  that 
he  had  to  terminate  Mrs.  S.  prior  to  the  full  three  weeks  of  evaluation  in  order 
to  protect  both  the  stand  operator  and  the  business  at  the  location.  The  vending 
stand  supervisor  approved  the  termination  and  told  the  counselor  to  hold  a  case 
conference  with  the  rehabilitation  counselor.  This  was  subsequently  done  and  the 
reasons  for  terminating  the  evaluation  explained  in  detail. 

Mrs.  S.  referred  back  to  vocational  rehabilitation  counselor.  Terminated  from 
Diagnostic  Evaluation  in  the  Vending  Stand  Program. 

For  the  next  several  months,  in  counseling  sessions  with  rehab  counselor, 

Mrs.  S.  was  bitter  and  full  of  hostility  at  being  rejected  by  the  Vending  Stand 
Program.  She  said  that  she  "worked  like  a  dog"  and  should  have  been  permitted  to 
complete  the  training  and  become  a  vending  stand  operator.  She  felt  that  the  only 
reason  for  her  termination  was  that  the  stand  operator  did  not  like  her.  During 
these  counseling  sessions  the  rehab,  counselor  was  able  to  convince  her  that  her 
lack  of  mobility  was  one  of  the  reasons  that  she  failed  in  the  vending  stand  eval¬ 
uation.  Thus,  he  arranged  for  additional  mobility  lessons  for  her.  Following 
more  counseling  the  rehab,  counselor  was  able  to  convince  her  that  it  had  been 
many  years  since  she  had  worked  in  competitive  employment  and  even  then  she  worked 
when  she  had  some  vision.  Thus,  Mrs.  S.  agreed  to  a  10  week  period  of  Work  Evalua¬ 
tion  at  the  New  England  Rehabilitation  Work  Center  in  Boston.  She  was  to  travel 
independently  from  home  to  the  Center  each  day. 

REFERRAL  FOR  WORK  EVALUATION  (New  England  Work  Opportunity  Center) 

See  Section  B  (Client  Progress  Reports) 


-  65  - 


During  her  first  10  weeks  at  the  Work  Evaluation  Center  the  rehab  counselor 
talked  with  the  Center0 s  counselor  who  characterized  Mrs®  S®  as  "a  controlling,, 
domineering,  and  manipulating  woman  who  men— especially  those  in  supervisory 
roles— would  find  difficult  to  tolerate® 

Following  completion  of  U+  weeks  of  work  evaluation  Mrs®  So  was  referred  back 
to  her  rehab  counselor®  She  had  been  exposed  to  several  work  stations  in  the 
Center's  industrial  area  and  even  though  she  achieved  a  good  rating  tagging 
sweaters  she  made  up  her  mind  that  she  wanted  training  in  the  Center’s  cafeferiao 
She  now  told  her  rehab  counselor  that  she  disliked  assembly  jobs  and  wanted  to  work 
as  a  vending  stand  operator®  After  several  counseling  sessions  the  rehab®  counselor 
was  able  to  get  Mrs®  S®  to  take  a  psychological  test  (see  Section  B  -  Psychological 
Evaluation)® 


SECOND  REFERRAL  TO  THE  VENDING  STAND  PROGRAM 

Following  receipt  of  the  Psychological  Evaluation  the  rehab®  counselor  again 
referred  Mrs®  S®  for  Vending  Stand  Evaluation  and  Training®  When  the  referral  was 
received  the  Vending  Stand  Supervisor  arranged  for  a  case  conference  in  which  the 
Rehab  Supervisor,  Rehab  Counselor,  Vending  Stand  Supervisor  and  Vending  Stand 
Counselor  were  present®  The  rehab®  counselor  maintained  that  Mrs®  S®  had  grown 
considerably  since  her  failure  in  V®S®  Diagnostic  Evaluation  several  months  earlier® 
He  maintained  that  she  did  well  in  the  cafeteria  at  the  Work  Evaluation  Center,  now 
was  independently  mobile  and  the  Psychological  Evaluation  indicated  that  vending 
stand  work  could  be  her  vocational  objective®  Further,  Mrs®  S®  was  clamoring  to  go 
back  to  the  Stand  Program®  The  vending  stand  counselor  pointed  out  that  the 
teria  work  she  did  at  the  Work  Evaluation  Center  was  in  a  sheltered  environment  and, 
thus,  was  not  of  the  same  caliber  necessary  on  a  vending  stand  which  must  remain 
competitive  in  the  Food  Service  Industry®  He  also  pointed  out  that  the  Psycholo= 
gical  Evaluation  indicated  that  vending  stand  operation  may  be  ill  advised  for 
Mrs®  So  especially  at  first® 

Since  Mrs®  S®  still  had  a  consuming  desire  for  the  V®S®  Program  and  since  it 
appeared  that  she  had  made  considerable  progress  since  her  first  failure  in  the 
Program,  both  the  Rehab  Supervisor  and  the  V®S®  Supervisor  agreed  that  she  should 
be  given  another  try®  The  V®S®  Supervisor  determined,  and  all  agreed,  that  Mrs®  S® 
must  be  told  by  the  rehab®  counselor  that  she  was  going  to  be  given  training  as  a 
vending  stand  assistant  only®  Then  if  she  succeeded  and  worked  successfully  for  a 
period  of  a  year  or  more  as  an  assistant  she  could,  if  she  wished,  be  further 
trained  to  be  a  stand  operator®  The  rehab®  counselor  agreed  to  do  this  and  he 
subsequently  did  so  in  a  counseling  session  with  Mrs®  S® 

The  Vending  Stand  Supervisor  referred  Mrs®  S®  to  another  V®S®  Counselor  (in 
order  to  give  her  a  completely  new  opportunity)  and  required  that  a  different  QJT 
site  be  selected  for  her®  Additionally,  the  V®S®  Supervisor  authorized  that  Mrs®  S® 
be  put  into  an  8  week  course  of  instruction  (double  the  normal  assistant’s  course) 
in  order  that  she  be  given  every  opportunity  to  settle  down  and  learn  the 
necessary  skills®  Accordingly  Mrs®  S®  was  set  up  to  take  the  special  training  in 
an  employee  cafeteria  in  a  Boston  suburb  which  she  could  reach  via  public  transport 
tation  from  her  home® 

After  eight  disasterous  weeks  Mrs®  S®  was  again  terminated  from  Vending  St, and 
Training  and  referred  back  to  her  rehab®  counselor®  (See  Section  B  for  Vending 
Stand  Counselor’s  Report)® 
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CASE  I  —  SECTION  B 


PSYCHOLOGICAL  EVALUATION 


Name;  Mrs.  S. 

Age;  49 


Education;  7th  grade 
Occupation;  Housewife 


Mrs.  S.  was  accompanied  to  the  diagnostic  session  by  her  daughter.  She 
did  not  request  assistance  in  coming  into  the  office  although  as  will  be 
brought  out  later,  she  has  much  more  accepted  the  limitations  that  her  visual 
handicap  have  imposed  upon  her  than  she  was  able  to  do  a  year  ago.  She  coopera- 
ted  with  all  of  the  diagnostic  procedures  and  spoke  relatively  undefensively 
about  herself  and  her  family  situation.  She  is  the  mother  of  four  children, 
two  of  whom  are  out  of  the  home.  Her  youngest  two,  Nancy  17  and  Salvadore  14, 
are  currently  in  school  although  Nancy  will  be  graduating  from  high  school.  It 
is  this  fact  of  her  family  beginning  to  grow  and  leave  her  that  prompts  her  to 
receive  vocational  rehabilitation  since  she  recognizes  that  she  will  no  longer 
be  needed  in  the  home  to  the  extent  that  she  was  when  the  children  were  younger. 

She  and  her  husband  have  had  an  argument  which  has  resulted  in  his  leaving 
the  home  for  the  last  few  months.  She  seemed  very  non-commital  about  this 
relationship  and  has  made  no  effort  to  find  out'  where  he  is  although  she  suspects 
that  he  lives  with  his  mother.  There  has  been  considerable  marital  discord 
between  the  two  with  Mr.  S.  frequently  going  to  the  house  of  his  mother  at 
times  of  stress  with  his  wife. 

She  indicated  that  her  father  drowned  leaving  her  mother  with  ten  children. 
As  the  oldest  she  took  over  the  responsibility  of  helping  mother  at  home 
rearing  children;  a  role  which  she  continued  in  her  adult  life  and  she  has 
renounced  all  needs  outside  of  the  family  other  than  to  care  for  her  children. 

She  indicated  that  a  year  ago  she  recognized  her  sight  as  becoming  increasingly 
impaired  but  found  it  very  difficult  to  admit  to  herself  that  she  needed 
vocational  rehabilitation.  It  is  only  within  the  last  year  following  an  eye 
examination  that  her  physician  frankly  told  her  the  seriousness  of  her  eye  condi¬ 
tion  that  she  decided  that  she  had  to  face  facts  and  seek  some  kind  of  vocational 
retraining. 

TEST  RESULTS; 

On  the  Wechsler  Adult  Intelligence  Scale,  Mrs.  S.  achieved  the  following 
scores; 


Psychological  Evaluation 
Information 
C  omprehension 
Arithmetic 
Similarities 


Verbal  IQ 


Digit  Span 
Vocabulary 


2 

7 

7 

7 

5 

7 

6 

70 
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This  result  suggests  that  her  IQ  is  very  much  in  the  borderline  range  of 
ability.  It  is  difficult  to  estimate  her  true  level  of  intelligence  given  her 
age  (where  intellectual  deterioration  does  begin)  and  lack  of  formal  education. 
However,  her  inability  to  think  abstractly  is  so  marked  that  it  must  represent 
some  real  deficit  in  intellectual  ability.  It  is  interesting  to  note  however 
that  some  of  her  scores  could  not  be  given  full  credit  according  to  the  standard¬ 
ized  although  it  indicates  that  she  had  a  sense  of  what  was  right  even  though  she 
could  not  get  the  exact  credit.  It  is  also  interesting  that  on  arithmetic  her 
answers  were  unusual  in  that  she  figured  them  out  by  some  native  system  of  arith¬ 
metic  all  of  her  own.  She  calculated  the  figures  out  loud  and  one  had  the  feeling 
that  she  had  much  practical  experience  in  dealing  with  money  even  if  she  could 
not  handle  the  arithmetic  calculations  accurately.  For  example,  on  one  question 
she  arrived  at  the  right  answer  which  appeared  to  be  done  not  by  any  knowledge 
of  fractions  but  more  by  just  an  intuitive  feel  for  how  to  deal  with  the  question. 
The  very  strong  feeling  from  the  intellectual  evaluation  is  that  she  is  probably 
somewhat  above  the  borderline  range  of  intelligence  and  perhaps  might  even  be 
low  average.  Her  ability  to  deal  with  words  and  verbal  symbols  is  however  quite 
poor  leading  to  a  marked  inability  to  think  abstractly.  The  strong  impression 
gained  was  that  she  has  managed  in  a  world  making  demands  for  higher  intelligence 
than  she  has  by  a  certain  amount  of  native  shrewdness  and  that  functioningly  she 
was  probably  somewhat  higher  than  tested  by  the  Wechsler. 

On  the  Minnesota  Rate  of  Manipulation  Test,  she  scored  at  the  85th  and  10th 
percentile  on  the  two  subtests.  The  last  subtest  score  would  have  been  higher 
but  for  considerable  anxiety  which  she  experienced.  Thus  it  is  possible  that  she 
may  have  some  manipulative  skills  which  could  be  put  to  vocational  use. 

On  the  California  Occupational  Interest  Inventory  she  scored  in  the 
following  percentile  ranks: 


78th  percentile 
40th  percentile 
42nd  percentile 
80th  percentile 
33^d  percentile 
70th  percentile 


Personal  Social 
Natural 


Mechanical 

Business 


Arithmetic 

Scientific 


She  scored  within  the  average  range  on  three  types  of  interest-verbal 9  man¬ 
ipulative  and  computational.  On  level  of  interests  she  scored  at  the  99th  per¬ 
centile  c 

These  results  suggest  that  she  has  most  interest  in  occupations  involving 
meeting  and  dealing  with  other  people  as  well  as  in  occupations  involving  atten¬ 
tion  to  detail  and  may  enjoy  opportunities  to  sell  or  influence  of  people  in  the 
purchase  of  things  that  they  would  like.  Her  high  interest  in  the  scientific 
occupations  is  interesting  and  suggests  more  curiosity  of  knowing  what  is  going 
on  around  her  rather  than  that  she  would  be  very  interested  in  occupations  like 
medicine  or  physics  or  chemistry.  She  does  have  a  curiosity  in  knowing  what  is 
going  on  around  her.  Her  lack  of  strong  interest  in  the  three  different  types  of 
occupations  suggest  that  she  would  be  equally  at  ease  if  she  was  dealing  primarily 
with  numbers  or  primarily  with  words  or  primarily  with  working  with  her  hands. 

Her  very  high  level  of  interest  score  at  the  99th  percentile  shows  that  she  has 
a  strong  need  for  vocational  success  and  prides  herself  on  being  able  to  be  a 
manager  and  taking  on  occupations  of  more  than  ordinary  responsibility.  In 
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conjunction  with  her  very  low  intelligence  socre,  this  suggests  unrealistic 
thinking  on  her  part  and  may  in  fact  represent  her  need  to  see  herself  as  being 
useful  and  wanted  if  she  takes  on  responsibility. 


SUMMARY; 

This  49  year  old  woman  has  only  recently  come  to  terms  with  the  limitations 
which  her  visual  handicap  impose  upon  her.  She  is  seeking  vocational  training 
at  the  Division  and  verbalized  the  request  to  work  as  a  manager  of  a  vending 
stand.  However  her  very  low  level  of  functioning  probably  within  the  border¬ 
line  range  suggests  that  she  would  have  a  great  deal  of  difficulty  in  a  job  in¬ 
volving  abstract  thinking  or  independent  judgment.  However  one  must  take  into 
account  her  lack  of  formal  education  and  her  lifelong  involvement  in  family 
matters,  not  only  her  own  following  the  death  of  her  father  but  with  the  rearing 
of  her  own  children.  She  appeared  to  have  a  native  shrewdness  and  an  ability  to 
deal  with  the  external  reality  at  a  far  higher  level  than  the  test  actually 
would  suggest.  She  does  show  a  very  strong  interest  in  helping  other  people  and 
may  in  the  context  of  a  business  relationship  be  quite  effective  as  a  vending 
stand  assistant.  Certainly  a  period  of  evaluation  would  be  necessary  at  an 
assistants  level  or  helpers  level  before  she  should  be  given  responsibilities  of 
operating  a  stand.  It  may  well  be  that  she  does  have  enough  practical  judgment 
to  handle  the  responsibilities  of  a  manager’s  position  but  giving  her  this 
level  of  responsibility  at  outset  would  be  ill  advised.  She  does  appear  to  be 
strongly  motivated  for  gainful  employment  and  the  fact  that  she  recognizes  that 
her  children  are  growing  up  and  leaving  her  only  solidifies  her  need  to  be  self 
sufficient  and  independent.  She  probably  will  be  a  very  good  rehabilitation  can¬ 
didate  but  should  be  evaluated  in  terms  of  how  she  is  doing  at  a  later  date 
after  she  has  had  the  experience  of  working  outside  of  her  home.  She  may  need 
some  counseling  in  terms  of  how  to  handle  herself  physically  in  a  strange  setting 
since  she  seemed  quite  awkward  and  clumsy  as  she  tried  to  move  around  the  office 
during  the  evaluation*  She  states  that  she  knows  her  way  around  her  own  home  but 
I  wonder  to  what  extept  she  can  handle  a  strange  situation  outside  of  her  home  in 
terms  of  mobility. 


r 
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CASE  I  -  SECTION  B 


PROSPECTIVE  TRAINEE  EVALUATION  FORM 


_ Mrs,  S, _ 

Applicant 

Training  Areas 

1 .  Personal  Attitudes  and  Charac¬ 
teristics  : 

a.  Adjustment  to  blindness 

b.  Flexibility 

c.  Motivation  and  Willingness 
to  work'-- 

d.  General  character  and 
honesty 

e.  Acceptance  of  supervision 

f.  Self-confidence 

g.  Attitude  regarding  the 
vending  stand  program 

h.  Personal  appearance  and 
habits 

2 ,  Intelligence  and  Intellectual 

Skills: 


a.  Common  sense  and  good 
judgment 

b.  Ability  to  make  decisions 

c.  Ability  to  communicate  in 
Braille  or  in  writing*- 

d .  Memory 

e.  Ability  to  understand 
instructions 

f.  Ability  to  do  simple 
arithmetic-''' 

g.  Mechanical  aptitudes 


Date 

Minimum 


Acceptable  Level 

of  Cai 

oabilitv 

Level 

Poor 

F  air 

Good 

excellent 

F  air 

' 

; 

F  air 

V/ 

Fair 

X 

F  air 

\/ 

) 

F  air 

vX 

F  air 

vX 

Poor 

v/ 

F  air 

- 

sX 

F  air 

X 

F  air 

F  air 

\X 

Good 

\X 

Fair 

vX 

Good 

vX 

Poor 

v/ 
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SECTION  B 


Minimum 

Acceptable 


SECTION  B 


Training  Areas 

7 •  Requirements  for  Placement  on 

a  Specific  Location-*-* 

a.  Ability  to  meet  geographi¬ 
cal  considerations 

b.  Consistency  of  client  with 
location  requirements 

c.  Consistency  of  location  with 
client  desires 


Minimum 
Accept able 

Level  Poor  Fair  Good  Excellent 


-*N ot e :  These  items  are  of  paramount  importance  for  work  in  a 

vending  stand.  Failure  to  attain  the  minimum  acceptable 
level  in  one  or  more  of  these  areas  is  cause  of  rejection. 

-x--x-n ot e :  This  section  will  be  used  in  those  rare  instances  when  a 
location  can  be  obtained  for  a  specific  client. 
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CASE  I  -  SECTION  B 


STAND  MANAGER »S  REPORTS  ON  PROVISIONAL  TRAINEE 


Mrs,  S0  _  _ Mr ,  F  _ 

Trainee’s  Name  Stand  Manager’s  Name 

Notes  Give  a  Yes  or  No  answer  to  each  question.  Unknown  may  be  used 
on  the  1st  report  but  not  on  the  2nd.  Make  any  comments  on 
the  last  page  but  cross  reference  each  comment  to  the  particular 
question.  Question  number  17  requires  a  comment  on  each  report. 


Training  Items 

1st 

Report 

2nd 

Report 

1 „  Trainee  at  work  each  day?  Arrive  on  his  own? 

No* 

2c  Trainee  arrive  on  time  each  day?  Stay  all  dav? 

Yes 

3.  Trainee  dressed  appropriately  each  day?  Attire 
neat  anc  clean? 

No* 

4.  Trainee  arrive  clean  and  properly  groomed  each  d 
(bath,,  deodorant,  short  nails,  hair,  shave, 
moderate  makeup  and  iewelry,  etc.? 

ay  No* 

5c  Does  trainee  keep  his  attire  and  self  reasonably 
clean  all  dav  Ions? 

Yes 

6.  Does  trainee  meet  people  easily? 

No* 

7o  Does  trainee  accept  directions  and  supervision? 

No* 

8.  Is  trainee  too  "thin-skinned”?  Does  he  accept 
criticism? 

No* 

9«  Does  trainee  have  a  "chip-on-shoulder" 
attitude? 

No 

10 o  Does  trainee  use  blindness  as  an  "excuse"  in  any 
wav? 

No 

lie  Is  trainee  pleasant  to  be  with? 

No* 

12 o  Is  trainee  attentive  and  "willing-to-try" ? 

No* 

13 o  Does  trainee  have  confidence  in  his  own  ability? 

Yes 

14 o  Does  trainee  have  habits  that  are  distasteful 
to  customers? 

No 

15 «  Does  trainee  have  mannerisms  that  are 
distasteful  to  customers? 

Yes* 

16 .  Does  trainee  have  physical  conditions  that  are 
distasteful  to  customers  (coughs,  bad  breath, 
etc.)? 

Yes* 

17 .  Does  trainee  have  an  opinion  of  the  vending 
stand  program?  What? 

Yes* 
See  i 

fote 

18 o  Does  trainee  show  good  judgment  and  "common 
sense" ? 

No* 

19 •  Can  trainee  make  decisions,  even  if  some  are 
wrong? 

Yes 

20.  Does  trainee  read  and  write  well? 

No* 

21.  Does  trainee  understand  instructions  and 
directions? 

No* 
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Training  Items 

1st 

Report 

2nd 

22*  Does  trainee  understand  how  stand  equipment 
functions? 

No* 

23 o  Can  trainee  stay  on  his  feet  for  the  long 
hours  that  are  necessarv? 

Yes 

24 o  Has  trainee  been  ill  or  not  ”f eeling-well”? 
Whv? 

No 

23 o  Can  trainee  hear  all  right? 

Yes 

26*  Can  trainee  orient  himself  in  space  easilv? 

No* 

27 «  Does  noise  and/or  the  rush  of  business  undulj 

confuse  trainee? 

Yes* 

28*  Does  trainee  lose  his  balance  easilv? 

No 

29*  Is  trainee  too  nervous,  tense,  or  iumpv? 

No 

]0»  Does  trainee  get  discouraged  too  easilv? 

No 

31 o  Does  trainee  still  want  to  learn  vending 
stand  work?  If  no,  whv? 

Yes 

32*  Is  trainee  really  interested  in  vending 
stand  work?  Or  is  he  merely  "trying" 
vending  stand  work? 

*See 

Note 

33 o  Does  trainee  know  the  purpose  of  the  vending 
stand  program? 

No* 

34®  Does  trainee  know  the  organization  and 
policies  of  the  vending  stand  program? 

Not 

Yet 

35 o  Does  trainee  know  the  stand  opening  and 
closing  procedures? 

No* 

36*  Does  trainee  know  the  merchandise,  locations 
and  prices? 

No* 

37  *  Does  trainee  know  and  practice  the  principals 
of  good  customer  relations? 

No* 

1bB§ 

38*  Does  trainee  know  simple  merchandising 
principals? 

No* 

39 0  Does  trainee  know  and  practice  the  principals 
of  good  salesmanship? 

> 

No* 

40*  Does  trainee  know  what  is  scheduled  for 
Constant  Cleaning? 

Yes 

41*  Does  trainee  know  wnat  is  scheduled  tor 

Dailv  Cleaning? 

szj 

0 

O/ 

"l" 

42*  Does  trainee  know  how  to  clean  equipment 

protasc-lv? 

No* 

43*  Hid  trainee  take  responsibility  for  both 
Constant  Cleaning  and  Daily  Cleaning?  Did 
he  do  it  properlv? 

No* 

44  e  Can  trainee  identify  coins  and  make  change 
properlv? 

No* 

45 0  Is  trainee  honest? 

Yes 

46*  Is  trainee  the  type  person  for  the  vending 
stand  program? 

No* 

*See  reverse  side  for  itemized  comments. 


COMMENTS  —  — •  1st  Report 

Trainee  does  not  travel  back  and  forth  to  the  stand  alone.  She 
continually  forgets  instructions  or  makes  variations  of  them  and  does_ 

as  she  pleases*  She. does. not  seem  to  understand  directions*  On  the  7th 
ay  she  cut. herself  (hand)  on  the  meat  slicer  (she  wasn’t  supposed  to 
be  using  it)  and,  then*  hid  the  fact  from  the .  stand  ^operator  *  .The.  stand 
operator  discovered  it  when  a  customer  complained  of  his  sandwich  bread 
covered  with  blood* 

COMMENTS  2nd  Report 
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Question 

No. 


First  Report  Comments 


1.  -  Mrs.  S„  has  her  daughter  guide  her  to  and  from  the  stand  each 

day. 

2.  -  Mrs.  S.  refuses  to  wear  a  hairnet  (a  legal  requirement). 

4»  -  Mrs.  S.  has  trouble  with  body  odor. 

6.  -  She  gets  excitable  and  talks  in  broken  English  and  engages  in 

much  shouting  and  hand  waving. 

7 .  -  She  only  half  listens  to  instructions  and  then  does  what  she 

pi  eases . 

11.  -  She  is  overbearing  and  a  "know-it-all". 

12.  -  She  does  not  pay  attention  to  instruct ions ;  a  "know-it-all". 

13.  -  Over  confident. 

15.  -  She  gets  excitable  and  then  talks  with  her  hands  and  shouts  in 

broken  English. 

16.  -  Body  odor. 

17 .  -  She  feels  it  * s  just  like  housework  and  thinks  it  a  waste  of  time 

having  to  be  trained. 

18.  -  She  does  not  listen  to  instructions,  does  as  she  Pi  eases, 

belittles  the  fact  that  she  must  be*  trained  when  "she  can  do 
everything  now." 

20.  -  Can't  read  or  write. 

21.  -  Ignores  instructions  and  directions. 

22.  -  Cut  herself  with  the  electric  slicer.  She  wasn't  supposed  to 

handle  dangerous  equipment  in  the  3  week  evaluation  period.  She 
was  warned  never  to  use  it .  She  did  it  anyway  and  then  hid  her 
injury  from  the  stand  operator. 

26.  -  She  continually  bumps  into  the  operator  and  all  the  counters 
and  equipment.  She's  like  a  "bull-in-a-china-shop" . 

28.  -  She  gets  excitable  when  the  stand  gets  busy.  So  much  so,  to  the 
detriment  of  the  business  that  the  stand  operator  has  banned 
her  from  the  counter  during  busy  periods. 

32.  -  She  feels  that  running  a  stand  is  simple--just  like  housework. 

33*  ~  She  is  devoid  of  what  it's  all  about. 

35*  “  She  refuses  to  follow  organized  procedure.  After  2  weeks  the 
operator  (totally  blind)  can't  find  anything. 

36.  -  She  refuses  to  memorize. 

37 5  385  39o  -  See  all  above. 

41*  -  All  she  wants  to  do  is  go  around  with  a  rag  during  the  Constant 
Cleaning  (does  a  poor  job).  Refuses  to  do  heavy  daily  cleaning 
at  closing  time. 

44®  -  She  can't  add  and  subtract  fast  enough  to  make  change. 

46.  -  STAND  OPERATOR  WILL  QUIT  IF  SHE  IS  NOT  REMOVED  IMMEDIATELY. 
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CASE  I  -  SECTION  B 


PROVISIONAL  TRAINEE  FINAL  EVALUATION  FORM 


Mrs,  So  _____ _ _____ 

APPLICANT  DATE 

Minimum 

Ac c ept ab 1 e  Level  of  Caoabilit 


Training  Areas  Level  Poor  Fair  Good  Excellent 


Demonstration  of  Personal 
Attitudes  and  Characteristics s 

a.  Adjustment  to  blindness-* 

Good 

V* 

b.  Flexibility 

Good 

V* 

c.  Motivation  and  willingness 
to  work-* 

Good 

X 

d *  General  character  and 
honesty 

Good 

X 

e.  Acceptance  of  supervision 

Good 

xX 

f0  Self ^confidence 

Good 

V/ 

go  Attitude  regarding  the 
vending  stand  program 

F  air 

X 

h.  Personal  appearance  and 
habits 

Good 

X 

Demonstration  of  Intelligence 
and  Intellectual  Skills s 

a.  Common  sense  and  good 
judgment 

b.  Ability  to  make  decisions 

Good 

\/ 

Good 

V* 

Co  Ability  to  communicate  in 
Braille  or  writing* 

Good 

v7 

d  o  Memory 

Good 

\/ 

e0  Ability  to  understand 
instruct ions 

Good 

X 

fo  Ability  to  do  simple 
arithmetic* 

Good 

X 

go  Mechanical  aptitudes 

Good 

V* 
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SECTION  B 


Training  Areas 

Demonstration  of  Physical 

Capabilities : 

a.  General  health*- 

b.  Finger,  hand  and  arm 
coordination 

c.  Absence  of  cosmetic  defects 

d.  Non-visual  sense  cues 


Requirements  of  Daily  Living: 

a.  Demonstration  of  ability 
to  travel  independently*- 

b.  Demonstration  of  ability  to 
dress,  cleanse  and  groom 
self*- 


Demonstration  of  Interests: 

a.  Desire  to  be  a  vending 
stand  operator 

b«  Consistency  of  general 
interests  with  vending 
stand  work 


Demonstration  of  Job  Skills 

and  Knowledge: 

a.  Knowledge  of  history  and 
purpose  of  vending  stand 
program 

b.  Knowledge  of  program 
.  routines 

c.  Knowledge  of  program 
policies 

d.  Ability  to  handle  the 
details  of  daily  operations 

e.  Knowledge  of  sanitation 

f.  Knowledge  of  financial 
controls 

g#  Knowledge  of  inventory 
control 

h.  Knowledge  of  merchandising 

i#  Knowledge  of  salesmanship 

3 .  Knowledge  of  customer 
relations 


Minimum 

Acceptable  Level  of  Capability 
Level  Poor  Fair  Good  Excellent 


Good 

v/ 

Good 

v/ 

Good 

Good 

v/ 

Good 

V" 

Good 

v/ 

Good 

Good 

v/ 

Fair 

v/ 

Fair 

v/ 

Fair 

V/ 

Fair 

v/ 

Fair 

V/ 

Poor 

v/ 

Poor 

Fair 

Fair 

v/ 

Fair 

v/ 
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SECTION  B 


Training  Areas 

7  o  Requirements  for  Placement  on 

a  Specific  Location*--* 

a®  Ability  to  meet  geogra¬ 
phical  considerations 

b®  Consistency  of  client  with 
location  requirements 

Co  Consistency  of  location 
with  client  desires 


Minimum 

Acceptable  Level  of  Capability 
Level  Poor  Fair  Good  Excellent 


-*N ot e o  These  items  are  of  paramount  importance  for  work  in  a  vending 
stand o  Failure  to  attain  the  minimum  acceptable  level  in  one 
or  more  of  these  areas  is  cause  for  reject ion 0 

•ft-ftN ot e  s  This  section  will  be  used  only  in  those  rare  instances  when  a 
location  can  be  obtained  for  a  specific  client® 


-  78 


CASE  I  -  SECTION  B 


CLIENT «S  PROGRESS  REPORT 


State  Division  for  the  Blind 


AGENCY 

PROGRAM  Comprehensive  Work  Evaluation 


LENGTH 


10  weeks 


TOTAL  NUMBER  OF  WEEKS  COMPLETED 


WORK  HABITS  AND  PERFORMANCE  (Circle  appropriate  number  under  each 
heading) 


A.  Personal  Appearance 
Excellent 
Good 
F  air 
Poor 


Comments 


B,  Adjustment  to  Work  Environment 

lo  Excellent  -  Adjusts  to  work  environment  with  little 
difficulty 

Good  -  adjusts  to  work  environment  satisfactorily 
Fair  -  Adjusts  to  work  environment  with  difficulty 
Poor  -  Cannot  adjust  to  work  environment 


C8 


Need 


4  o 


for  Supervision 

Excellent  -  Needs  and  works  best  with  minimum  supervision 
Good  -  Needs  and  works  best  with  moderate  supervision 
Fair  -  Needs  constant  supervision 
Poor  ■=■  Cannot  benefit  from  supervision 


D „  Ability  to  Relate  to  Others s 


Suj 

>er visors 

Co- 

-Workers 

lo 

Excellent 

lo 

Excellent 

T) 

Good 

2. 

Good 

o  © 

Fair 

3. 

Fair 

4  o 

Poor 

4  o 

Poor 

E .  Work  Assignment 

1,  Sandwich  Making 

2  „ 


Length  of  Time 
18  days 


"Slightly  less  than 
t  he  average  co  -worker ?! 


3  o 
4 « 

Punctuality Fair  °  a  bit  late  on  occasions 
Attendance  Good 


“  79“ 


Response  to  Instruction 
lc 

© 

3  o 

4  o 


Excellent  **=>  Needs  little  instruction 
Good  -  Needs  moderate  instruction 
Fair  -  Needs  great  deal  of  instruction 

Poor  -  Unable  to  follow/  through  on  a  job  even  with  great  deal 
of  instruction 


G0  Concentration  on  Job  Assignments 
Excellent 
Good 
Fair 
Poor 
Other 


H„  Adjustment  to  Job  Assignments 
1.  Excellent 
(2)  Good 

3  *  F  air 

4  o  Poor 

So  Other _ ___ _ 


Work  Tolerance 

Can  work  a  full  day 
2o  Can  work  a  half  day 
3 «  Can  work  less  than  a  half-day 
4 «  Other 


K 


Reaction  to  Pressure 

1,  Works  adequately  under  pressure 

Works  moderately  well  under  pressure 
So  Works  fairly  well  under  pressure 
4c  Cannot  work  under  pressure 

Level  of  Interest 

1®  Prefers  to  work  on  complex  tasks 
■'STN  Prefers  work  on  moderately  complex  tasks 
^3 jJ  Prefers  work  on  simple 9  repetitive  tasks 
4  o  Shows  no  interest  in  work 


COMMENTS  AND  RECOMMENDATIONS  s  (Attach  additional  sheet  if  needed) 


Mrs,  S0  has  been  working  in  the  cafeteria  making  sandwiches® 
She  has  been  cooperative  and  willing  toward  instruction®  Her  work 
is  somewhat  slower  than  her  co-workers 9  but  she  should  increase 
her  speed  with  practice® 


-  80  - 


CASE  I 


SECTION  B 


CLIENT’S  PROGRESS  REPORT 


AGENCY  State  Division  for  the  Blind 

PROGRAM  CoWoEo  _  LENGTH  4  weeks 

TOTAL  NUMBER  OF  WEEKS  COMPLETED  _ 3 


WORK  HABITS  AND  PERFORMANCE  (Circle  appropriate  number  under  each  heading) 


Ac 


Personal  Appearance 
lo  Excellent 
2?)  Good 
Fair 
Poor 


Comments 


B.  Adjustment  to  Work  Environment 

lo  Excellent  -  Adjusts  to  work  environment  with  little  difficulty 
(2^)  Good  -  Adjusts  to  work  environment  satisfactorily 
3.  Fair  -  Adjusts  to  work  environment  with  difficulty 
4o  Poor  -  Cannot  adjust  to  work  environment 


Co  Need  for  Supervision 

lo  Excellent  —  Needs  and  works  best  with  minimum  supervision 
<^27)  Good  -  Needs  and  works  best  with  moderate  supervision 
3*  Fair  -  Needs  constant  supervision 
4o  Poor  -  Cannot  benefit  from  supervision 


D.  Ability  to  Relate  to  others s 
Supervisors 
lo  Excellent 

fGood 
Fair 
Lo  Foor 


Co-Workers 


1. 


Excellent 
Good 
Fair 

4°  Poor 


Eo  Work  Assignment  Length  of  Time  Productivity  Rating 

1.  Making  sandwiches  and  13  days  Good 

. . . . . . 

“  "  —————— 


Punctuality  Fair  to  good  -  has  been  a  bit  late  on  occasions 

Attendance  Good  -  absent  the  week  of  7/21-7/25  due  to  a  shut-down  of 
operation 
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F.  Response  to  Instruction 

Excellent  -  Needs  little  Instruction 

2.)  Good  -  Needs  moderate  instruction  -  eager  to  learn 
Fair  -  Needs  great  deal  of  instruction 
4.  Poor  -  Unable  to  follow  through  on  a  job  even  with  great  deal  of 
instruction 


G. 


H. 


Concentration  on  Job  Assignments 
lj  Excellent 
Good 
Fair 
Poor 
Other 


Adjustment  to  Job  Assignments 
1,  Excellent 
Good 
Fair 

4.  Poor 

5.  Other 


I .  Work  Tolerance 

(Q  Can  work  a  full  day 

2.  Can  work  a  half-day 

3.  Can  work  less  than  a  half-day 

4.  Other 

J.  Reaction  to  Pressure 

I*  Works  adequately  under  pressure 
(2 c)  Works  moderately  well  under  pressure 

3.  Works  fairly  well  under  pressure 

4.  Cannot  work  under  pressure 


K«  Level  of  Interest 

le  Prefers  to  work  on  complex  tasks 

Prefers  work  on  moderately  complex  tasks 
V3*y  Prefers  work  on  simple,  repetitive  tasks 
4«  Shows  no  interest  in  work 


COMMENTS  AND  RECOMMENDATIONS g  (Attach  additional  sheet  if  needed) 

Mrse  S.  has  done  well  in  the  cafeteria.  Her  work  is  slow,  but  accurate,, 
It  is  felt  that  she  will  improve  her  speed  with  practice. 
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CASE  I 


SECTION  B 


CLIENT 1 S  PROGRESS  REPORT 

AGENCY  State  Division  for  the  Blind 


PROGRAM  Comprehensive  Work  Evaluation  LENGTH  10  weeks  &  extension  for 

4  wk. 

TOTAL  NUMBER  OF  WEEKS  COMPLETED  10  weeks 


WORK  HABITS  AND  PERFORMANCE  (Circle  appropriate  number  under  each  heading) 

Comments 


A.  Personal  Appearance 
(17)  Excellent 
Z,  Good 

3.  Fair 

4.  Poor 


E, 


B.  Adjustment  to  Work  Environment 

.L.  Excellent  -  Adjusts  to  work  environment  with _ little.' difficulty 
( 2, )  Good  -  Adjusts  to  work  environment  satisfactorily 
3.  Fair  -  Adjusts  to  work  environment  with  difficulty 
4*  Poor  -  Cannot  adjust  to  work  environment 

C.  Need  for  Supervision 

#  Excellent  -  Needs  and  works  best  with  minimum  supervision 
Good  -  Needs  and  works  best  with  moderate  supervision 
Fair  -  Needs  constant  supervision 
4*  Poor  -  Cannot  benefit  from  supervision 

D.  Ability  to  Relate  to  Others; 


Supervisors 
jU  Excellent 

17)  Good 

3.  Fair 

4.  Poor 

Co-Workers 

1.  Excellent 

2.  Good 

3.  Fair 

4*;  Poor 

* 

Work  Assignment 

Length  of  Time 

Productivity  Ratings 

1.  Textile  -  Sorting  &  Tagging  15  days 

About  equal  to 

2.  Cafeteria 

4  days 

average  co-workers 
Slightly  less  than 

j 

3. 

average  co-worker 

4. 

5. 

Punctuality _ Good 

Attendance  Good 
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F.  Response  to  Instruction 

Excellent  -  Needs  little  instruction 
2 ,)  Good  -  Needs  moderate  instruction 

Fair  -  Needs  great  deal  of  instruction 
4.  Poor  -  Unable  to  follow  through  on  a  job  even  with  great  deal  of 
instruction 


G. 


H. 


I. 


J. 


Concentration  on  Job  Assignments 
Excellent 
2y  Good 
ju  Fair 

4.  Poor 

5.  Other 


Adjustment  to  Job  Assignments 
1*  Excellent 
Good 
Fair 
Poor 
Other 


K. 


irk  Tolerance 
rl.)  Can  work  a  full  day 
Can  work  a  half-day 

3.  Can  work  less  than  a  half-day 

4.  Other  ________ _______________ 

Reaction  to  Pressure 
>s  Works  adequately  under  pressure 
( 2»J  Works  moderately  well  under  pressure 

3.  Works  fairly  well  under  pressure 

4.  Cannot  work  under  pressure 

Level  of  Interest 

Prefers  to  work  on  complex  tasks 
2. ^  Prefers  work  on  moderately  complex  tasks 
Prefers  work  on  simple,  repetitive  tasks 
4.  Shows  no  interest  in  work 


COMMENTS  AND  RECOMMENDATIONS 3  (Attach  additional  sheet  if  needed) 

A  willing  and  cooperative  worker  who  expresses  a  strong 
desire  for  cafeteria  type  work. 
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CASE  I  -  SECTION  B 


VENDING  STAND  COUNSELORS  REPORT 


After  receiving  travel  training  and  ADL  training  with  empha¬ 
sis  on  sandwich  making  and  coffee  pouring  at  Morgan  Memorial  ,  client 
began  a  special  program  in  the  Vending  Stands  tailored  to  her  needs. 
This  program  was  set  up  for  the  purpose  of  teaching  client  basic 
skills,  given  at  a  pace  to  meet  her  need,  with  the  objective  of  hav¬ 
ing  her  reach  a  point  in  task  performance  as  to  allow  her  to  pass  as 
an  Employee  candidate  in  the  Vending  Stand  Program. 

On  Feb.  23 ,  Mrs.  S.  started  her  training  program  with  Mr.  L., 
Manager  of  Sears  Cafeteria  in  Hampville. 

The  purpose  and  objective  of  the  program  was  explained  in  de¬ 
tail  to  her,  especially-  the  fact  that  she  was  a  candidate  for  Em¬ 
ployee  candidate  status  only. 

I  saw  Mrs.  S.  several  times  during  her  training  period  and  she 
seemed  quite  happy  with  the  training  situation  and  in  her  progress 
in  it.  She  wondered  when  she  would  become  a  "Manager"  and  I  ex¬ 
plained  that  this  was  not  the  purpose  of  her  training  and  what  the 
purpose  was.  In  conversation  with  Mr.  L.  the  stand  manager,  it  was 
learned  that  client’s  progress  and  learning  was  not  of  a  caliber  to 
be  optimistic  about  but  that  she  was  highly  motivated  and  tried 
hard  . 

On  3/25  the  stand  manager  reported  that  dient -was  definitely 
sub-par  in  her  performance  and  at  this  point  it  could  be  only  with 
a  wide  stretch  of  the  imagination  that  he  could  see  client  even 
being  able  to  function  at  a  level  which  might  make  her  services 
salable  to  any  manager  as  a  Helper.  However,  client  was  such  a 
lovable  person  it  was  not  possible  for  the  Manager  to  point  out 
to  her  obvious  defects.  * 

At  this  time,  I  spoke  to  client  and  tried  to  interpret  the 
fact  that  she  was  functioning  at  a  sub-par  level.  She  asked  me  the 
specific  areas  where  she  did  not  achieve  satisfactorily  and  I  gave 
her  a  hypothetical  situation  after  asking  her  the  prices  of  coffee 
(15<£ ),  cake  (150)  ^  french  fries  (250)  and  wondered  what  she’d 
charge  me  if  I  came  through  the  line  and  she  could  not  tell  me 
how  much  it  would  be.  About  twenty  minutes  later  she  was  still 
suggesting  a  price,  after  asking  me  again  when  she  was  going  to 
become  a  "Manager",  I  suggested  that  she  speak  with  the  Manager 
and  seek  his  advise  as  to  how  she  could  learn  the  other  tasks 
involved  which  a  Helper  must  know,  advising  that  as  soon  as  she 
demonstrated  her  ability  in  one  area  she  could  be  moved  to  learn 
another  area. 

On  4/9  during  Manager’s  report  on  trainee,  he  described  cli¬ 
ent  as  a  catastrophe.  He  said  that  she  had  taken  several  days  off 
for  various  reasons  and  when  she’s  not  in  the  cafeteria  he  feels 
a  sense  of  relief,  as  he’s  always  concerned  for  her  safety. 
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Manager  said  Mrs,  S.  loves  to  run  the  cash  register  and  does 
this  occasionally  when  the  place  is  not  too  busy.  Manager  said 
that  at  these  times  he  is  always  certain  the  register  will  be  "off" 
and  that  he  takes  another  reading  when  she  leaves  it.  She  makes 
errors  of  charging  too  much  or  too  little ,  cannot  add  over  two 
items  and  must  depend  on  the  customer  to  do  this  for  her  and  last¬ 
ly,,  punches  the  register  incorrectly. 

Client  knows  how  to  make  coffee  (having  been  thoroughly 
taught  this  procedure).  However,  she  cannot  do  this  alone  as  she 
forgets ,  turns  wrong  knobs  and  therefore  must  be  supervised. 

The  soft  drink  dispenser  has  two  soft  drink  levers  and  one 
for  plain  water  and  another  for  soda  water.  This  confuses  client 
and  she  cannot  operate  it  properly. 

i 

Client  does  a  good  job  keeping  the  area  around  the  sink  and 
where  the  dishwasher  is  located  clean.  She  does  a  good  job  wash¬ 
ing  dishes,  etc.,  but  has  continual  difficulty  separating  knives, 
forks/  etc. ,  into  their  respective  containers,  maintaining  sani¬ 
tation  procedures  (Someone  broke  a  glass  in  the  dishwasher,  caus¬ 
ing  the  seal  in  the  pump  to  "blow” ,  resulting  in  over  one  hun¬ 
dred  dollars  in  replacement  costs  and  while  it  is  not  known  if 
Mrs.  S.  did  this.  Manager  checked  with  the  rest  of  his  help  who 
denied  knowledge  of  it.  He  feels  his  regular  help  would  have  re- 
prted  this  kind  of  incident  as  the  problem  could  have  been  han¬ 
dled  merely  by  cleaning  the  washer  when  it  happened). 

Mrs.  So  could  chop  lettuce  for  a  salad  but  dropped  much  of 
it  on  the  floor.  In  making  sandwiches,  she  got  more  of  the  in¬ 
gredients  on  the  board  than  in  the  sandwich,  could  not  cut  it 
properly,  could  not  slice  tomatoes  properly  for  either  salad  or 
sandwich  use. 

Mr So  S.  could  scrape  the  grille  with  a  long  handled  instru¬ 
ment  but  did  not  clean  it  as  manager  !,knew  that  she’d  burn  her¬ 
self.” 


She  was  given  orientation  and  a  trial  on  the  fryolator,  but 
preceded,  rather  than  reach  for  the  basket,  to  reach  her  hand 
down  toward  the  boiling  grease  and  was  prevented  from  putting  her 
hand  in  it  by  one  of  the  sighted  helpers. 

Mrs.  S.  received  no  orientation  to  the  creamer,  as  she  did 
not  demonstrate  enough  dexterity  to  feel  and  to  know  how  to  take 
care  of  it  in  a  safe  manner. 

She  received  no  orientation  on  cleaning  and  caring  for  cus¬ 
tomer  eating  facilities,  as  she  continually  bumped  into  people 
(the  help  learned  to  keep  out  of  her  way),  lost  her  way  one  day 
and  almost  fell  down  a  staircase,  so  that  the  Manager  always  had 
to  see  to  it  that  the-  rear  door  was  kept  closed.  In  general,  she 
did  not  demonstrate  a  level  of  mobility  which  would  safely  allow 
her  to  do  the  above  task. 
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In  general  the  Manager  explained  Mrs.  S.  did  well  at  a  routine  task  (cleaning 
in  back)  if  she  was  left  alone  unsupervised.  However,  she  became  erratic  either 
under  customer  pressure  or  tasks  which  required  supervision  and  unfortunately, 
because  of  forgetting  and/or  supervision,  she  was  erratic  in  many  areas. 

The  Manager  described  Mrs.  Sfs  problem  as  that  of  "no  coordination  between 
mind  and  hands." 

At  time  of  this  visit,  I  told  Mrs.  S.  that  she  was  not  functioning  on  a  level 
which  would  allow  us  to  say  she  had  Helper  Employee  status  in  the  Program.  I 
carefully  explained  that  this  did  not  mean  she  was  precluded  from  working  in  the 
Program  if  she  could  herself  sell  her  services  to  a  Manager  and  have  him  hire  her. 
She  wondered  if  she  did  not  pass  as  she  was  a  woman  and  I  told  her  this  was  not 
the  reason.  The  reason  was  simply  that  her  effort  and  determination,  her  function¬ 
ing  level  was  below  what  could  be  considered  as  satisfactory  for  Helper  Status  in 
the  Vending  Stand  Program. 

Mrs.  S.  then  asked  me  how  she  could  become  a  Manager. 
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CASE  I  -  SECTION  C 


OVERVIEW  OF  CONFERENCE  PARTICIPANTS'  CRITIQUES  AND  CONCLUSIONS 

1.  It  was  generally  agreed  that  Mrs,  S.  was  a  poor  and  inappropriate 
referral  to  the  Vending  Stand  Program.  Some  suggested  that 
further  diagnostic  evaluation  could  have  resulted  in  a  more  appro¬ 
priate  rehabilitation  plan.  This  referral  was  also  cited  by  some 
participants  as  a  typical  example  of  a  negative  attitude  about 
Vending  Stand  Programs  and  the  type  of  client  qualifications 
required  for  such  a  program. 

2.  The  consensus  of  most  of  the  groups  was  that  the  vending  stand 
supervisor  was  most  cooperative  and  realistic  in  his  approach  and 
attitude  toward  the  referral.  Some,  however,  felt  that  he  should 
not  have  accepted  the  client  on  the  second  referral.  Those  who 
agreed  with  this  view  also  perceived  the  vending  stand  supervisor 
as  allowing  himself  to  be  manipulated  against  his  better  judgment. 

3.  Many  participants  agreed  that  the  rehabilitation  counselor  allowed 
himself  to  too  easily  follow  the  desires  of  the  client  without 
initially  establishing  rapport  and  understanding  with  the  client 
as  to  appropriate  procedures  and  process  in  developing  a  rehabili¬ 
tation  plan.  Many  participants  viewed  this  as  typically  due  to 
the  heavy  demands,  duties  and  responsibilities  placed  on  the 
vocational  rehabilitation  counselor. 

4.  The  interaction  and  communication  between  the  vocational  rehabili¬ 
tation  counselor  and  the  vending  stand  supervisor  was  generally 
considered  to  be  good.  Especially  noteworthy  was  the  request  of 
the  rehabilitation  counselor  for  a  case  conference  upon  initial 
referral  to  the  Vending  Stand  Program.  Further  communication, 
many  felt,  could  have  helped  however,  especially  in  the  area  of 
manipulation  by  the  client  and  more  effective  communication  with 
the  client  in  terms  of  the  realities  of  her  progress. 

5*  It  was  the  consensus  of  most  groups  that  the  client  was  highly 

motivated  but  unrealistically  motivated  in  terms  of  aptitude.  Her 
enthusiasm  for  the  program  appeared  to  outweigh  the  findings  of 
both  the  vending  stand  and  rehabilitation  counselors.  Some  concern 
was  expressed  by  the  participants  as  to  appropriate  methods  of 
counseling  with  clients  whose  interests  or  motivations  and  apti¬ 
tudes  are  not  consistent  with  the  likelihood  of  success. 
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VI 


Directions; 

1.  Read  the  narrative  overview  of  the  case  in  Section  A. 

2.  Review  the  relevant  examinations,  evaluations,  training 
progress  reports  and  letters  in  Section  B. 

3.  Following  the  appropriate  evaluation  criteria  indicated 

in  Chapter  IV  (page  56  ),  For  CASE  II  list  your 

reactions  and  critical  evaluations  in  each  of  the 
areas  without  reference  to  the  conference  participants’ 
results • 

4.  Read  Section  C  to  obtain  information  on  conference 
participants’  evaluations  and  compare  with  your  own 
critique. 
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VI 


CASE  II  - 


MR.  F. 
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VI 


CASE  II  —  SECTION  A 

CASE  HISTORY 


Cause  of  Blindness:  At  age  7»  Mr.  F.  suffered  from  an  uncontrolled  streptococcal 
infection  in  both  eyes  which  required  enucleation.  He  wears  prothesis  in  both 
sockets  with  good  cosmetic  results  and  uses  drops,  as  needed,  to  control  drying  and 
irritation. 

Educational  Background:  Mr.  F.  attended  the  Perkins  School  for  the  Blind  from  the 
2nd  through  the  12th  grade.  He  graduated  high  school  at  Perkins  having  completed 
the  college  course.  He  has  had  no  other  formal  education. 

Social  History:  Mr.  F.  was  born  in  1929  in  a  small,  rural  town  in  Maine.  He  is  an 
only  child.  At  the  age  of  7»  while  in  the  2nd  grade,  he  suffered  an  uncontrolled  eye 
infection  that  required  immediate  removal  of  both  eyes.  Following  surgery  and  re- 
couperation,  he  was  entered  into  Perkins  School  for  the  Blind  in  Massachusetts.  His 
childhood  and  schooling,  other  than  the  traumatic  effects  of  blindness,  was  otherwise 
normal.  He  resided  at  the  Perkins  School  but  went  home  to  Maine  each  summer  and 
during  school  vacations.  When  he  was  in  the  2nd  year  of  high  school,  his  mother  passed 
away.  His  father,  however,  continued  to  maintain  the  family  home  in  Maine,  and  Mr.  F. 
continued  to  go  home  during  school  vacations  and  returned  home  and  lived  with  his 
father  upon  graduation.  During  school  weekends,  while  he  couldn’t  travel  back  and 
forth  to  the  family  home  in  Maine,  he  always  spent  them  at  the  home  of  his  paternal 
uncle  in  a  Boston  suburb.  His  father  and  mother  (until  her  death)  visited  him  fre¬ 
quently  during  the  school  year.  Mr.  F.,  thus,  had  a  secure  family  childhood  in  spite 
of  his  early,  traumatic  blindness  and  the  necessity  of  having  to  live  away  at  school. 

Upon  graduation  from  high  school,  at  the  age  of  20,  he  returned  to  the  family  home  and 
assisted  his  father  who  operated  a  small  insurance  business  throughout  the  home-town 
and  surrounding  communities.  Four  years  later,  after  learning  the  insurance  business, 
he  decided  that  the  business  couldn’t  be  ‘expanded  enough  in  the  rural  area  to  make  it 
worthwhile  for  both  he  and  his  father.  Therefore,  Mr.  F.  moved  to  Bangor  and  started 
his  own  insurance  brokerage  business.  He  worked  hard  at  the  business  for  15  years f 
but  due  to  long  established  competition  and  the  restrictions  on  his  mobility  due  to 
his  blindness,  he  couldn’t  make  the  business  very  profitable  because  of  his  heavy 
expenses  of  hiring  drivers  so  that  he  could  get  around  making  his  business  calls.  Thus, 
at  age  39 »  when  he  finally  realized  that  he  could  no  longer  live  on  the  average  of  $50 
per  week  that  his  efforts  were  producing,  he  gave  up  the  business  and  sought  the  help 
of  a  vocational  rehabilitation  counselor  in  the  Maine  Eye  Care  Division  of  the  Health 
and  Welfare  Department.  This  Agency  sponsored  him  in  a  Computer  Programming  School  in 
Hartford,  Conn. ,  where  he  stayed  only  3  weeks.  Mr.  F.  did  not  like  Computer  Program¬ 
ming  as  a  career  and  became  quite  depressed  about  his  future  vocational  prospects.  He 
returned  to  Maine,  received  some  further  vocational  counseling  at  the  Division  of  Eye 
Care,  and  then,  after  6  months,  decided  to  move  to  Boston  and  live  with  his  close 
relatives  in  the  Boston  area  where  he  felt  more  vocational  opportunities  might  exist. 

Mr.  F.  never  married. 

Referral  to  Vocational  Rehabilitation:  At  the  age  of  40  years,  Mr.  F.  was  self 
referred  to  the  Vocational  Rehabilitation  Division  for  the  Blind.  At  the  initial 
interview,  the  rehabilitation  counselor  ascertained  the  above  background  information. 

In  a  later  medical  examination,  it  was  found  that  he  had  a  very  small  hiatus  hernia  of 
no  clinical  significance,  and  surgery  was  not  recommended.  Also  his  ear  drums  were 
slightly  scarred  (presumably  from  the  early  childhood  streptococcal  infection),  but 
audiometer  testing  showed  the  hearing  to  be  normal.  The  medical  exam  revealed  that  he 
was  bothered  by  indigestion  and  insomnia,  and  the  physician  diagnosed  these  problems  as 
a  symptom  of  a  Depressive  Reaction  due  to  worry  about  his  vocational  future. 
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During  ensuing  counseling  sessions,  the  rehabilitation  counselor  in  his  reports 
found  Mr.  F.  to  be  "an  average  rehabilitation  prospect  with  good  motivation,  good 
independent  mobility  skills,  excellent  knowledge  of  braille  and  other  communication 
skills,  as  well  as  exhibiting  a  neat  appearance  and  a  pleasing  personality.”  The 
counselor  described,  among  other  vocational  ideas,  the  Vending  Stand  Program,  and 
Mr.  F.  seized  upon  this  and  almost  begged  to  be  referred  for  training. 

Referral  to  the  Vending  Stand  Program;  Mr.  F.  *s  referral  to  the  Program  was  routine 
He  was  assigned  to  a  Vending  Stand  Counselor  who  quickly  arranged  for  him  to  take  3 
weeks  of  Diagnostic  Evaluation  in  a  Snack  Bar  in  Chelsea,  Massachusetts,  which  he 
could  reach  via  public  transportation.  On  the  first  day  of  his  evaluation,  Mr.  F. 
reached  the  Stand  independently  via  public  transportation  and  was  early  for  the 
appointment  to  meet  both  the  counselor  and  the  stand  operator.  The  Vending  Stand 
Counselor  set-up  Mr.  F*s  O.J.T.  program  with  both  Mr.  F  and  the  stand  operator  as 
follows : 

First  Week:  Familiarize  trainee  with  the  stand,  stand  equipment,  and 
duties  of  stand  personnel.  Orient  trainee  to  the  procedures  for 
opening  and  closing  the  stand  each  day.  Orient  trainee  to  the  merchandise 
and  their  selling  prices  and  familiarize  trainee  with  stand  and  equipment 
sanitation. 

Second  Week;  Trainee  to  assist  operator  in  the  stand  opening  and  closing 
procedures,  memorize  the  locations  and  selling  prices  of  all  merchandise, 
help  stand  operator  wait  on  customers,  and  take  over  the  responsibility 
for  both  the  Constant  and  Daily  Cleaning.  Additionally,  the  operator  is 
to  teach  trainee  simple  but  practical  principles  of  merchandising, 
salesmanship  and  customer  relations. 

Third  Week:  Operator  to  teach  trainee  how  to  identify  coins  and  paper 
money  and  how  to  make  change  quickly.  Trainee  to  wait  on  some  customers 
independently.  Trainee  to  continue  doing  what  he  had  learned  during  the 
first  two  weeks. 

•  -■  ■>  ,  ■  •  ,  •  r\ 

After  the  Vending  Stand  Counselor  had  this  initial  meeting  with  Mr.  F. ,  he  filled 
out  the  "Prospective  Trainee  Evaluation  Form".  (See  Section  B). 

On  the  10th  day  of  evaluation,  the  Vending  Stand  Counselor  met  with  the  stand 
operator  and  filled  out  the  1st  column  of  the  "Stand  Manager* s  Reports  on 
Provisional  Trainee"  (See  Section  B).  The  stand  operator  was  enthusiastic  about 
Mr.  F.  and  told  the  counselor  that  Mr.  F.  is  a  "natural"  salesman.  Following  the 
interview  with  the  operator,  the  counselor  went  over  everything  with  Mr.  F.  who 
said  that  he  liked  the  work  very  much  and  wanted  to  continue.  The  counselor  then 
gave  Mr.  F.  a  formal  presentation  on  the  "History  and  Purpose  of  the  Vending  Stand 
Program",  the  "Program  Routines"  and  the  "Program  Policies". 

•  I  A  ». 

On  the  15th  and  last  day  of  the  Diagnostic  Evaluation,  the  Vending  Stand  Counselor 
again  interviewed  the  operator  and  filled  out  the  2nd  column  of  the  "Stand 
Manager* s  Reports  on  Provisional  Trainee"  (See  Section  B).  Following  his  interview 
with  the  stand  operator,  the  Vending  Stand  Counselor  made  his  own  assessment  of 
Mr.  F.  by  filling  out  the  "Provisional  Trainee  Final  Evaluation  Form".  (See 
Section  B).  Then  the  Vending  Stand  Counselor  interviewed  Mr.  F.  and  told  him  that 
he  was  acceptable  for  specific  training  as  a  Vending  Stand  Operator.  Mr.  F.  was 
pleased  with  the  offer  and  accepted  readily.  The  counselor  then  laid  out  the 
training  schedule  for  the  next  9  weeks  for  the  stand  operator  to  follow. 

The  stand  operator  followed  the  training  schedule  faithfully,  and  Mr.  F*s  progress 
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was  excellent  marked  by  his  keen  interest  and  strong  motivation  to  learn  every¬ 
thing  well.  At  the  end  of  the  2nd  week,  3rd  week,  5th  week,  7th  week,  and  9th  week 
of  operator  training,  the  Vending  Stand  counselor  interviewed  the  stand  operator 
and  then  filled  out  the  1st,  2nd,  3rd,  4th  and  5th  columns  respectively  of  the 
"Stand  Manager’s  Reports  on  Manager  Trainee"  (See  Section  B).  Following  each  inter¬ 
view  with  the  operator,  the  Vending  Stand  Counselor  interviewed  Mr.  F.  and 
interpreted  his  O.J.T.  progress.  Additionally  with  each  visit,  the  Vending  Stand 
Counselor  made  formal  presentations  of  subject  matter  that  Mr.  F.  had  been  learning 
in  practice  (i.e.  "Personal  Appearance-  dress  and  grooming-  and  Personal  Habits", 
"Stand  and  Equipment  Sanitation",  "Customer  Relation",  "Principals  of  Merchandising", 
Principals  of  Inventory  Control",  "Salesmanship",  and  "Financial  Controls"). 

At  the  end  of  the  9th  and  last  week  of  operator  training,  the  Vending  Stand 
Counselor  completed  the  "Manager  Trainee  Final  Evaluation  Form"  and  then  told  Mr.  F. 
that  he  had  graduated  with  "flying  colors".  The  best  graduation  present,  however, 
came  from  Mr.  A. ,  the  stand  operator,  who  offered  Mr.  F.  a  job  as  his  assistant 
while  he  awaited  a  stand  of  his  own.  (See  Section  B  for  Vending  Stand  Counselor’s 
"Final  Evaluation  Form"). 

After  working  8  months  for  Mr.  A. ,  Mr.  F.  applied  for  and  was  selected  to  operate 
a  new  Snack  Bar  being  installed  in  the  City  Hall  of  a  nearby,  large  city.  For 
the  first  few  weeks  while  he  was  "getting  a  handle  on  the  business"  his  average 
income  amounted  to  $75  per  week.  Then  as  his  personality  and  flair  for  business 
took  over,  he  attracted  more  and  more  customers  so  that  his  average  income  during 
the  first  4  months  amounted  to  $110  per  week. 

The  Vending  Stand  Counselor  notified  the  Rehabilitation  Counselor  who  closed  Mr.  Fa’s 
case  as  successfully  rehabilitated  at  $110  per  week. 

Follow-Up  Reports  Mr.  F.  has  been  a  highly  successful  Vending  Stand  Operator  for  the 
past  2g-  years.  His  average  weekly  earnings  amount  to  $175.  Additionally,  he  hires 
3  other  blind  people  to  assist  him  on  his  very  busy  stand  and  pays  them  good  wages 0 
He  is  eager  to  assist  the  Vending  Stand  Program  in  the  training  of  other  Vending 
Stand  Operators  and  has  provided  excellent  O.J.T.  assistance  for  6  blind  trainees 
over  the  past  2§-  years.  He  is  a  Past  President  of  the  State  Blind  Vending  Stand 
Operator’s  Association  (an  elective  office)  and  as  such  he  sits  on  a  Board 
(elected  to  it  by  his  peers)  with  members  of  the  Program’s  Staff  which  selects 
operators  for  new  Vending  Stands.  Mr.  F.  is  a  highly  successful  stand  operator, 
who  is  extremely  happy  in  his  work.  He  did  an  outstanding  job  of  rehabilitating 
himself  through  the  medium  of  the  Vending  Stand  Program.  In  addition  to  helping 
himself,  he  now  is  eager  to  provide  the  same  opportunity  for  others.  He  is  a 
superior  trainor. 
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CASE  II 


SECTION  B 


Mr.  F. 


PROSPECTIVE  TRAINEE  EVALUATION  FORM 


i  >*e 

r<t  O0 


Applicant 

Training  Areas 

1.  Personal  Attitudes  and  Characteristics; 

a.  Adjustment  to  blindness* 

b.  Flexibility 

c.  Motivation  and  willingness  to  work* 

d.  General  character  and  honesty 

e.  Acceptance  of  supervision 

f.  Self-confidence 

g.  Attitude  regarding  the  vending  stand 
program 

h.  Personal  appearance  and  habits 

2.  Intelligence  and  Intellectual  Skills; 

a.  Common  sense  and  good  judgment 

b.  Ability  to  make  decisions 

c.  Ability  to  communicate  in  Braille  or 
in  writing* 

d.  Memory 

e.  Ability  to  understand  instructions 

f.  Ability  to  do  simple  arithmetic* 

g.  Mechanical  aptitudes 

3.  Physical  Capabilities: 

a.  General  health* 

b.  Finger,  hand  and  arm  co-ordination 

c.  Absence  of  cosmetic  defects 

d.  Norwvisual  sense  cues 


Date 


Minimum  Level  of  Capability 

Acceptable 

Level  Poor  Fair  Good  Excellent 


Fair 

v/ 

Fair 

✓ 

Fair 

v/ 

Fair 

l/ 

Fair 

v/ 

Fair 

v/ 

Poor 

Fair 

Fair 

v/ 

Fair 

l/ 

Fair 

Good 

\/ 

Fair 

✓ 

Good 

Poor 

v/ 

Fair 

Good 

v' 

Good 

Fair 

v/ 
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Minimum  Level  of  Capability- 

Training  Areas  Acceptable 

Level  Poor  Fair  Good  Excellent 


k- 

Requirements  of  Daily  Living: 
a.  Ability  to  travel  independently* 

Good 

b. 

Ability  to  dress,  cleanse  &  groon  self* 

Good 

5. 

Interests: 

a.  Desire  to  be  a  vending  stand  operator 

Fair 

v' 

b. 

Consistency  of  general  interests  with 
vending  stand  work 

Fair 

6. 

Job 

a. 

Skills  and  Knowledge: 

Knowledge  of  history  and  purpose 
of  vending  stand  program 

Poor 

v/ 

b. 

Knowledge  of  program  routines 

Poor 

v/ 

c. 

Knowledge  of  program  policies 

Poor 

v/ 

d. 

Ability  to  handle  the  details  of 
daily  operations 

Poor 

v" 

e. 

Knowledge  of  sanitation 

Poor 

v' 

f. 

Knowledge  of  financial  controls 

Poor 

v/ 

g. 

Knowledge  of  inventory,  controls 

Poor 

v/ 

ho 

Knowledge  of  merchandising 

Poor 

v/ 

i. 

Knowledge  of  salesmanship 

Poor 

$ 

Knowledge  of  customer  relations 

Poor 

v' 

7. 

Requirements  for  Placement  on  a  Specific 
Location** 

a. 

Ability  to  meet  geographical 
considerations 

Fair 

b. 

Consistency  of  client  with  location 
requirements 

Good 

c. 

Consistency  of  location  with  client 
desires 

Good 

"h 

*Note:  These  items  are  of  paramount  importance  for  work  in  a  vending  stand. 

Failure  to  attain  the  minimum  acceptable  level  in  one  or  more  of  these  areas  is 
cause  for  rejection. 

**Notes  This  section  will  be  used  only  in  those  rare  instances  when  a  location  can  be 
obtained  for  a  specific  client. 
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CASE  II 


SECTION  B 


STAND  MANAGERS »  REPORTS  ON  MANAGER  TRAINEE 

Note;  Give  a  Yes  or  No  answer  to  each  question.  Unknown  may  be  used  on  the  1st 
four  reports  but  not  on  the  fifth.  Make  any  comments  on  the  last  page 
but  cross  reference  each  comment  to  the  particular  question.  Question 
number  13  requires  a  comment  on  each  report. 

Mr.  F.  Mr.  A.  Mr.  A. 

Trainee’s  Name  Stand  Mgr’s  Name ( 1st &2nd  Rpts) 


?$«£  Wi  fcpts) 


Training  Items 

1st 

rpt 

2nd 

rpt 

rpt 

rpt 

5th 

rpt 

1. 

Trainee  at  work  each  day?  Arrive  on  Time?  Stay  all  day? 

Yes 

Yes 

Yes 

Yes 

"Yes 

2. 

Trainee  dressed  neat,  clean  and  appropriately  each  day? 

Yes 

Yes 

Yes 

Yes 

Yes 

3. 

Trainee  arrive  clean  and  properly  groomed  each  day? 

Stay  this  way? 

Yes 

Yes 

Yes 

Yes 

Yes 

A. 

Does  trainee  meet  people  easily? 

Yes 

Yes 

Yes 

Yes 

Yes 

5. 

Does  trainee  accept  directions  and  supervision? 

Yes 

Yes 

Yes 

Yes 

Yes 

6. 

Does  trainee  accept  criticism? 

Yes 

Yes 

Yes 

Yes 

Yes 

Is  he  too  "thin-skinned”? 

No 

No 

No 

No 

No 

7. 

Does  trainee  have  a  "chip-on-shoulder”  attitude? 

No 

No 

No 

No 

No 

3. 

Does  trainee  use  blindness  as  an  "excuse"  in  any  way? 

No 

No 

No 

No 

No 

9. 

Is  trainee  pleasant  to  be  with? 

Yes 

Yes 

Yes 

Yes 

Yes 

10. 

Is  trainee  attentive  and  "willing-to-try"? 

Yes 

Yes 

Yes 

Yes 

Yes 

11. 

Does  trainee  have  confidence  in  his  own  ability? 

Yes 

Yes 

Yes 

Yes 

Yes 

12. 

Does  trainee  have  habits,  mannerisms  and/or  physical 

conditions  that  are  distasteful  to  customers? 

No 

No 

No 

No 

No 

13. 

Does  trainee  have  an  opinion  of  the  vending  stand 
program?  What? 

Exc. 

Exc. 

Exc. 

Exc. 

Exc. 

!4* 

Does  trainee  show  good  .judgment  and  "common-sense"? 

Yes 

Yes 

Yes 

Yes 

Yes 

i5. 

Can  trainee  make  decisions,  even  if  some  are  wrong? 

Yes 

Yes 

Yes 

Yes 

Yes 

16. 

Does  trainee  read  and  write  well? 

Yes 

Yes 

Yes 

Yes 

Yes 

i7. 

Does  trainee  remember  merchandise  locations,  prices, 
customer’s  names  and  tastes,  plus  other  things 
reasonably  well? 

Yes 

Yes 

Yes 

Yes 

Yes 

i3. 

Does  trainee  understand  instructions  and  directions? 

Yes 

Yes 

Yes 

Yes 

Yes 

19. 

Does  trainee  do  simple  arithmetic  in  his  head  (.add, 
subtract,  divide,  figure  percentages? 

Yes 

Yes 

Yes 

Yes 

Yes 

20. 

Does  trainee  understand  how  equipment  functions, 

equipment  repairs,  and  simple  repairs? 

Yes 

Yes 

Yes 

Yes 

Yes 

21. 

Can  trainee  stay  on  his  feet  for  the  long  hours 

required? 

Yes 

Yes 

Yes 

Yes 

Yes 

22. 

Has  trainee  been  ill  or  not  "feeling-well"?  Why? 

No 

No 

No 

No 

No 

23. 

Can  trainee  hear  all  right? 

Yes 

Yes 

Yes 

Yes 

Yes 

2A. 

Can  trainee  orient  himself  in  space  easily? 

Yes 

Yes 

Yes 

Yes 

Yes 

25. 

Does  trainee  lose  his  balance  easily? 

No 

No 

No 

No 

No 

26. 

Does  noise  and/or  the  rush  of  business  confuse  trainee? 

No 

No 

No 

No 

No 

27. 

Is  trainee  too  nervous,  tense,  or  .jumpy? 

No 

No 

No 

No 

No 

2d. 

Does  trainee  get  discouraged  too  easily? 

No 

No 

No 

No 

No 

29. 

Does  trainee  handle  merchandise  and  make  change 
quickly? 

Yes 

Yes 

Yes 

Yes 

Yes 
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Training  Items 

1st 

rpt 

2nd 

rpt 

3rd 

rpt 

4th 

rpt 

5th 

rpt 

30. 

Does  trainee  have  any  cosmetic  defects? 

No 

No 

No 

No 

No 

31. 

Does  trainee  have  a  real  desire  for  vending  stand 

work? 

Yes 

Yes 

Yes 

Yes 

Yes 

32. 

Does  trainee  have  other  interests  that  are  inimical  to 

vending  stand  work? 

No 

No 

No 

No 

No 

33. 

Does  trainee  know  the  purpose  of  the  vending  stand 
program? 

Yes 

Yes 

Yes 

Yes 

Yes 

34- 

Does  trainee  know  the  organization  and  policies  of 

the  vending  stand  program? 

Yes 

Yes 

Yes 

Yes 

Yes 

35. 

Does  trainee  know  the  stand  opening  and  closing 
procedures? 

Yes 

Yes 

Yes 

Yes 

Yes 

Does  trainee  know  the  merchandise  locations  and  prices? 

Yes 

Yes 

Yes 

Yes 

Yes 

Does  trainee  know  and  practice  good  customer  relations? 

Yes 

Yes 

Yes 

Yes 

Yes 

« 

Does  trainee  know  and  practice  good  salesmanship? 

Yes 

Yes 

Yes 

Yes 

Yes 

39. 

Does  trainee  know  how  to  clean  on  a  scheduled  basis? 

Does  he  clean  equipment  thoroughly? 

Yes 

Yes 

Yes 

Yes 

Yes 

40. 

Is  trainee’s  honesty  above  suspicion? 

Yes 

Yes 

Yes 

Yes 

Yes 

41. 

Does  trainee  accept  responsibility  readily?  Does  he 

Yes 

Yes 

Yes 

Yes 

Yes 

"duck  out"  of  handling  distasteful  work  or  situation? 

No 

No 

No 

No 

No 

42. 

Can  trainee  make  and  serve  coffee,  tea  and  coffee 
properly? 

* 

* 

Yes 

Yes 

Yes 

43. 

Can  trainee  set-up,  fill,  operate,  disassemble,  and 
clean  the  creamer? 

* 

* 

* 

Yes 

Yes 

44* 

Can  trainee  draw  and  serve  soft  drinks  and  maintain 
the  equipment  properly? 

* 

* 

Yes 

Yes 

45, 

Can  trainee  scoop,  dish,  and  serve  ice  cream  properly? 

* 

* 

Yes 

Yes 

Yes 

46. 

Can  trainee  make  frappes  and  keep  frappe  mixer  clean? 

* 

Yes 

Yes 

Yes 

Yes 

47. 

Can  trainee  make  sodas  and  sundaess  service,  adjust 
and  clean  the  equipment? 

* 

* 

* 

Yes 

Yes 

437" 

Can  trainee  draw  and  serve  milk  plus  service  and 

clean  the  equipment? 

* 

Yes 

Yes 

Yes 

Yes 

49. 

Can  trainee  operate  the  soup  equipment  and  keep  it 
clean? 

Yes 

Yes 

Yes 

Yes 

Yes 

50.  Can  trainee  clean  and  fill  condiment  dispensers, 

napkin  holders,  paper  cup  dispensers  and  etc.  properly? 

* 

* 

Yes 

Yes 

Yes 

51. 

Can  trainee  make  and  serve  toast  and  clean  the 
toaster  properly? 

Yes 

Yes 

Yes 

Yes 

31 r 

Can  trainee  clean  customer  eating  facilities  properly? 

* 

* 

Yes 

Yes 

Yes 

53. 

Is  trainee  lax  or  "slip-shod"  regarding  cleaning 
and  sanitation? 

No 

No 

No 

No 

No 

54*  Does  trainee  know  how  to  order,  receive,  price, 
display  and  store  merchandise? 

* 

* 

* 

* 

Yes 

Does  trainee  know  inventory  control? 

* 

* 

* 

Yes 

Yes 

56. 

Does  trainee  understand  portion  control? 

* 

Yes 

Yes 

Yes 

Yes 

57. 

Does  trainee  understand  employee  relations? 

Yes 

Yes 

Yes 

Yes 

Yes 

54. 

Does  trainee  understand  menu  planning? 

* 

* 

* 

Yes 

59. 

Does  trainee  understand  display  techniques? 

* 

* 

Yes 

Yes 

Yes 

ZoT 

Does  trainee  have  the  "Thank-You"  habit? 

Yes 

Yes 

Yes 

Yes  b 

Yes 

zt r 

Does  trainee  do  suggestion  selling? 

* 

Yes 

Yes 

Yes 

Yes 

*  Abbreviation  for  Not  Yet 


Training  Items 

1st 

rpt 

2nd 

rpt 

3rd 

rpt 

4th 

rpt 

ith 

rpt 

62.  Is  trainee  friendly  yet  "business-like"  with 

customers? 

Yes 

Yes 

Yes 

Yes 

Yes 

63.  Do  the  customers  like  trainee? 

Yes 

Yes 

Yes 

Yes 

Yes 

6 4.  Can  trainee  clean  glass  properly? 

nr 

Yes 

Yes 

Yes 

Yes 

Can  trainee  clean  stainless  steel  properly? 

Yes 

Yes 

Yes 

Yes 

Yes 

66.  Can  trainee  clean  woodwork  properly? 

* 

* 

Yes 

Yes 

Yes 

67.  Can  trainee  clean  formica  properly? 

Yes 

Yes 

Yes 

Yes 

Yes 

68.  Can  trainee  clean  chrome  properly? 

* 

* 

Yes 

Yes 

Yes 

69.  6an  trainee  clean  floors  properly? 

“V 

“Yes' 

Yes 

Tes“ 

ts r 

70.  Can  trainee  make  cold  sandwiches  properly? 

* 

* 

* 

Yes 

Yes 

71.  Can  trainee  disassemble  and  clean  slicer,  clean 

cutting  board,  salad  bar,  knives  and  etc,  properly? 

* 

* 

{ 

Yes 

Yes 

Yes 

^2.  Can  trainee  use  and  clean  grille  properly? 

* 

* 

Yes 

Yes  Yes 

73-  Can  trainee  prepare,  portion  control,  and  serve  hot 
foods,  including  hot  sandwiches? 

* 

* 

* 

Yes 

Yes 

74«  Can  trainee  clean  and  maintain  the  oven,  steam  table 
and  other  hot  food  equipment? 

* 

Yes 

Yes 

Yes 

Yes 

75.  Can  trainee  operate,  clean  and  serve  from  the  deep 

fryer? 

* 

* 

Yes 

Yes 

Yes 

76.  Can  trainee  post  the  menu  board  properly? 

* 

* 

* 

Yes 

Yes 

il.  Can  trainee  operate  and  maintain  the  dishwasher? 

* 

Yes 

Yes 

Yes 

Yes 

IS,  Can  trainee  figure  profit? 

Yes 

Yes 

Yes 

Yes 

Yes 

79.  Can  trainee  do  the  daily  vending  stand  report?. 

* 

* 

* 

* 

Yes 

80.  Can  trainee  do  the  weekly  vending  stand  report? 

* 

* 

* 

* 

Yes 

81.  Would  you  hire  trainee? 

* 

* 

Yes 

Yes 

Yes 

82.  Is  trainee  vending  stand  manager  calibre? 

Yes 

Yes 

Yes 

Yes 

Yes 

83.  Is  trainee  the  type  person  for  the  vending  stand 

program? 

Yes 

Yes 

Yes 

Yes 

Yes 

84.  Do  your  employees  like  working  for  trainee? 

-  No  Employees  » 

Abbreviation  for  Not  Yet 


Comments  -  -  -  1st  Report 

Progressing  well 

Comments  -  -  -  2nd  Report 

Good  Progress 

Comments - -  -  3rd  Report 

Good  Progress 


Excellent  Progress 


Comments  -  —  -  4th  Report 


Does  Excellent 


Comments - 5th  Report 


Additional  Observations 
He’ll  make  a  good  vending  stand  operator. 
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CASE  II  —  SECTION  B 


PROVISIONAL  TRAINEE  FINAL  EVALUATION  FORM 

■■■■■■  ■■  ■  mmmmmmmmmmmmmmmmm  ■  - 


Mr.  F. _ 

Applicant 

Training  Areas 

1.  Demonstration  of  Personal  Attitudes  and 
Characteristics: 

a.  Adjustment  to  blindness* 

b.  Flexibility 

c.  Motivation  and  willingness  to  work* 

d.  General  character  and  honesty 

e.  Acceptance  of  supervision 

f.  Self-confidence 

i 

g.  Attitude  regarding  the  vending  stand 
program 

h.  Personal  appearance  and  habits 

2.  Demonstration  of  Intelligence  and 
Intellectual  Skills: 

a.  Common  sense  and  good  judgment  - 

b.  Ability  to  make  decisions 

c.  Ability  to  communicate  in  Braille  or 
in  writing* 

d.  Memory 

e.  Ability  to  understand  instructions 

f.  Ability  to  do  simple  arithmetic* 

g.  Mechanical  aptitudes 

3.  Demonstration  of  Physical  Capabilities: 

a.  General  health* 

f 

b.  Finger,  hand  and  arm  co-ordination 

c.  Absence  of  cosmetic  defects 

d.  Non-visual  sense  cues 


Date 

Minimum  Level  of  Capability 

Acceptable 

Level 

Poor  Fair  Good  Excellent 


Good 

V"" 

Good 

V" 

Good 

v/ 

Good 

v' 

Good 

v/ 

Good 

v' 

Fair 

Good 

Good 

I-/ 

Good 

Good 

\/ 

Good 

Good 

v/ 

Good 

Good 

v/ 

Good 

v/ 

Good 

Good 

Good 
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Training  Areas 


Minimum  Level  of  Capability 

Acceptable 


4-  Requirements  of  Daily  Living; 

a.  Demonstration  of  ability  to  travel 
independently* * 

b.  Demonstration  of  ability  to  dress, 
cleanse  and  groom  self* 

5.  Demonstration  of  Interests; 

a.  Desire  to  be  a  vending  stand  operator 

b.  Consistency  of  general  insterests  with 
vending  stand  work 

6.  Demonstration  of  Job  Skills  and  Knowledge; 

a.  Knowledge  of  history  and  purpose  of 
vending  stand  program 

b.  Knowledge  of  program  routines 

c.  Knowledge  of  program  policies 

d.  Ability  to  handle  the  details  of  daily 
operations 

e.  Knowledge  of  sanitation 

f.  Knowledge  of  financial  controls 

g.  Knowledge  of  inventory  control 

h.  Knowledge  of  merchandising 

i.  Knowledge  of  salesmanship 

j.  Knowledge  of  customer  relations 

7.  Requirements  for  Placement  on  a  Specific 

Location** 

a.  Ability  to  meet  geographical  considera- 
tions 

b.  Consistency  of  client  with  location 
requirements 

c.  Consistency  of  location  with  client 
desires 


Level  Poor  Fair  Good  Excellent 


Good 

Good 

\S 

Good 

Good 

Fair 

v/ 

Fair 

Fair 

v/ 

Fair 

v" 

Fair 

Poor 

Poor 

v/ 

Fair 

Fair 

\y 

Fair 

Good 

Good  / 

JZ6 od^ 

*Noteg  These  items  are  of  paramount  importance  for  work  in  a  vending  stand. 

Failure  to  attain  the  minimum  acceptable  level  in  one  or  more  of  these 
areas  is  cause  for  rejection. 

**Notes  This  section  will  be  used  only  in  those  rare  instances  when  a  location  can 
be  obtained  for  a  specific  client. 
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CASE  II 


SECTION  B 


STAND  MANAGER 9  S  REPORTS  ON  PROVISIONAL  TRAINEE 


Mr*  F. 

Trainee’s  Name 


Stand  Manager’s  Name 


Notes  Give  a  Yes  or  No  answer  to  each  question.  Unknown  may  be  used  on  the  1st 
report  but  not  on  the  2nd.  Make  any  comments  on  the  last  page  but  cross 
reference  each  comment  to  the  particular  question.  Question  number  1? 
requires  a  comment  on  each  report. 


Training  Items 

1st 

Report 

2nd 

Report 

1.  Trainee  at  work  each  day?  Arrive  on  his  own? 

Yes 

Yes 

2.  Trainee  arrive  on  time  each  day?  Stay  all  day? 

. Yes 

Yes 

3.  Trainee  dressed  appropriately  each  day?  Attire  neat  and  clean? 

Yes 

Yes 

4.  Trainee  arrive  clean  and  properly  groomed  each  day  (bath, 
deodorant,  short  nails,  hair,  shave,  moderate  makeup  and 
.jewelry,  etc.) 

Yes 

Yes 

5.  Does  trainee  keep  his  attire  and  self  reasonably  clean  all  day 

long? 

Yes 

Yes 

6,  Does  trainee  meet  people  easily? 

Yes 

Yes 

7.  Does  trainee  accept  directions  and  supervision? 

Yes 

Yes 

8.  Is  trainee  too  ’’thin-skinned”?  Does  he  accept  criticism? 

"No  /Yes 

No /Yes 

9.  Does  trainee  have  a  " chip-on-shoulder”  attitude? 

No 

No 

10.  Does  trainee  use  blindness  as  an  ’’excuse"  in  any  awy? 

No 

No 

11.  Is  trainee  pleasant  to  be  with? 

Yes 

Yes 

12.  Is  trainee  attentive  and  " willing-t o-t ry " ? 

Yes 

Yes 

13.  Does  trainee  have  confidence  in  his  own  ability? 

Yes 

Yes 

14.  Does  trainee  have  habits  that  are  distasteful  to  customers? 

No 

No 

13.  Does  trainee  have  mannerisms  that  are  distasteful  to  customers? 

No 

No 

160  Does  trainee  have  physical  conditions  that  are  distasteful  to 

No 

No 

customers  (coughs,  bad  breath,  etc.)? 

17.  Does  trainee  have  an  opinion  of  the  vending  stand  program?  What? 

See 

Note 

3ame  as 
jast  Rei 

18.  Does  trainee  show  good  judgment  and  "common-sense"? 

Yes 

Yes 

19 o  Gan  trainee  make  decisions,  even  if  some  are  wrong? 

Yes 

Yes 

20.  Does  trainee  read  and  write  well? 

Yes 

Yes 

21.  Does  trainee  understand  instructions  and  directions? 

Yes 

Yes 

22.  Does  trainee  understand  how  stand  equipment  functions?  Se 

e  Note 

Yes 

23.  Gan  trainee  stay  on  his  feet  for  the  long  hours  that  are 
necessary? 

Yes 

Yes 

24.  Has  trainee  been  ill  or  not  "feeling-well"?  Why? 

No 

No 

23.  Can  trainee  hear  all  right? 

Yes 

Yes 

26.  Can  trainee  orient  himself  in  space  easily? 

Yes 

Yes 

2i.  Does  trainee  lose  his  balance  easily? 

No 

No 

28.  Does  noice  and/or  the  rush  of  business  unduly  confuse  trainee?  Se 

e  Note 

|  No 
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Training  Items 

TsT" . 

Report 

2nd 

Report 

29.  Is  trainee  too  nervous,  tense,  or  .jumpy? 

No 

No 

30.  Does  trainee  get  discouraged  too  easily? 

No 

No 

31.  Does  trainee  still  want  to  learn  vending  stand  work?  If  no,  why? 

Yes 

Yes 

32.  Is  trainee  really  interested  in  vending  stand  work?  Or  is  he 

merely  ” trying”  vending  stand  work? 

Yes /NO 

Yes/No 

33 •  Does  trainee  know  the  purpose  of  the  vending  stand  program? 

Yes 

Yes 

34-  Does  trainee  know  the  organization  and  policies  of  the  vending 

stand  program? 

Not  Yet 

Yes 

35.  Does  trainee  know  the  stand  opending  and  closing  procedures? 

Yes 

Yes 

3^.  Does  trainee  know  the  merchandise,  locations,  and  prices? 

Yes 

Yes 

3 7.  Does  trainee  know  and  practice  the  principles  oi  good  customer 

relations? 

Yes 

Yes 

3^.  Does  trainee  know  simple  merchandising  principles? 

Yes 

Yes 

39*  Does  trainee  know  and  practice  the  principles  of  good  salesmanship 

?  Yes 

Yes 

40.  Does  trainee  know  what  is  scheduled  for  Constant  Cleaning? 

Yes 

Yes 

41.  Does  trainee  know  what  is  scheduled  for  Daily  Cleaning? 

Yes 

Yes 

42.  Does  trainee  know  how  to  clean  equipment  properly? 

Yes 

Yes 

43*  Did  trainee  take  responsibility  for  both  Constant  Cleaning  and 

Daily  Cleaning?  Did  he  do  it  properly? 

Yes 

Yes 

44*  Can  trainee  identify  coins  and  make  change  properly? 

Yes 

Yes 

42.  Is  trainee  honest? 

Yes 

Yes 

46.  Is  trainee  the  type  person  for  the  vending  stand  program? 

Yes 

Yes 

Comments  ■- . .  1st  Report 

17.  Mr.  F.  thinks  the  Program  is  great.  He  wants  to  continue. 

22.  He  knows  how  all  the  equipment  functions  but  is  still  a  little  weak  on  the 
functioning  of  the  coffee  urn. 

28.  He  is  still  adapting  to  the  noisy  coffee  break  rush.  He  will  master  it,  however0 
Notes  Mr.  F.  is  doing  exceptionally  well. 


Comments  - -  2nd  Report 

An  ideal  trainee  — =  should  be  accepted  for  operator  training. 
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CASE  II 


SECTION  B 


MANAGER  TRAINEE  FINAL  EVALUATION  FORM 

Mr.  F. _  _ 

Applicant  Date 

Minimum  Level  of  Capability 

Training  Areas  Acceptable 

Level  _ Poor  Fair  Good  Excellent 


1.  Demonstration  of  Personal  Attitudes 
and  Characteristics: 

a.  Adjustment  to  blindness* 

b.  Flexibility 

c.  Motivation  and  willingness  to  work* 

d.  General  character  and  honesty 

e.  Acceptance  of  supervision 

f.  Self-confidence 

g.  Attitude  regarding  the  vending 
stand  program 

h.  Personal  appearance  and  habits 

2.  Demonstration  of  Intelligence  and 
Intellectual  Skills: 

a.  Common  sense  and  good  judgment 

b.  Ability  to  make  decisions 

c.  Ability  to  communicate  in  Braille 
or  writing* 

d.  Memory 

e.  Ability  to  understand  instructions 

f.  Ability  to  do  simple  arithmetic* 

g.  Mechanical  aptitudes 

3.  Demonstration  of  Physical  Capabilities: 

Excellent 

As  Above 

Do. 

Do. 

Do. 

Do. 

Do. 

tx 

Do. 

U-"' 

Do. 

Do. 

Do. 

Do. 

U-' 

Do. 

Do. 

Do. 

Do. 

a.  General  health* 

b.  Finger,  hand  and  arm  coordination 

c.  Absence  of  cosmetic  defects 

d.  Non-visual  sense  cues 

4.  Requirements  of  Daily  Living: 

a.  Demonstration  of  ability  to  travel 
independently* 

b.  Demonstration  of  ability  to  dress, 
cleanse  and  groom  self* 

Do. 

Do. 

Do. 

Excellent 

As  Above 

— 

Training  Areas 

5.  Demonstration  of  Interests: 

a.  Desire  to  be  a  vending  stand 
operator 

b.  Consistency  of  general  interests 
with  vending  stand  work 

6.  Demonstration  of  Job  Skills  and 

Knowledge ; 

a.  Knowledge  of  history  and  purpose  of 
vending  stand  program 

b.  Knowledge  of  program  routines 

c.  Knowledge  of  program  policies 

d.  Ability  to  handle  the  details  of 
daily  operations 

e.  Knowledge  of  sanitation 

f.  Knowledge  of  financial  controls 

g.  Knowledge  of  inventory  control 

h.  Knowledge  of  merchandising 

i.  Knowledge  of  salesmanship 

j.  Knowledge  of  customer  relations 

7.  Requirements  for  Placement  on  a 

Specific  Location** 

a.  Ability  to  meet  geographical 
considerations 

b.  Consistency  of  client  with  location 
requirements 

c.  Consistency  of  location  with  client 
desires 


Level  of  Capabiliyy 


Minimum 
Acceptable 

Level  Poor  Fair  Good  Excellent 


Excellent 

As  Above 

V' 

Do. 

Do. 

V" 

Do. 

Do. 

Do. 

V ^ 

Do. 

Do. 

Do. 

Do. 

V" 

Do. 

Do. 

Do. 

*Note;  These  items  are  of  paramount  importance  for  work  in  a  vending  stand. 

Failure  to  attain  the  minimum  acceptable  level  in  one  or  more  of  these 
areas  is  cause  for  rejection. 

**Notes  This  section  will  be  used  only  in  those  rare  instances  when  a  location  can 
be  obtained  for  a  specific  client. 
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CASE  II 


SECTION  C 


OVERVIEW  OF  CONFERENCE  PARTICIPANTS 1  CRITIQUES  AND  CONCLUSIONS 

1.  It  was  the  consensus  of  most  groups  that  Mr.  F.  was  an  excellent 
and  most  appropriate  referral,  although  there  were  differing  views 
as  to  the  reasons  for  this  success.  Some  groups  pointed  to  the 
qualifications  and  motivation  of  the  client;  others  to  chance 
factors  given  the  total  number  of  referrals,  i.e.,  "You1 re  bound 
by  the  odds  to  get  some  successes,"  and  still  others  gave  some 
credit  to  the  rehabilitation  counselor  and  the  vending  stand 
counselor. 

2.  It  was  generally  agreed  by  the  groups  that  the  case  of  Mr.  F.  most 
favorably  described  the  role  and  functions  of  vending  stand 
counselors  or  supervisors.  The  ongoing  contacts  with,  and  evalua- 
tions  of,  Mr.  F.  served  to  not  only  measure  progress  but  also 
provided  an  excellent  opportunity  for  the  development  of  rapport 
between  the  vending  stand  counselor  and  Mr.  F.  as  well  as  a  con¬ 
tinued  learning  technique. 

3.  Most  groups  agreed  that  the  rehabilitation  counselor  functioned 
effectively,  although  some  again  raised  the  issue  of  a  chance 
referral.  The  counselor  was  given  high  marks  for  the  method  of 
counseling  and  exploring  rehabilitation  options  with  Mr.  F.  Some, 
however,  questioned  whether  there  was  psychological  and/or  voca¬ 
tional  data  to  back  up  this  exploration  with  Mr.  F.  since  little 
or  no  data  was  indicated  in  the  case  history. 

4.  It  appeared  to  be  the  consensus  of  the  groups  that  the  interaction 
and  cooperation  between  the  rehabilitation  counselor  and  vending 
stand  counselor  was,  as  was  stated  in  the  case  itself,  a  "routine" 
procedure.  Some  participants  pointed  out  that  when  cases  such  as 
that  of  Mr.  F.  proceed  with  few  problems  it  is  often  typical  that 
limited  or  routine  interaction  occurs.  Those  who  concurred  with 
this  view  tended  to  be  concerned  about  lack  of  communication  in 
these  instances  and  some  recommended  regular  and  ongoing  case 
conferences  such  as  that  described  in  Case  I  as  a  method  of  dealin 
with  this  problem. 

5.  It  was  the  consensus  of  all  the  participant  groups  that  Mr.  F. 
"rehabilitated  himself."  It  was  pointed  out  that  not  only  was  he 
well  motivated  to  become  a  vending  stand  operator  as  was  the  case 
with  Mrs.  S.,  but  unlike  Mrs.  S.  he  also  had  the  aptitude  and  over 
all  personality  characteristics  to  succeed  in  this  type  of  work. 
The  counselors  in  this  case  therefore  provided  the  opportunity, 
means  and  support  for  Mr.  F.  to  become  rehabilitated. 


' 


VII 


Directions : 

1.  Read  the  narrative  overview  of  the  case  in  Section  A„ 

2,  Review  the  relevant  examinations,  evaluations,  training 
progress  reports  and  letters  in  Section  B„ 

3o  Following  the  appropriate  evaluation  criteria  indicated 
in  Chapter  IV  (pages  56-57  ),  for  CASE  III  list  your 
reactions  and  critical  evaluations  in  each  of  the 
areas  without  reference  to  the  conference  participants’ 
results  o 

4.  Read  Section  C  to  obtain  information  on  conference 
participants’  evaluations  and  compare  with  your  own 
critique. 


106  - 


VII 


CASE  III  -  ALLAN  BALLARD 
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VII 


CASE  III  —  SECTION  A 


CASE  HISTORY 

Referral; 

Allan  Ballard,  age  15  a  sophomore,  was  a  referral  to  VR  from  the  home  tutorial 
teacher  assigned  to  the  Somerstown  School  System,  Allan  has  been  legally  blind 
since  birth  as  a  result  of  a  birth  deformity  of  the  iris.  He  also  has  strobismus 
of  the  right  eye.  The  school  nurse  and  home  teacher  referred  the  client  at  this 
time  because  he  was  supposedly  dropping  out  of  school. 

General  History; 

The  VR  Counselor  arranged  to  make  the  trip  to  the  rural  town  of  Somerstown  at  his 
earliest  convenience.  He  arranged  to  meet  with  the  school  nurse,  guidance  counselor, 
principal  and  client.  From  interviews  with  each,  the  counselor  was  able  to  obtain 
the  following; 

The  counselor  talked  first  with  the  school  nurse  who  informed  him  that  she 
was  in  the  process  of  making  the  necessary  arrangements  for  a  new  eye  examination. 
The  counselor  indicated  that  he  would  be  interested  in  the  new  report  when  it 
was  available.  The  school  nurse  indicated  that  she  felt  that  the  boy  would  quit 
school  at  the  end  of  the  year  and  gave  a  rather  discouraged  picture  of  the  client’s 
family  situation.  The  counselor  speculated  as  to  whether  he  could  see  the  client’s 
father  but  he  was  working  the  day  shift  in  a  paper  company  in  Rye  *  Vermont  and  won’t 
be  home  until  late.  Arrangements  for  an  interview  were  made  later. 

The  counselor  then  talked  with  the  guidance  counselor  in  the  high  school  and 
learned  that  the  boy  is  quiet  and  that  has  done  rather  poor  work,  but  a  look  at  his 
present  grades  indicates  that  he  is  coming  up  somewhat  this  semester.  The  guidance 
counselor  agreed  to  do  some  further  testing  and  it  was  felt  that  there  was  some 
hope  that  the  boy  could  be  talked  into  continuing  in  school  for  another  year  as  he 
was  now  only  in  the  sophomore  class. 

The  guidance  counselor  called  the  client  in  and  the  VR  Counselor  had  a  chance 
to  talk  with  him.  He  was  a  shy  boy  who  hesitated  before  answering,  but  who  was 
cooperative.  Acoustics  in  the  room  were  difficult  at  best  and  a  power  mower  working 
right  outside  the  window  didn’t  help  to  establish  conditions  that  were  condusive 
to  ease  of  discussion.  At  the  end  of  the  interview  the  counselor  suggested  that 
the  client  might  think  in  terms  of  continuing  on  in  school,  and  the  client  replied 
that  he  was  going  to  sign  up. 

The  counselor  then  talked  with  the  principal  who  indicated  that  the  client  had 
already  stated  an  interest  in  continuing  on  in  school.  The  counselor  indicated 
that  he  would  continue  to  follow  this  case  as  closely  as  he  could. 

In  the  fall  of  his  senior  year,  the  counselor  called  on  the  client  at  the 
Somerstown  High  School  where  he  was  again  a  student.  The  client  was  in  a  more 
relaxed  state  and  talked  more  freely  with  the  counselor.  The  counselor  noted  that 
his  handshake  was  a  good  deal  firmer  than  it  had  been  last  spring,  and  also  that  he 
had  the  leathery  hands  of  a  person  who  had  been  doing  some  physical  labor.  The 
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client  allowed  that  he  had  been  working  on  a  farm  during  the  summer  and  that  he 
had  managed  to  earn  a  bit  of  spending  money.  The  farm  was  that  of  a  relative  and 
the  pay  was  not  very  high. 

The  client  filled  in  an  application  for  VR  services  and  asked  the  counselor 
to  check  with  his  parents  about  a  physical  exam.  The  client  indicated  that  he 
knew  that  he  was  soon  to  go  for  an  eye  examination.  The  exams  were  given  and 
results  received.  (See  Section  B) 

The  counselor  then  talked  with  the  school  guidance  counselor.  Since  the  last 
visit  the  student  had  been  given  the  Kuder  Vocational  Preference  Test  and  the 
significant  scores  indicated  that  his  strong  areas  of  interest  lie  in  the  Mechanical, 
Outdoor  and  Scientific  areas. 

The  client  indicated  that  he  thought  he  would  like  T.V.  repair  even  though 
he  knew  that  he  would  have  to  leave  home  if  he  were  to  go  for  further  training  and 
employment . 

During  the  senior  year,  the  counselor  continued  to  work  with  the  client 
trying  to  clarify  vocational  goals.  Before  the  end  of  the  senior  year,  it  was 
agreed  that  Allan  Ballard  should  be  referred  for  a  full  vocational  evaluation  so 
that  true  vocational  interests  and  potentials  could  be  established.  This  was  done 
and  the  client  progressed  through  12  weeks  of  evaluation  fairly  well.  (See  See- 
tion  B) 


Near  the  end  of  the  evaluation  period,  the  V.R.  counselor  made  a  trip  to  the  Re¬ 
hab  Center  to  talk  with  this  client  counselor  down  there.  The  counselor  wanted 
to  try  and  make  the  transition  as  easy  as  it  could  be.  Due  to  the  shortage  of 
funds  the  counselor  had  to  advise  Mr.  Fry  that  he  could  not  authorize  any  ex¬ 
tension  of  services  and  then  went  on  to  tell  of  an  employment  opportunity  in  New¬ 
port,  New  Hampshire. 


The  counselor  also  talked  with  the  client  on  this  date  and  advised  him  of 
the  employment  in  Newport  at  the  Johnson  Element  Co.  The  client  seemed  to  be  in¬ 
terested  and  asked  for  time  to  consider.  The  counselor  indicated  that  he  would 
call  at  the  end  of  the  week  for  an  answer. 


The  V.R.  counselor  called  and  was  told  that  the  client  was  looking  for  work 
down  there  but  also  wants  to  consider  the  job  in  Hartford  and  the  counselor  £.~ 
sgreed  to  proceed  on  this  basis  with  the  employment  as  well  as  with  finding  a  room 
if  one  could  be  found  and  held  without  a  deposit,  waiting  for  definite  word  from 

the  client. 


The  V.R.  counselor  later  called  on  Mrs.  Erwin,  the  employer,  at  the  John¬ 
son  Element  Co,  and  got  her  O.K.  to  bring  in  the  client  as  soon  as  he  finished 
his  evaluation.  Arrangements  were  also  made  to  hold  a  room  in  a  local  hotel  with 
no  down  payment.  This  information  was  then  telephoned  to  the  Rehab  Center  for 
their  consideration  in  working  with  the  client. 

A  week  later,  the  client  finished  his  twelve  weeks  evaluation  period  at  the 
Rehab  Center.  Due  to  insufficient  V.R.  funds  the  counselor  was  unable  to  extend 
his  evaluation  period  as  had  been  recommended  by  the  center.  The  client  elected 
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to  take  the  job  in  Newport,  N0H0  and  so  went  home  to  wait  for  the  V.R.  counselor 
to  complete  the  arrangements  to  start  him  on  the  job. 

A  few  days  later,  the  counselor  drove  to  Woodsville  and  transported  the  client  to 
Newport,  N.H.  and  got  him  settled  in  a  room  in  the  Sale©  Hotel,  Orientation  to  the 
center  of  town  and  to  the  plant  was  given  on  this  date.  The  V.R.  Counselor  author¬ 
ized  the  hotel  to  bill  the  V.R.  program  for  the  rent  on  the  room  for  a  period  of 
four  weeks  during  which  time  the  client  is  in  a  training  status.  The  restaurant  in 
the  hotel  was  also  authorized  to  bill  the  V.R.  program  for  meals  during  the  time 
while  the  client  is  getting  settled  on  the  job.  The  counselor  discussed  finances 
with  the  client  and  advised  that  since  his  room  and  board  were  being  taken  care  of 
for  a  brief  spell  he  would  be  expected  to  use  his  initial  pay  to  take  care  of  any 
extra  clothing  that  he  might  need.  The  client  agreed. 

The  next  day  the  client  was  started  on  the  job  as  a  power  press  operator  at  the 
Johnson  Element  Co0,  a  company  which  manufactures  heating  elements  for  small  appli¬ 
ances  such  as  hair  dryers »  The  counselor  helped  the  client  through  the  initial 
phase  of  getting  his  job  application  out  of  the  way  and  then  Mrs.  Erwin  turned  the 
client  over  to  the  shop  foreman  for  training. 

The  client  started  at  the  pay  rate  of  $1.60  per  hour  with  the  understanding  that 
he  could  rise  from  this  level  as  his  production  built  up.  The  client  was  also  told 
that  he  might  expect  to  progress  to  other  and  more  complicated  jobs  in  the  shop  as 
soon  as  he  demonstrated  his  ability  to  work  quickly  and  safely. 

Late  in  the  day,  before  returning  home,  the  counselor  checked  at  the  plant  and  was 
informed  that  the  client  was  coming  along  well  and  that  he  had  already  made  contact 
with  a  fellow  worker  who  would  give  him  transportation  to  and  from  work  each  day, 
picking  him  up  in  front  of  the  hotel. 

A  few  weeks  later,  in  response  to  a  call  from  Mrs.  Erwin  the  employer  of  Johnson 
Element  Co.  to  the  effect  that  the  client  had  expressed  some  dissatisfaction  with 
the  job  due  to  its  monotony.  The  counselor  called  on  the  client  and  had  a  rather 
lengthy  counseling  session  with  him.  It  was  pointed  out  the  various  advantages 
of  working  during  this  time  when  other  plans  for  more  specific  training  might  be 
developed.  The  client  finally  agreed  that  it  was  far  better  to  be  working  than  it 
was  to  be  sitting  at  home  doing  nothing.  The  client  indicated  that  he  would 
continue  on  the  job. 

The  next  month  the  counselor  discovered  that  theclient  had  not  returned  to  work 
at  the  Johnson  Element  Company.  The  counselor  decided  to  change  his  itinerary  for 
the  day  and  go  to  the  client’s  home  to  find  out  what  the  situation  was.  The  trip 
was  necessitated  by  the  fact  that  the  client  has  no  phone  at  home. 

The  client  and  his  father  were  both  at  home  and  talked  with  the  counselor.  The 
client  indicated  that  he  wanted  to  live  somewhere  other  than  in  a  small  town  like 
Newport.  The  counselor  indicated  that  he  was  aware  of  this  and  would  continue  to 
try  to  place  him  in  some  other  work  or  training  situation  but  suggested  that  in 
the  meantime  he  consider  returning  to  work.  It  was  pointed  out  that  this  would 
place  him  closer  to  Concord  and  this  would  make  it  easier  for  the  counselor  to 
work  with  him. 

The  client  indicated  that  he  wanted  to  think  it  over.  The  counselor  agreed  that 
this  would  be  all  right  but  insisted  that  when  the  client  had  made  a  decision  he 
would  call  the  company  and  let  them  know  himself.  The  counselor  concluded  the 
conference  by  indicating  that  if  he  wanted  to  return  to  work  immediately  he  would 
drive  him  back  to  Newport  and  help  him  get  his  belongings  into  the  hotel.  The 
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client  declined  this  offer.. 


Two  days  later  the  counselor  called  the  Johnson  Element  and  found  that  the  client 
had  called  and  told  them  that  he  was  not  returning  to  work*  The  V.R.  Counselor 
did  not  have  any  contacts  with  Allan  Ballard  until  a  few  months  later  when  a 
local  welfare  worker  informed  him  that  the  client  was  staying  and  working  on  his 
uncle’s  farm  and  the  uncle  was  concerned  as  to  what  Allan  would  be  able  to  do  for 
a  living  in  the  future.  The  V.R.  Counselor  went  over  the  general  history  of  the 
case,  thus  far,  and  agreed  to  see  the  client  again  as  soon  as  possible® 

The  V.R.  Counselor  called  on  the  client  at  the  home  of  his  uncle,  for  whom  he  was 
doing  some  farm  work.  The  counselor  discussed  with  the  client  the  desirability  of 
moving  down  to  the  Manchester  area.  The  initial  prospect  that  the  counselor  had 
in  mind  was  the  vending  stand  at  the  Post  Office®  This  was  not  the  ultimate  goal 
for  this  client,  but  it  at  least  would  bring  him  down  to  an  area  where  there  were 
more  diversified  chances  for  his  employment. 

The  client  did  not  seem  at  all  interested  in  this  proposition.  The  counselor  did 
not  stress  accepting  it  as  the  client  was  not  regarded  as  vending  stand  material. 
The  counselor  indicated  that  he  would  continue  trying  to  make  some  sort  of 
arrangements  for  the  client  to  go  to  Manchester. 

Several  weeks  later,  the  V.R.  Counselor  called  on  the  client  in  Somerstown  and 
found  that  he  was  working  as  a  laborer  on  a  local  farm.  This  is  not  the  farm 

which  is  owned  by  his  uncle  that  he  started  working  on  when  he  first  left  his  em=> 

ployment  in  Johnson  Element  Co.  in  Newport. 

The  client  indicated  that  he  was  still  not  particularly  interested  in  leaving 
Somerstown  and  said  that  he  liked  the  work  that  he  was  doing.  He  stated  that  his 
sight  was  enough  so  that  he  could  drive  the  tractors  in  the  field.  At  the  time  of 
this  visit  the  client  was  involved  in  the  end  of  the  haying  season  and  indicated 
that  the  rainy  weather  had  been  difficult  resulting  in  much  time  when  no  field 
work  could  be  done. 

The  counselor  advised  the  client  that  he  would  place  his  name  in  an  employed 
status  and  that  if  he  continued  to  work  satisfactorily  he  would  then  close  the 

case.  The  client  was  advised  that  he  could  always  reapply  for  other  services  if 

he  needed  them. 

About  a  month  later,  the  V.R.  Counselor  called  on  the  client  and  found  that  he 
continued  to  be  employed  as  indicated  in  the  last  regular  case  note.  The  client 
stated  that  he  knows  of  his  rights  to  further  V.R.  services  if  he  so  desires  and 
agreed  that  he  understood  what  it  meant  to  be  closing  the  case  at  this  time  as 
employed. 

The  counselor  reviewed  with  him  his  background  of  training  at  the  Mass.  Rehab 
Center  as  well  as  his  employment  in  the  Johnson  Element  Company  in  Newport.  His 
client  still  insisted  that  he  wished  to  remain  in  Somerstown  and  was  happy  with 
his  present  farm  employment. 

When  the  counselor  asked  the  client  again  how  much  he  was  earning  the  client  again 
indicated  that  when  the  weather  is  bad  he  does  not  work  so  much  but  did  indicate 
that  lately  it  has  been  pretty  good.  He  said  that  last  week  he  earned  $50.00  and 
that  this  was  about  the  high  that  he  ever  got. 

The  case  was  closed  in  status  26  as  a  hired  farm  laborer. 
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CASE  III  —  SECTION  B 


GENERAL  MEDICAL  EXAMINATION 


Name 


Allan  Ballard 


Age 


18 


Sex 


M 


Address 


Rural  Route  1,  Somerstown,  New  Hampshire 


Race  WSMWD 


=Yes) 

0  Persistent  cough 

0  Cough  producing  blood 
6  Shortness  of  breath 
0  Pain  in  chest 

0  Swollen  ankles 

0  Loss  of  appetite 

0  Frequent  indigestion 
0  Hemorrhoids 

0  Diarrhea  or  constipation 
0  Blood  in  stool  or  urine 

0  Painful  or  difficult  urination 
0  Hernia 

0  Rheumatism 

0  Varicose  veins  or  ulcers 


What  treatment  and  medication  is  patient  receiving  now? 

Annual  check-up 

PHYSICAL  EXAMINATIONS 

Heights  5  ft.  7  in.  Weight  1A5  lbs  Temperature  97  o  4 

Pulse  70/mino  Respiration Ik  /min.  Blood  Pressures 

systolic  122 

Dyspnea  Cyanosis  Edema  diastolic  ~7£^ 

Eyess  discharge;  corneal  scar;  pupils;  strabismus;  ptosis;  cataract;  tension0 

strabismus  iris 


Earss  discharge;  drums;  mastoids0  NEG. 

Noses  discharge;  obstruction;  polyps;  sinusitis;  septal  NEG. 

deviation  or  perforation. 

Mouths  pyorrhea;  caries;  dentures;  abnormality  of  tongue  or  palate.  NEG. 
Throats  tonsils;  post-natal  discharge.  NEG. 


HAS  PATIENT  SUFFERED  FROMs  (0=No 

0  Excessive  fatigue 
IT  Unusual  weight  gain  or  loss 
0  Fainting  spells 
0  Fever,  night  sweats 
0  Unusual  irritability 
0  Frequent  headaches 
0  Nervous  breakdown 
0  Convulsions  or  ’’fits'* 

0  Difficulty  with  thinking 
3ZI  Difficulty  with  vision 
0  Difficulty  with  hearing 
0  Tuberculosis 
0  Asthma  or  hay  fever 


Operations 

Accidents 

Nego 

Fractures 

Neg. 

Serious  Illness 
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Necks  nodules;  thyroid;  engorged  veins,  NEG. 

Breastss  nodules;  discharge;  tenderness,  NEG, 

Lymphatics:  cervical,  inguinal,  etc,  NEG, 

Hearts  thrills;  apex  beat;  size;  shape;  rate;  rhythm;  murmur;  NEG. 
friction  rub. 


Peripheral  Vessels:  varicose  veins;  arteriosclerosis;  circulation  NEG. 


in  feet,  hands. 

Lungs:  If  tuberculosis  is  suspected,  recommend  chest  X-rays,  NEG. 

sputum  examination,  and  examination  by  chest  specialist. 

Abdomen:  scars;  masses;  palpable  organs.  NEG. 

Hernia:  location  and  type.  NEG. 

Genito-Urinary:  discharge;  variocele;  epididymitis;  testicular  NEG. 

atrophy  or  mass. 

Gynecological:  prolapse;  cystocele;  rectocele;  cervix;  fundus;  NEG. 

adnexa. 

Ano-Rectal:  piles;  prolapse;  fissure;  fistula;  prostate-size  NEG. 

consistency. 


Musculo-Skeletal:  amputations;  weak  feet;  arthritis;  deformities.  NEG. 

Skin:  moisture;  eruptions;  scars;  ulcers.  NEG. 

Neurological:  speech;  gait;  behavior;  ideas;  muscle  power;  NEG. 

sensation;  reflexes;  coordination. 

Fundi:  discs;  vessels;  exudates;  hemorrhages.  NEG0 

DIAGNOSIS:  coloboma  iris,  strabismus-recommend  eye  exam. 

PROGNOSIS:  patient  progressing 

REMARKS: 


Date  of  Examination  9/20/70 


William  Checkup  M0 
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CASE  III 


SECTION  B 


EYE  EXAMINATION  (Specialist) 

NAME  s _ Allan  Ballard _ SEX _ M _ RACE  W 

ADDRESS;  Rural  Rt«  1  Somerstown,  New  Hampshire 

RIGHT  LEFT 

DATE  OF  BIRTH ; _ AGE  AT  ONSET  OF  BLINDNESS;  EYE;  birth  EYE;  birth 

DIAGNOSIS; 

Eye  condition  primarily  responsible  for  blindness;  Coloboma  iris,  choroid,  retina 
OUo  Lens  changes  OU  Right  internal  strabismus, 

— | - 1 — | - 1 - rrm — n — - rr-rW - 1 - - - - - —— - - - - - *“ - 1 - 1 - rim - r~ rrrm - - — irm  niifr  —  ihhibii n  ■■  ■■  n  i  w  i  M 

Secondary  conditions  if  any;  None 

Etiological  factor  responsible  for  primary  eye  condition;  _ 

If  there  is  a  history  of  eye  injury  state  type  and  date; 

Describe  the  appearance  of  eyes,  including  fundi;  As  above.  Left  eye  smaller 
right. 

Tension  Readings  by  Tohometer 


CENTRAL  VISUAL  ACUITY; 

WITHOUT  GLASSES 

Distance  (20  ft.)  Near  (14  in. ) 

Right  eye  20/400  20 /BOO  near  equivalent 

Left  eye  20/200  6  pt.  up  close 

Is  there  any  limitation  in  the  field  of  vision? 
What  is  widest  diameter  in  degrees  of 
remaining  field? 


WITH  GLASSES 

Distance  (20  ft.)  Near  (14  in, ) 
No  improvement 

11  11 

Rt.  Eye  -  -  -  Lt  Eye  -===<= 
Rt.  Eye  -  -  -  Lt  Eye  -  -  «= 


Prognosis; 

Recommendations-Primary  eye  condition;  None 

Recommendations-Etiological  condition;  __________ 

Remarks  (when  should  applicant  be  reexamined? ) ; _ 


Date  of  examination  9/17/70  Paul  B.  Stygmus,  M0Do 

Date  of  report  10/31/70 _  Hitchcock  Clinic,  Hanover, NH 
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CASE  III  -  SECTION  B 


REHABILITATION  UNIT  CLIENTS  Allan  Ballard 

MONTHLY  REPORT  TO  AGENCY  DATEs  December  20th 

TOs  New  Hampshire  Blind  Services 

This  is  a  four  week  report  on  the  above-name  client,  covering  the  period  from  No¬ 
vember  17  to  December  12.  During  this  time  period,  Allan  was  engaged  in  a  Compre¬ 
hensive  Work  Evaluation  Program. 

Work  Performance  Result sg 

1°  Shoe  Sorting 

The  first  work  station  that  Allan  was  assigned  to  was  in  our  Textile  Department 
sorting  shoes .  His  job  in  this  department  was  to  take  the  shoes  that  he  was  given 
and  to  match  them0  The  shoes  which  are  donated  to  us  are  in  a  mixed  bunch  and, 
therefore,  must  be  matched  by  one  of  our  workers.  After  matching  the  shoes,  he 
was  to  price  them  and  prepare  them  for  sale  in  the  store.  Allan  did  quite  well  on 
this  work  station  demonstrating  that  he  has  some  good  useable  vision0 

2°  Maintenance 

The  second  work  station  that  Allan  was  on  was  one  where  he  was  responsible  for 
cleaning  all  of  the  bathrooms  and  stairs  on  the  three  floors  of  the  workshop,  and 
clean  the  retail  store  floor.  His  performance  at  this  job  was  excellent.  The 
supervisor  said  that  he  was  one  of  the  best  custodians  we  had  doing  this  job  in  a 
very  long,  long  time.  Allan  worked  very  well  on  it  and  did  so  without  much  su¬ 
pervision.  This  is  a  good  work  station  on  which  to  try  one  to  find  out  how  well  a 
person  works  within  a  fairly  unstructured  nonsupervised  capacity.  Allan  did  quite 
well  on  this,  as  I  have  said,  and  seemed  to  enjoy  the  work  quite  a  bit. 

3o  E  ie  ct  r  o-Me  ch  ani  e  al 

The  third  work  station  that  Allan  has  been  working  on  during  this  four  week  per¬ 
iod  was  in  our  Radio  and  T.V.  Repair  Shop.  His  first  assignment  within  this  de¬ 
partment  was  to  learn  how  to  sort  the  tubes  according  to  their  serial  number, 
whether  they  be  radio  or  television  tubes.  Also,  he  was  required  to  test  these 
tubes  on  an  electronic  tube  tester.  His  performance  at  this  job  was  fairly  good. 
From  this  job  he  has  been  moved  onto  minor  repair  work  on  the  radio  and  televi¬ 
sions.  This  is  an  excellent  work  station  to  try  Allan  on  in  order  to  determine 
whether  or  not  his  lack  of  visual  acuity  will  be  a  hindrance  to  him  in  further  vo¬ 
cational  objectives.  As  I  have  already  stated,  the  progress  of  his  work  has  been 
fair  to  good.  It  is  perhaps  too  early  to  tell  just  how  much  success  he  can  have 
at  this  work  station  since  he  has  only  been  on  it  for  two  weeks. 

OBSERVATIONS  AND  CONCLUSIONS 

We  have  observed  during  this  first  four  weeks  that  Allan  has  strong  work  habits. 

He  is  very  punctual  in  reporting  to  work  and  reporting  back  to  work  from  lunch 
breaks.  Also,  his  attendance  is  quite  good. 
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During  the  Pre-Admission  interview  our  medical  consultant  noticed  some  degree  of 
hypertension.  There  was  a  question  whether  this  hypertension  was  connected  with 
nervous  anxiety  of  kidney  malfunctions,  Allan  is  presently  being  seen  at  Lynn 
Hospital  for  a  hypertension  workup  to  determine  the  cause,  A  full  report  will  fol¬ 
low  this  one  on  the  results  of  these  medical  tests. 

Also,  I  have  scheduled  Allan  for  an  evaluation  at  the  Low  Vision  Aid  Clinic  at 
University  Hospital.  He  will  have  this  evaluation  on  January  6th.  .  After  this  eval¬ 
uation  we  shall  know  whether  any  optical  aids  can  be  prescribed  for  Allan  which 
will  be  of  help  to  him  in  increasing  not  only  the  visual  field  but  visual  acuity „ 
With  such  knowledge,  we  will  be  able  to  help  Allan  in  making  realistic  vocational 
plans  for  himself. 

On  a  social  sphere,  Allan  has  formed  some  relationships  at  the  residence,,  How¬ 
ever,  I  have  noticed  that  he  is  a  very  shy  person  who  doesn’t  mingle  to  a  great 
extent.  Perhaps  this  lack  of  inter-relationships  with  his  peers  comes  from  a 
developmental  phase  in  which  he  did  not  interact  with  his  school  mates.  It  is 
hoped  that  through  this  exposure  at  our  residence  that  Allah  will  be  able  to  out¬ 
grow  this  and  learn  how  to  associate  with  his  peers. 

I  have  also  scheduled  Allan  for  group  psychotherapy.  He  will  begin  this  at  the  be¬ 
ginning  of  the  New  Year.  I  believe  that  this  will  be  of  great  help  to  him  in  that 
he  will  learn  that  many  other  persons  with  similar  disabilities  experience  many  of 
the  same  psycho-social  problems  that  Allan  is  laboring  under.  Also,  it  will  &ive 
him  a  chance  to  learn  how  to  talk  about  these  problems  and  to  cope  with  them.  This 
experience  probably  will  facilitate  his  problems  without  many  of  the  inhibitions 
that  he  is  now  demonstrating. 

Recommendations  % 

At  this  present  time  I  would  recommend  continuing  him  in  his  Comprehensive  Work 
Evaluation  Program  in  an  effort  to  give  us  an  opportunity  to  try  him  on  different 
work  stations.  Also,  we  will  need  the  Low  Vision  Aid  Clinic  evaluation  in  order 
to  help  us  complete  this  Comprehensive  Work  Evaluation.  Allan  will  probably  be 
receiving  a  new  battery  of  psychological  tests.  I  do  not  wish  to  have  these  ad¬ 
ministered  at  this  time  because  I  would  rather  have  Allan  feel  more  comfortable 
and  at  ease  so  that  we  would  get  a  truer,  picture  on  the  results  of  these  tests. 

If  you  have  any  questions  upon  this  report  please  feel  free  to  call  me. 


Ronald  F.  Johnson 
Rehabilitation  Counselor 
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CASE  III  -  SECTION  B 


REHABILITATION  UNIT 
MONTHLY  REPORT  TO  AQSNCY 


CLIENT:  Alan  Ballard 
DATE:  January  13,  1973 


TO:  New  Hampshire  Blind  Services 

This  is  a  four  week  evaluation  report  on  the  above-named  client,  covering  the  per¬ 
iod  from  December  15,  to  January  2.  During  this  four  week  period  Allan  continued 
in  his  Comprehensive  Work  Evaluation  Program, 

Work  Performance  Results: 

1,  Electro— mechanical 

Allan  was  placed  in  this  department  in  order  to  test  his  ability  to  work  with  small 
tools  and  some  mechanical  devices.  These  mechanical  devices  would  be  such  things 
as  a  tube  checker,  which  is  used  in  determining  whether  radio  and  television  tubes 
are  any  good.  Also,  there  is  some  soldering  involved.  The  supervisor  reports  that 
Allan  learned  to  handle  each  step  of  this  operation  quite  easily  and  his  work  was 
quite  good.  Also,  the  supervisor  felt  that  even  though  Allan  is  reported  to  have 
limited  vision,  this  did  not  seem  to  affect  his  ability  to  handle  this  type  of  op¬ 
eration.  On  this  work  station  Allan  first  learned  how  to  determine  whether  tubes, 
radio  and  television,  are  useable  through  the  use  of  a  tube  checker.  Then  he 
learned  how  to  do  minor  repair  work  on  radios.  The  minor  repair  work  might  consist 
of  replacing  tubes  or  doing  some  soldering.  From  these  different  operations,  we 
are  able  to  evaluate  whether  a  person  does  possess  the  mechanical  and  intellectual 
ability  to  understand  this  type  of  work.  Also,  it  shows  whether  or  not  a  person 
could  progress  further  in  this  field  with  further  training.  At  this  present  time 
the  supervisor  felt  that  Allan  possessed  the  ability  to  handle  these  small  opera¬ 
tions  under  supervision.  However,  whether  he  could  progress  within  a  trade  school 
situation  would  be  premature  to  suggest  at  this  time  since  he  has  only  been  at  this 
department  one  week. 

2.  Stockroom 

Allan  was  placed  on  this  work  station  in  order  to  evaluate  his  ability  to  work 
with  only  limited  supervision  and  to  learn  to  handle  the  duties  of  a  stockroom0 
There  is  some  reading  and  writing  involved  in  this  job  operation.  As  of  the  writ¬ 
ing  of  this  report,  Allan  has  not  worked  at  this  job  station  one  full  week  yet. 

The  reason  for  this  is  that  his  assignment  came  at  a  time  when  the  Christmas  and 
New  Year  holidays  intervened.  Allan  was  away  from  the  day  before  Christmas  until 
January  5,  1973*  Presently,  he  is  still  in  the  stockroom  and  we  are  evaluating 
his  ability  to  handle  this  job  station.  We  would  summize  that  this  ability  to 
work  without  supervision  is  fairly  high  since  when  he  was  on  maintenance,  a  job 
station  which  does  not  have  a  great  deal  of  supervision,  he  did  quite  well. 

Behavioral  Observations: 

The  supervisors  indicated  that  Allan’s  work  habits  are  quite  good.  He  reports  to 
work  on  time,  attends  to  his  job  duties  and  works  well  with  supervision.  However 
they  do  feel  that  in  many  respects  Allan  is  very  shy,  and  possibly  in  this  re¬ 
spect  is  not  an  aggressive  character.  This  passive  attitude  might  inhibit  him  on 
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a  competitive  job  in  that  he  would  remain  at  one  level  fearing  to  move  to  other 
levels  because  of  the  feelings  of  insecurity  or  challenge  of  responsibility0 
Allan  has  exhibited  certain  expertise  toward  handling  mechanical  operations  that 
possibly  indicates  that  he  might  be  able  to  handle  a  trade  school  program0  As 
yet,  I  have  not  explored  the  feasibility  of  such  a  program  with  him  as  at  the 
present  time,  we  are  trying  to  crystalize  what  vocational  objective  Allan  is 
formingo  Allan,  has  not  been  able  to  verbalize  any  specific  vocational  objective 
other  than  getting  a  job  with  a  reasonable  income. 

Recommendations  s 


At  this  time  I  can  only  recommend  continuation  of  his  Comprehensive  Work  Evalua¬ 
tion  Program.  During  the  ensuing  weeks  we  will  be  trying  to  help  Allan,  crystalize 
his  vocational  objectives  to  determine  whether  or  not  he  wishes  to  go  on  for 
further  schooling  or  to  try  competitive  work  instead  of  going  to  school.  I 
feel  that  a  job  that  would  provide  on-the-job  training  might  be  very  good  for 
Allan  as  he  could  progress  further  and  possibly  gain  more  confidence  in  his  own 
ability  to  perform  at  a  competitive  job. 


Ronald  Fc  Johnson 


Rehabilitation  Counselor 
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CASE  III  -  SECTION  B 


REHABILITATION  UNIT  CLIENTS  Allan  Ballard 

FINAL  REPORT  TO  AGENCY  DATEs  February  6th 

TOs  New  Hampshire  Bureau  of  Blind  Services 

This  is  a  final  review  of  the  above-named  client,  covering  the  period  from  Jan¬ 
uary  l6th  to  February  6th.  During  this  time,  Allan  completed  his  Comprehensive 
Work  Evaluation  Program0 

Work  Performance  Result sg 

1.  Radio  and  Television  Repair 

Allan  continued  in  this  department  after  having  been  there  for  a  number  of  weeks 
since  the  beginning  of  his  program0  He  has  shown  some  progress  in  his  ability 
to  learn  the  more  complex  tasks  of  repairing  radios  and  televisions,,  As  I  men¬ 
tioned  before,  to  recommend  continuation  in  this  field  of  employment  might  be 
risky  because  of  the  fact  that  now  televisions  are  coming  through  with  minute 
circuits  that  would  present  a  problem  to  Allan  in  the  light  of  his  visual  hand¬ 
icap. 

2.  Stockroom  Work 

Allan  has  been  working  on  this  for  the  last  three  or  four  weeks.  On  this  job  he 
was  responsible  for  preparing  the  shipments  to  our  various  stores  in  the  nearby 
towns o  Allan  stated  that  the  only  difficulty  he  found  with  this  job  was  reading 
the  labels  on  the  different  boxes •  He  could  read  them  but  he  would  have  to  hold 
the  box  awfully  close  to  him.  This  became  a  difficult  problem  when  the  box  was 
rather  large  and  could  not  be  picked  up  and/or  the  label  was  in  an  awkward  place 
for  him  to  be  able  to  read  it.  The  supervisor,  however,  was  pleased  with  his 
performance  on  this  job  and  his  performance  met  with  our  criteria.  However,  in 
private  industry  his  slowness  might  be  a  significant  detriment  to  success  in  a 
job  in  a  stockroom. 

OBSERVATIONS g 

O— OBPUCTMJCW  r—  B——OMCMB 

During  this  latter  four  week  period,  Allan  has  been  on  a  number  of  interviews. 

He  was  aware  of  the  job  waiting  for  him  in  Newport,  New  Hampshire,  that  you  had 
arranged  for  him.  However,  he  could  not  decide  whether  he  wished  to  take  that 
or  to  look  around  down  here.  Our  Placement  Specialist,  Mrs.  Small,  had  sent  him 
out  on  three  of  four  interviews.  With  each  interview  there  seemed  to  be  an  ele¬ 
ment  of  anxiety  so  that  Allan  was  not  able  to  use  his  limited  vision  to  the  full¬ 

est  extent.  We  determined  this  by  the  fact  that  other  persons  with  more  severe 
visual  handicaps  have  been  sent  out  on  similar  jobs  and  had  almost  gotten  them. 
When  Allan  was  sent  out  on  them,  many  times  the  employer  would  say  that  his  vi¬ 
sion  was  worse  than  the  others  we  had  sent.  Knowing  that  this  could  not  be  the 

case,  we  could  only  summize  that  anxiety  was  interfering  with  his  performance. 

On  a  couple  of  occasions,  Allan  was  able  to  substantiate  that  he  was  quite  anxi¬ 
ous  during  the  interview  and  that  perhaps  this  did  effect  his  performance.  Some 
of  the  jobs  that  we  sent  Allan  weres  (l)  In  a  shoe  factory,  working  on  a  last¬ 
ing  machine,  (2)  Sears  and  Roebuck,  working  in  the  stockroom,  packaging  ,  (3)  an 
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electronic  company,  packing  starters  for  fluorescent  bulbs.  On  the  latter  two 
interviews  Allan  was  unsuccessful  in  securing  employment.  However,  in  the  first 
one  the  employer  was  interested  in  him  and  was  willing  to  train  him  to  work  on  a 
lasting  machine,  but  Allan  was  reluctant  to  accept  this  position.  The  reasons 
for  this  were  that  he  felt  there  wasn’t  any  future  in  the  shoe  industry  and  that 
it  was  a  very  unstable  industry.  Also,  he  did  not  know  whether  he  could  support 
himself  on  the  $1.60  an  hour  that  he  would  be  earning.  As  I  talked  out  his  de¬ 
cision  with  him,  I  could  see  that  Allan  had  thought  this  through  fairly  exten¬ 
sively  and  had  come  to  a  conclusion  which  he  felt  very  comfortable  with. 

At  this  present  time,  Allan  has  decided  to  return  to  New  Hampshire  and  to  work 
at  the  job  that  you  have  secured  for  him  in  Newport,  New  Hampshire. 

Recommendations : 

At  this  present  time  I  would  recommend  that  Allan  be  followed  very  closely  dur¬ 
ing  the  next  few  months.  He  has  verbalized  a  very  strong  interest  in  learning 
a  trade  or  completing  his  education  by  learning  a  skilled  trade.  By  following 
him,  you’ll  be  able  to  support  his  endeavors  at  present  and  to  encourage  and 
show  him  where  other  trade  opportunities  do  exist.  If  funds  do  allow  a  referral 
back  to  us  at  a  later  date,  we  would  be  happy  to  accept  this  client  in  order  to 
work  with  him  further  on  his  vocational  aspirations. 


Ronald  F.  Johnson 
Rehabilitation  Counselor 
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CASE  III 


SECTION  C 


OVERVIEW  OF  CONFERENCE  PARTICIPANTS ?  CRITIQUES  AND  CONCLUSIONS 


There  was  a  great  deal  of  concern  expressed  by  the  groups  about 
the  role  of  the  rehabilitation  counselor  with  this  case.  All 
agreed  that  the  case  file,  at  least,  did  not  reflect  good  counse¬ 
lor-client  rapport  and  communication.  Some  groups  centered  their 
concerns  around  large  case  loads,  others  were  concerned  with  the 
attitudes  and  value  systems  this  case  emphasized  especially  with 
regard  to  the  rural  disadvantaged  and  poor. 

Most  groups  viewed  the  counselor  placing  a  great  deal  of  emphasis 
on  establishing  a  rehabilitation  plan  and  effecting  a  job  placement. 
While  some  argued  that  this  was  a  most  realistic  approach  in  this 
case  others  argued  that  placement  concerns  were  premature.  Those 
who  agreed  with  the  later  point  of  view  stressed  the  need  for  more 
psychological  evaluation,  initial  ongoing  counseling  in  a  more  in- 
depth  exploration  of  vocational  objectives,  and  some  supportive 
services  in  the  areas  of  socialization  and  interpersonal  relation¬ 
ships,  With  regard  to  this  last  issue  there  was  considerable 
debate  as  to  the  role  of  the  rehabilitation  counselor,  goals  of 
rehabilitation,  and  agency  requirements  and  resources  available  in 
smaller  towns  and  cities  vs,  large  metropolises. 

The  client :s  role  was  most  often  described  as  "passive,  agreeable, 
easily  influenced,  socially  deprived,  shy  and  immature."  All  of 
the  groups  tended  to  reflect  on  the  poor  rapport  built  between  the 
counselor  and  client,  although  some  suggested  this  may  have  been 
due  to  poor  report  writings.  Most  groups  however  tended  to  place 
most  of  the  responsibility  on  the  counselor,  A  quote  reflective 
of  the  role  of  client  as  expressed  by  the  groups  in  terms  of  the 
outcome  of  the  case  was  11  in  the  end,  Allan  even  with  rehabilitation 
efforts  or  miss  efforts  placed  himself,” 

Few  of  the  participants  were  especially  concerned  about  the  role 
of  the  employer  in  this  case.  Most  who  were  concerned  about  this 
aspect  of  the  placement  process  emphasized  the  fact  that  there  was 
poor  communication  between  the  counselor  and  the  employer  especial¬ 
ly  since  there  is  the  inference  in  the  case  file  that  there  was  no 
direct  contact  other  than  the  initial  one  at  all. 

In  terms  of  the  so  called  Carbondale  Model  the  groups  tended  to 
give  the  counselor  a  fair-poor  mark  for  the  preapproach  although 
there  is  little  evidence  in  the  record.  There  is  no  indication  in 
most  of  the  participants1  views  that  the  other  steps  of  the  model 
were  utilized  effectively  at  all.  Some  groups  rejected  the  Carbon- 
dale  Model  completely  with  this  case  while  at  least  one  group  did 
emphasize  the  positive  work  done  by  the  counselor  in  helping  the 
client  relocate  for  the  initial  job  placement. 
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Directions: 

1.  Read  the  narrative  overview  of  the  case  in  Section  A. 

2.  Review  the  relevant  examinations,  evaluations,  training 
progress  reports  and  letters  in  Section  B. 

3.  Following  the  appropriate  evaluation  criteria  indicated 
in  Chapter  IV  (pages  56-57  ),  for  CASE  IV  li  st  your 
reactions  and  critical  evaluations  in  each  of  the 
areas  without  reference  to  the  conference  participants’ 
results. 

4*  Read  Section  C  to  obtain  information  on  conference 
participants’  evaluations  and  compare  with  your  own 
critique • 
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CASE  IV 


MISS  C.  C. 
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CASE  IV  —  SECTION  A 

CASE  HISTORY 


Referral?  Miss  G®C0  was  referred  to  the  State  Division  for  the  Blind  by  her  high 
school  guidance  counselor  at  the  age  of  17  because  of  legal  blindness  20/200 
vision  corrected  in  both  eyes  as  a  result  of  albinism0 


Educational  Background?  At  the  time  of  the  initial  referral,  Miss  C0C0  was  a 
"junior^  inf  hi  gH^s  cho  olT'  functioning  with  few  exceptions  in  most  academic  and  a  few 
extracurricular  activities  just  like  a  sighted  person®  Overall,  she  was  somewhat 
less  than  the  average  student  in  terms  of  grades  in  a  non-college  oriented  general 
high  school  course® 


General  Social  History?  Miss  C0C®  made  her  home  with  a  widowed  mother  and  a  ten  year 
old  brother  in  a  well  furnished,  fairly  new  house  in  a  suburban  town®  The  mother  had 
been  widowed  for  about  five  years,  her  husband  dying  of  cancer  at  the  age  of  56® 

Over  the  past  three  to  f our  years  the  mother  had  become  extremely  dependent  upon 
Miss  CcCo  much  in  the  same  manner  as  being  dependent  upon  a  husband®  This  had  become 
especially  difficult  for  Miss  C®Ce  since  an  cider  sister  had  married  within  a  year 
after  the  father9  s  death  and  left  home  completely  and  moving  to  another  state®  Miss 
CeC®fls  younger  brother,  age  12  at  the  time  of  the  referral,  was  also  legally  blind  as 
the  result  of  albinism,  and  had  been  known  for  some  years  by  a  children's  worker 
attached  to  the  Division  for  the  Blind® 

The  mother  was  left  in  a  fairly  comfortable  position  financially  by  her  husband 
who  had  owned  and  operated  an  automobile  agency  prior  to  his  death® 

Miss  C®C9  was  well-liked  and  quite  generally  accepted  by  her  schoolmates,  and  at 
times  found  that  her  time  spent  in  social  and  outside  activities  interferred  with 
her  studies®  It  was  generally  felt  by  the  high  school  guidance  staff  that  Miss  CoC® 
would  be  a  candidate  for  a  high  school  diploma,  but  her  marks  and  general  attitude 
toward  school  were  such  that  further  training  after  high  school  would  more  than 
likely  have  to  be  of  a  practical  job  oriented  nature® 

Development  of  Rehabilitation  Plang  During  the  completion  of  Miss  CgC®5s  junior 
year  in  '  high"*" school required  medical,  psychological  and  educational 
data  were  obtained  (See  Section  B)0  She  was  declared  eligible  for  services  and  the 
rehabilitation  counselor  assigned  decided  to  begin  early  in  the  senior  year  with 
further  exploration  with  the  client  about  the  development  of  a  vocational  plan®  In 
October  of  Miss  CoC®cs  senior  year,  the  counselor  met  with  her  in  several  sessions  to 
go  over  evaluation  test  results  and  discuss  a  possible  plan  of  action® 

In  these  interviews,  the  counselor  found  that  Miss  C®C®  seemed  to  be  most 
interested  in  some  form  of  hospital  work®  She  had  done  volunteer  work  as  a  candy 
striper  in  a  local  hospital  during  the  ninth  and  tenth  grades  and  over  two  success¬ 
ive  summers  had  been  employed  as  a  nursing  aid  and  attendant  in  a  nursing  home® 

She  appeared  to  be  interested  in  the  nursing  profession,  but  recognized  that  her 
mediocre  scholastic  record  and  limited  vision  would  restrict  her  from  qualifying  to 
train  to  be  an  R®N®  She  tended  to  rationalise  this  along  the  lines  of  not  wanting 
or  being  able  to  spend  that  long  a  time  in  training  anyway® 
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This  somewhat  hesitant  attitude  about  herself  also  tended  to  spill  over  in 
her  relationship  with  her  peers.  While  she  was  well  accepted  and  liked  by  the  other 
girls  in  school  .and  the  neighborhood,  she  was  never  dated  by  the  boys  and  as  a 
consequence  was  somewhat  shy  and  withdrawn  when  in  their  company.  Miss  C.C.  did 
not  feel  she  would  ever  be  married  and  although  she  both  wanted  to  be  married  and 
find  rewarding  and  meaningful  employment,  she  was  not  certain  what  she  wanted  to 
do.  Because  her  mother  was  both  highly  dependent  upon  her  and  tended  to  dominate 
her,  she  expressed  the  desire  to  work  and  live  somewhere  away  from  home,  perhaps 
like  her  older  sister  had  done  in  another  nearby  state. 

It  was  generally  decided  that  both  the  guidance  counseling  staff  and  the  voca¬ 
tional  rehabilitation  counselor  would,  over  the  next  few  months,  encourage  Miss  C0C0 
to  explore  the  vocational  training  possibilities  of  becoming  either  a  practical 
nurse  or  possibly  some  type  of  medical  technician.  While  it  was  felt  that  her 
visual  handicap  may  preclude  her  from  performing  some  job  duties,  sufficient  interest 
and  motivation  on  her  part  and  a  flexible,  understanding  employer,  could  result  in 
a  successful  placement. 

During  the  early  fall  of  her  senior  year,  Miss  C.C.  was  assigned  to  visit 
with  admissions  personnel  of  some  local  schools  and  hospital  programs  for  LPN  and 
Medical  Technician.  She  was  given  brochures  and  information  by  her  guidance  coun¬ 
selor.  The  rehabilitation  counselor  also  suggested  that  Miss  C.C.  arrange  with  a 
local  hospital  to  talk  with  some  nurses  and  technicians,  and  see  first  hand  what 
their  job  duties  and  work  days  are  like. 

Miss  C.C.  became  quite  motivated  and  interested  in  the  field  of  practical 
nursing.  She  was  encouraged  that  this  field,  despite  her  disability,  might  be  pos¬ 
sible  for  her.  In  the  interviews  with  admission  personnel,  it  was  found  that 
Miss  C.C.  would  have  to  make  up  two  science  courses  in  order  to  be  considered  for 
the  School  of  Nursing.  Her  course  schedule  was  revised,  and  during  the  winter  of 
her  senior  year,  she  filed  an  application. 

In  the  early  spring,  she  was  notified  by  the  Alumnus  Committee  of  the  School 
of  Nursing  that  she  would  be  accepted  for  LPN  training  contingent  upon  her  success¬ 
ful  completion  of  her  senior  year,  and  especially  the  two  science  courses.  In 
addition  it  was  specifically  stipulated  that  because  of  her  visual  handicap,  she 
would  not  be  trained  nor  approved  for  administering  medications  to  patients.  She 
would,  however,  be  trained  for  all  other  job  duties. 

After  a  meeting  with  her  rehabilitation  counselor,  a  rehab  plan  was  approved 
for  nurse’s  training,  again  with  the  same  stipulations.  For  a  period  of  IS  months 
Miss  C.C.  applied  herself  zealously  to  the  training  in  the  school  and  proved  that 
she  could  handle  all  facets  of  the  occupation  well  (See  Section  B).  While  she  felt 
that  the  restrictions  on  giving  medications  were  not  necessary,  she  nevertheless 
accepted  this  restriction.  She  was  well  liked  by  her  peers  and  instructors  and 
received  high  ratings  for  the  rapport  she  was  able  to  develop  with  the  patients  with 
whom  she  worked. 


Placement  and  Follow-up:  Upon  receiving  her  LPN  certificate,  Miss  C.C.  applied  to 
a  number  of  hospitals  for  a  position,  and  although  they  were  impressed  with  her 
training  record  they  would  not  make  a  commitment  as  to  offering  her  an  appointment. 
Discouraged  and  becoming  increasingly  depressed,  she  called  for  an  appointment  with 
her  rehabilitation  counselor. 
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In  the  interview,  the  counselor  attempted  to  obtain  more  specifics  on  the  type 
of  positions,  settings,  geographic  areas,  etc,,  that  Miss  CoC,  was  interested  inc 
The  counselor  encouraged  Miss  C.C.  to  look  over  the  want  ads  in  the  newspapers  and 
referred  her  to  the  employment  service  for  possible  placement.  The  counselor  also 
advised  Miss  CoC,  that  he  would  see  if  he  could  find  some  job  possibilities 0 

Although  Miss  C.C.  was  primarily  interested  in  working  in  a  hospital  setting, 
the  counselor  recognizing  that  she  had  been  unsuccessful  in  this  area,  began  to 
look  to  other  types  of  facilities 0  The  Employment  Service  employment  trends  survey 
had  suggested  that  nursing  homes  might  provide  an  excellent  opportunity  for  the 
hiring  of  allied  health  personnel.  The  counselor  called  a  number  of  nursing  homes 
and  arranged  for  a  visit  to  one  of  them  for  the  following  week. 

The  counselor  decided  that  even  though  it  was  important  to  discuss  job  possi¬ 
bilities  in  nursing  homes  with  Miss  C,C.,  he  would  first  "test  out"  the  adminis¬ 
trator’s  reaction  to  his  agency  and  general  attitudes  toward  hiring  a  visually  handi¬ 
capped  person. 

At  the  meeting  the  following  week  with  the  nursing  home  administrator,  the 
counselor  explained  that  he  was  interested  in  exploring  the  job  market  for  his 
visually  handicapped  clients,  A  tour  of  the  nursing  home  was  provided  and  during 
this  time,  the  counselor  began  to  explore  the  possibility  of  an  LPN  position  for 
Miss  CoC.  The  administrator  was  gracious  enough,  but  it  immediately  became  obvious 
that  he  viewed  his  general  employment  situation  as  one  of  not  being  able  to  get- 
well  qualified  people  to  work  for  him.  While  he  appeared  somewhat  sympathetic  to 
hiring  a  visually  handicapped  person,  it  was  obvious  that  he  did  not  want  to  make 
exceptions  in  terms  of  the  job  duties.  In  other  words,  the  employees  had  to  be 
fully  capable  of  handling  everything  within  the  requirements  of  the  particular  job0 

Recognizing  that  Miss  C.C,  would  not  be  able  to  administer  medications,  the 
counselor  decided  not  to  pursue  this  any  further,  until  another  visit  or  phone  eallo 
The  counselor  left  thanking  the  administrator  for  the  visit,  and  that  he  would  be 
in  touch  with  him  in  the  near  future. 

Back  at  the  office  the  VR  counselor  tried  to  explore  ways  in  which  the  problem 
of  administering  medications  could  be  overcome.  Arriving  to  no  significant  con¬ 
clusions,  other  than  a  direct  approach  to  the  administrator  with  the  idea  of  sell¬ 
ing  him  on  the  assets  of  Miss  C.C.  and  minimizing  the  medication  problem,  the  VR 
counselor  decided  to  have  another  session  with  Miss  C,C.  before  going  ahead  with  a 
call  to  the  nursing  home. 

During  the  session  with  Miss  C,C,,  the  VR  counselor  tried  to  encourage  her  to 
look  at  the  nursing  home  as  a  good  job  opportunity.  It  was  quite  obvious  throughout 
most  of  the  session  that  Miss  C.C,  considered  positions  in  nursing  homes  as  second 
rate  jobs,  not  at  all  comparable  to  work  at  a  good  private  hospital.  Near  the  end 
of  the  session,  however,  the  counselor  asked  Miss  C.C.  what  some  of  the  other 
graduates  were  doing.  She  stated  that  a  number  of  them  had  no  trouble  finding 
excellent  jobs  in  the  areas  however,  she  knew  of  one  or  two  who  were  without  posi¬ 
tions. 


The  VR  counselor  immediately  came  upon  the  idea  that  perhaps  Miss  C0C,  would 
be  more  interested  in  the  nursing  home  if  she  could  work  with  one  of  her  graduating 
friends.  If  this  were  possible,  perhaps  the  approach  to  the  nursing  home  adminis¬ 
trator  could  be  one  of  suggesting  a  team  approach  with  Miss  C.C.’s  graduate  friend 
taking  care  of  the  medication  administration. 
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The  VR  counselor  phoned  the  nursing  home  director  and  explained  his  proposal,, 
Since  he  was  in  need  of  at  least  three  or  four  well  qualified  LPNs,  the  adminis¬ 
trator  agreed  to  having  an  interview.  A  call  to  the  school  of  nursing  placement 
office  obtained  the  names  of  the  graduating  LPNs  still  unemployed.  One  young  lady 
with  whom  Miss  C.C.  had  a  good  friendship  was  on  the  list.  The  counselor  encouraged 
Miss  C.C.  to  approach  her  with  the  idea  and  when  she  accepted,  an  interview  was  set 
up. 


After  much  discussion  with  the  administrator,  the  VR  counselor  was  able  to  con¬ 
vince  him  to  accept  a  trial  employment  period.  Problems  of  hours,  pay,  transporta¬ 
tion,  etc.,  were  worked  out.  The  VR  counselor  agreed  to  make  welskly  follow  up  calls 0 
This  was  done  and  after  two  months  of  trial  employment,  Miss  C.C.  and  her  friend 
were  still  doing  well  (See  Section  B).  The  case  of  Miss  C.C.  was  closed,  success¬ 
fully  employed-LPN-nursing  home. 
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CASE  IV  —  SECTION  B 


PSYCHOLOGICAL  EVALUATION 


I#  Psychological  Evaluation  of  C.C.,  433  North  Street,  Hampdenville,  R0Io, 

Age  17  -  Legally  blind  high  school  junior. 

Educational-Vocational  rehabilitation  is  being  planned  and  psychological 
testing  was  conducted  to  determine  her  abilities,  aptitudes  and 
interests. 


II.  Tests  Administered 

Wechsler  Adult  Intelligence  Scale  (WAIS) 
Differential  Aptitude  Tests 
Brainard  Occupational  Preference  Inventory 
Rorschach  Examination 


III.  Examination,  Behavior  and  Test  Results 

C.C.  is  a  modestly  dressed,  fair-looking  17-year  old.  She  was  not 
conspicuously  anxious  during  the  interview  and  testing  but  did  seem  to  adopt 
a  kittenish  role  in  relation  to  the  examiner  and  was  especially  frank  which 
might  possibly  have  been  tied  in  with  anxiety.  She  related  that  she  did  not 
have  a  father |  an  older  sister  had  married  and  moved  away.  She  appeared  to 
be  in  conflict  over  her  role  in  the  household  complaining  that  her  mother 
now  demanded  a  great  deal  of  her  and  in  fact  was  dependent  on  her  for  many 
things.  A  younger  brother  also  lives  at  home  and  is  legally  blind  as  well. 

In  discussing  her  blindness  and  albinism  she  tended  to  minimize  them  as 
problems  for  her.  While  this  may  have  been  a  form  of  denial,  it  was  obvious 

that  she  saw.  the  problem  more  in  terms  of  others  relating  to  her  rather  than 

her  relating  to  others.  In  terms  of  her  future,  she  tended  to  vascillate 
between  becoming  a  wife  and  mother  "Marrying  a  doctor  like  you"  to  perhaps 
going  on  for  further  training.  At  times  she  spoke  highly  of  both  possibilities 
but  it  was  evident  that  she  also  wondered  whether  it  was  "all  worth  it." 

This  seems  to  significantly  be  reflective  of  her  poor  attitude  toward  herself 
and  lack  of  acceptance  and  support  from  others,  especially  her  mother. 

For  fun  C.C.  stated  that  she  enjoys  doing  things  with  other  girls.  She 

would  like,  but  does  not  have  boy  friends,  and  getting  away  from  the  house. 

When  asked  what  subjects  she  liked  best  in  school,  she  laughingly  and 
defensively  suggested  "homeroom  and  lunch." 

Intelligence 

This  client  recevied  a  full  scale  Wechsler  IQ  of  104  with  verbal  and 
performance  IQs  of  106  and  102  indicating  average  intelligence.  Pattern 
analysis  of  the  verbal  subtests  shows  a  weakness  in  arithmetic.  She  could  do 
additions,  subtractions,  multiplications  and  divisions,  but  could  not  do  any 
of  the  problems  that  required  some  comprehension  in  addition  to  calculation. 
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Pattern  analysis  of  the  performance  subtests  shows  a  weakness  in  the  picture 
arrangement  subtest.  This  requires  perception  of  the  relationships  of  parts 
to  the  whole  and  some  awareness  of  interpersonal  relations.  Usually  when 
this  test  drops  down,  it  is  due  to  the  client* s  inability  to  quickly  size  up 
interpersonal  reactions.  The  IQ  of  104  indicates  that  she  surpasses  in 
intelligence  sixty  per  cent  of  the  population.  Generally  speaking,  one  likes 
to  see  an  IQ  of  about  110  for  2-year  college  level  work.  A  person  with  a 
lower  IQ  can  get  through  junior  college  if  he  is  highly  motivated.  In  view  of 
the  client’s  weak  showing  at  high  school  and  her  general  interview  behavior, 
she  does  not  seem  to  be  conspicuously  well  motivated. 

Attitudes 


On  the  Differential  Aptitude  Test  for  Numerical  Ability,  this  client  did 
better  than  would  have  been  expected  in  view  of  her  showing  on  the  arithmetic 
portion  of  the  Wechsler.  She  recevied  a  raw  score  of  23  which  places  her  at 
the  70th  percentile  when  compared  to  twelfth  grade  females.  On  the  Differen¬ 
tial  Aptitude  Test  for  Verbal  Reasoning,  the  client  received  a  raw  score  of 
21.  This  places  her  at  the  40th  percentile  if  we  compare  her  to  twelfth 
grade  females.  These  two  tests  can  be  combined  to  get  some  indication  of  the 
likelihood  for  success  at  college  level  work.  Susan’s  combined  score  would 
indicate  roughly  average  aptitude  for  college  level  work  which  is  a  little 
better  than  the  IQ  test  would  indicate.  '  On  the  Differential  Aptitude  Test  for 
Clerical  Speed  and  Accuracy,  this  client’s  performance  fell  down  considerably. 
She  received  a  raw  score  of  49  placing  her  at  the  5th  percentile  when  compared 
to  twelfth  grade  females.  Thus,  her  aptitude  for  clerical  tasks  at  least  in¬ 
sofar  as  speed  and  accuracy  are  concerned  is  weak. 

Interests 


On  the  Brainard  Occupational  Preference  Inventory,  there  was  really  no  strong 
area  of  interest.  The  highest  was  the  personal  services  area  but  this  was 
only  at  the  47th  percentile,  indicating  roughly  average  interest.  Commercial 
was  at  the  40th  percentile,  also  within  the  average  range.  Esthetics  was 
next  at  the  27th  percentile,  science  was  at  the  25th  and  the  mechanical  and 
professional  areas  were  lowest  being  placed  at  the  17th  percentile. 

IV.  Conclusions 


Formal  personality  testing  was  satisfactory  and  I  could  see  nothing  during 
the  interview  suggesting  a  serious  emotional  disorder.  This  client  impressed 
me  as  lacking  confidence  in  her  ability  to  compete  academically.  All  things 
considered  this  seems  to  be  reasonably  well  founded.  The  girl’s  IQ  is  merely 
average  and  her  academic  record  is  on  the  low  side.  She  does,  however,  have 
a  little  better  aptitude  for  verbal  and  numerical  skills  than  would  otherwise 
be  expected.  In  view  of  this  I  think  it  would  be  the  best  course  of  action 
for  her  to  obtain  training  at  less  than  the  2-year  college  level  or  at  most 
at  one  of  the  less  demanding  junior  colleges.  LPN  may  be  a  reasonable  object¬ 
ive  but  I  would  suggest  that  she  look  into  the  more  reliable  schools  or  the 
hospital  operated  schools.  Medical  Technician  might  be  a  possibility.  She 
could  possibly  complete  a  course  for  nursery  education  but  the  odds  would 
seem  to  be  against  her. 
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V.  CONCLUSIONS 

Training  in  an  occupation  such  as  LPN  or  Medical  Technology  where  her 
interests,  if  not  her  capabilities,  could  be  capitalized  upon,  preferably 
at  little  less  than  the  junior  college  or  community  college  level,  A 
hospital  LPN  program  might  be  good  if  she  could  get  in. 


Respectfully, 


L.  W.  Lussier,  Ph.D. 
Clinical  Psychologist 


LWL/hd 
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CASE  IV 


SECTION  B 


Medical  Examination 


Name  ^C  Age  Sex  ^ _ Race  ^  (J)M  W  D 

Address 


HAS  PATIENT  SUFFERED  FROM;  (0=No 

O  Excessive  fatigue 
Q  Unusual  weight  gain  or  loss 
O  Fainting  spells 
Q  Fever,  night  sweats 
0  Unusual  irritability 
Q  Frequent  headaches 
Q  Nervous  breakdown 
Q  Convulsions  or  "fits” 

Q  Difficulty  with  thinking 
Difficulty  with  vision 
Q  Difficulty  with  hearing 
G  Tuberculosis 
Q  Asthma  or  hay  fever 


v//=Yes) 

Q  Persistent  cough 
Q  Cough  producing  blood 
Q  Shortness  of  breath 
Q  Pain  in  chest 
Q  Swollen  ankles 
Q  Loss  of  appetite 
Q  Frequent  indigestion 
O  Hemorrhoids 
O  Diarrhea  or  constipation 
Q  Blood  in  stool  or  urine 
O  Painful  or  difficult  urination 
Q  Hernia 
O  Rheumatism 

O  Varicose  veins  or  ulcers 


Operations 

Accidents 

NEG 

Fractures 

NEG 

Serious  Illness 


What  treatment  and  medication  is  patient  receiving  now? 

Annual  check  up 


PHYSICAL  EXAMINATION: 

5  ft. 


Height : 
Pulse: 


72 


Dyspnea 
Eyes: 

Ears: 
Nose: 


/min. 
Cyanosis 


U  in.  Weight  120  lbs. 
Respiration: _ 15  /min. 


Edema 


Temperature  9&<>4  F 

Blood  Pressures 
systolic  125 

diastolic  84 


discharge,  corneal  scar;  pupils  strabismus;  ptosis;  cataract;  tensionc 

Pupilary  reflex  -  albinism 


discharge;  drums;  mastoids  NEG 

discharge;  obstruction;  polyps;  sinusitis;  septal  deviation 
or  perforation.  NEG 

Mouth:  pyorrhea;  caries;  dentures;  abnormality  of  gongue  or  palate.  NEG 

Throat:  tonsils;  post-natal  discharge.  NEG 

Neck:  nodules;  thyroid;  engorged  veins.  NEG 

(over) 
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Breasts?  nodules;  discharge;  tenderness,. 

Lymphatics?  cervical;  inguinal,  etc. 

Hearts  thrills;  apex  beat;  size;  shape;  rate;  rhythm;  murmur; 

friction  rub. 

Peripheral  Vessels?  varicose  veins;  arteriosclerosis;  circulation  in 

feet,  hands. 

Lungs?  If  tuberculosis  is  suspected,  recommend  chest  X-rays, 

sputum  examination,  and  examination  by  chest  specialist 

Abdomens  scars;  masses;  palpable  organs. 

Hernias  location  and  type 

Ge nit o—Ur inary s  discharge;  varicocele;  epididymitis;  testicular 

atrophy  or  mass. 

Gynecological?  prolapse;  cystocele;  rectocele;  cervix;  fundus  adnexa. 

Ano~ftectal?  piles;  prolapse;  fissure;  fistula;  pro  state-size 

consistency. 

Musculo-Skeletals  amputations;  weak  feet;  arthritis;  deformities 
Skins  moisture;  eruptions;  scars;  -ulcers. 

Neurological?  speech;  gait;  behavior;  ideas;  muscle  power;  sensation; 

reflexes;  coordination. 

Fundi?  discs;  vessels;  exudates;  hemorrhages. 


NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 

NEG 


DIAGNOSIS?  Iris  reflex  due  to  albinism 


PROGNOSIS?  Patient  progressing.  Yearly  general  medical  and  opthamological. 

REMARKS?  Recommend  Vocational  Rehabilitation  Counselor  keep  in  touch  with 

patient.  Determination  of  functional  limitations  and  possible  contra¬ 
indications  as  result  of  visual  handicap  should  be  made. 
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CASE  IV 


SECTION  B 


TRAINING  PROGRESS  REPORT  I 


Names  Miss  C.C. 


19 


Sexs 


F 


Address:  433  North  St*,  Hampdenviile,  Re  I0 

Training  Site:  St.  CeCilia’s  Hospital  School  of  Nursing 

173  East  Main  Street 
Hampdenviile,  Rhode  Island 


Training  Program:  LPN 


Period  of  This  Report: 


Subjects: 

Anatomy  &  Physiology 
Basic  Nursing  Lab 
Microbiology 
Nutrition 
Nutrition  Lab 
Pharmacology 


1st  6  months  of  training 


Grade 

C 

B- 

C+ 

B 

B 


COMMENTS: 

Miss  C.C.  has  completed  the  initial  trial  period  successfully  and  has  been 
capped  for  further  training.  Consistent  with  the  admission  stipulation  she  only 
audited  the  pharmacology  course  since  she  will  not  be  able  to  administer  medica¬ 
tions.  She  is  liked  by  her  instructors  and  fellow  students.  If  she  continues  in 
the  same  manner  she  should  be  able  to  complete  the  program  successfully 0 


Mary  Maher,  Director 
School  of  Nursing 
St0  CeCilia’s  Hospital 
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CASE  IV  —  SECTION  B 


Specialist  Eye  Examination 


N  ame  ;  CC  S  ex  F  R  ace  W 

Address;  433  North  Street 

Hampdenville,  Rhode  Island 

Age  at  onset  of  blindness;  Right  Birth  Left  Birth 


DIAGNOSIS;  Eye  condition  primarily  responsible  for  blindness  -  iris  coloboma 
right  and  left  internal  strabismus. 

Secondary  condition  if  any;  None 

Etiological  factor  responsible  for  primary  eye  condition;  Albinism 

Appearance  of  eye,  including  fundi;  Same  as  above 

Central  visual  acuity;  Without  glasses  With  glasses 

Right  eye;  20/400  20/200 

Left  eye;  20/400  20/200 


Peripheral  Vision; 

Limitation  of  field  of  vision; 
Degrees  of  remaining  visual  field; 


Right  eye  Left  eye 

Right  eye _ Left  eye 


PROGNOSIS ;  No  operation  or  treatment  could  improve  condition. 
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CASE  IV  —  SECTION  B 


TRAINING  PROGRESS  REPORT  II 


Names  Miss  CoCo 


Ages  19 


Sexs 


F 


Address s 


433  North  Sto,  Hampdenville,  RJ. 


Training  Sites  St0  CeCilia’s  Hospital  School  of  Nursing 

173  East  Main  Street 
Hampdenville,  Rhode  Island 


Training  Programs  LPN 


Period  of  This  Reports 

6th  -  12th  month 

Subject ss 

Grade 

Anatomy  &  Physiology  II 

C+ 

Nursing  Lab  II 

B 

Microbiology  II 

B— 

Nutrition  II 

B 

Nutrition  Lab 

B+ 

Pharmacology 

-  - 

COMMENTS s 

Miss  CoC„  continues  to  progress  satisfactorily0  The  final  phase  will  test 
her  skills  on  the  wards  and  in  patient  care,,  There  appears  to  be  no  major 
problems  so  far®  She  has  handled  the  academic  program  quite  wello 


~yn 


Mary  M&her,  Director 

School  of  Nursing 
Sto  CeCilia^s  Hospital 
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CASE  IV  —  SECTION  B 


TRAINING  PROGRESS  REPORT  III 


Name;  Miss  C.C.  Age;  19  Sexg  F 

Address;  433  North  St.,  Hampdenville,  Rhode  Island 


Training  Site;  St.  CeCilia’s  Hospital  School  of  Nursing 

173  East  Main  St. 

Hampdenville,  Rhode  Island 


Training  Program;  LPN 

Period  of  This  Report;  last  6  months 


Subjects;  Grade 

Nursing  Lab  III  B 

Clinical  Practicum  B+ 

(6  months) 


COMMENTS; 

Miss  C.Co  has  done  well  in  clinical  work  on  the  hospital  floor.  At  times 
she  was  disturbed  at  not  being  allowed  to  make  up  and  give  medications  but  she 
has  adjusted  to  this  well.  She  probably  will  need  help  in  finding  employment. 
Unfortunately  it  appears  unlikely  that  we  will  be  able  to  employ  her  here.  We 
have  recommended  that  she  apply  at  the  Municipal  Hospital,. 


Mary  Maher7  Director 
School  of  Nursing 
St.  CeCilia.9 s  Hospital 
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CASE  IV 


SECTION  B 


Letter  from  Nursing  Home  Director 

(on  progress  and  intent  to  employ) 


March  13,  1973 


Mr,  Fred  Johnson,  Counselor 
Services  for  the  Blind 
c/o  16  Fort  Street 
Hampdenville,  Rhode  Island 

Dear  Mr.  Johnsons 

In  response  to  your  request  for  a  report  on  Constance 
Christianson,  I  am  pleased  to  inform  you  that  she  has  worked  out 
quite  well  during  the  trial  period. 

We  have  notified  her  and  Kathryn  Politio  of  our  intent  to  con¬ 
tinue  their  employment  with  us  as  of  the  end  of  this  week. 

Thank  you  for  your  help  in  getting  us  these  fine  employees. 


With  best  wishes, 


David  G.  B.  Watkins,  Administrator 
Sunshine  Manor  Nursing  Home 


DGBW/ipm 
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CASE  IV 


SECTION  C 


OVERVIEW  OF  CONFERENCE  PARTICIPANTS y  CRITIQUES  AND  CONCLUSIONS 


1.  The  rehabilitation  counselor  tended  to  receive  high  marks  for  being 
innovative  and  an  effective  change  agent  especially  in  emphasizing 
and  supporting  the  assets  of  the  client  and  removing  potential 
employment  obstacles  and  barriers,.  Dissenting  views  to  this  eval¬ 
uation  tended  to  emphasize  the  unrealistic  expectations  of  poten¬ 
tial  employers  to  modify  their  job  requirements,  legal  restrictions 
and  the  view  expressed  with  previous  cases  that  the  counselor  was 
just  11  lucky.  M 

2.  The  evaluation  and  rehabilitation  planning  was  rated  most  highly  by 
the  participants o  The  counselor  was  generally  viewed  as  helping  to 
reinforce  the  client's  goals,  establishing  a  good  relationship  with 
the  client  in  "going  over  each  step  with  her  before  taking  action.*' 
Criticism  of  the  rehabilitation  process  centered  around  more 
initial  evaluation  and  exploration  of  other  career  areas  as  options. 

3 .  As  far  as  the  role  of  the  client  was  concerned,  most  of  the  groups 
agreed  that  she  was  well  motivated,  "a  good  client  to  have."  A 
great  deal  of  responsibility  was  taken  by  the  client  in  pursuing 
her  own  rehabilitation.  Some  within  the  groups  viewed  this  as  a 
highly  positive  factor  while  others  tended  to  point  out  examples 
of  inconsistencies  between  abilities,  opportunities  and  interests 
with  other  cases  wherein  this  self— responsibility  might  be  reflec¬ 
tive  of  neglect  on  the  part  of  the  rehabilitation  counselor. 

4c  Two  distinct  conclusions  were  reached  with  regard  to  the  role  of 
the  employer.  One  conclusion  was  simply  that  the  employer  was 
unrealistic  and  perhaps  even  irresponsible  in  allowing  exceptions 
for  the  client.  In  this  regard  there  was  a  great  deal  of  concern 
with  regard  to  the  nursing  school  first  accepting  the  client  for 
training  and  then  rejecting  her  for  placement.  The  team  employment 
approach,  in  these  participants'  view,  is  not  workable.  Typical 
of  the  sentiment  here  was  the  comment,  "Most  nursing  home  adminis¬ 
trators  in.  my  area  just  wouldn't  go  for  this  and  it  may  even 
threaten  their  license  to  operate."  The  second  conclusion  was 
that  the  employer,  even  though  perhaps  somewhat  selfishly,  was  most 
cooperative,  open  and  flexible  in  working  with  the  counselor  and 
the  client.  This  was  perhaps  due  as  much  to  the  counselor's 
approach  and  innovative  thinking  as  to  the  employer's  receptivity, 
but  nevertheless  is  reflective  of  the  development  of  a  good  working 
relationship  between  the  counselor  and  employer. 
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5.  The  consensus  of  most  of  the  groups  was  that  the  counselor  tended 
to  follow  the  overall  Carbondale  Model  quite  effectively.  The 
counselor  did  an  excellent  job  in  approaching  the  employer  and 
received  especially  high  marks  for  ,f selling  a  well  trained  capable 
client.”  Much  discussion  centered  around  the  ” salesmanship”  role 
of  the  rehabilitation  counselor  in  general  with  most  participants 
agreeing  that  in  this  case,  at  least,  it  was  utilized  most 
effectively. 
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IX 


INSTITUTE  EVALUATION  (IE) 
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IX 


INSTITUTE  EVALUATION  (IE) 

Frank  D0  Wilson,  Ph„D0 

In  order  to  assess  the  relative  merits  of  the  training  institute 
a  Likert  type  evaluation  rating  sheet  was  developed  and  administered 
to  all  participants  (_N  =  54)  at  the  close  of  the  institute,,  The 
instrument  was  designed  to  provide  a  global  as  well  as  component 
analysis  of  the  institute,, 

The  results  of  the  Post  Conference  assessment  instrument  are 
presented  in  tabular  form  (see  TABLES  I  and  II) .  The  first  table 
(TABLE  I)  provides  demographic  data  on  the  responders,  while  TABLE  II 
presents  relative  frequency  of  responses  to  the  evaluation  items  1—13# 
The  discussion  of  results  will  be  divided  into  the  following  sub¬ 
sections:  Demographic  Characteristics  of  Respondents,  Structure  of 

Institute,  Content  of  Institute,  Participant  Suggested  Evaluations, 
Global  Institute  Evaluation,  and  Conference  Arrangements,, 

Results 

Demographic  Characteristics  of  Respondents „  All  States  in 
Region  I  are  represented  in  the  sample  with  most  (51%)  of  the  parti¬ 
cipants  coming  from  Massachusetts „  Of  the  two  types  of  State  agencies 
represented  most  (80%)  participants  were  with  agencies  specifically 
for  blind  clients.  The  largest  proportion  of  enrol lees  (44%)  were 
employed  in  a  supervisory  capacity  followed  by  counselors  (35%)  and 
students  (11%).  The  majority  had  master's  degrees  (51%) *  followed 
by  bachelor’s  (31%) « 

Institute  Structure.  Questionnaire  items  1,  3  and  5  were  em¬ 

ployed  to  assess  the  major  structural  elements  of  the  conference.  Of 
the  three  elements,  the  small  task  groups  were  perceived  as  the  most 
valuable  by  a  majority  of  the  participants  (84%) •  The  method  of  cumu¬ 
lative  case  material  presentation  is  next  in  value  (78%  of  partici¬ 
pants  rated  as  valuable) .  Lastly,  only  50%  of  the  group  perceived 
the  large  group  formal  presentation  as  valuable. 
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TABLE  I 


Demographic  Data  on  Evaluation  Respondents 


State 

Massachusetts 
Rhose  Island 
Maine 

Connecticut 
Vermont 
New  Hampshire 
New  York 

Agency 

State  DVR 
State  Blind 

Position 

Supervisor 

Counselor 

Student 

Other 


STATE  EMPLOYED 

Number 

25 

8 

6 

5 

3 
2 
1 

TYPE  OF  AGENCY 

Number 

4 
43 

JOB  FUNCTION 
Number 

r  rw  ■■■■>!  m 

24 

19 

6 
4 


HIGHEST  EDUCATION 


Degree  Number 


Below  Bachelor  2 
Bachelor  17 
Master  25 
Advanced  Certificate  2 
Ph„D.  3 


Percent 

51 

16 

11 

9 

5 

4 

2 


Percent 

7 

80 


Percent 

44 

35 

11 

7 


Percent 

4 

31 

51 

4 

5 
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TABLE  II  A 


Percent  of  Participants  Rating  Items  1-8  of 
the  Evaluation  Form  as  Valuable 


Percent  Total 

Rating  Item  Responses 

as  Valuable-*-  to  Item 


1. 

Large  Group  Formal  Presentations 

50 

54 

2. 

Case  Development  Models  Presented 

85 

54 

3. 

Small  Task  Group 

84 

54 

4. 

Case  Study  Chosen  for  Institute 

70 

54 

5. 

Method  of  Cumulative  Case  Material 
Presentation 

78 

54 

6. 

Personal  Growth  or  Skill  Development 

59 

54 

7. 

Utilization  of  Institute  Content, 
Materials,  etc. 

60 

54 

8. 

The  Institute  as  a  Whole 

88 

51 

TABLE  II  B 

Percent  of  Participants 

Categorical 

Responses  to  Items  9— 

13 

Total 

Percent 

Responding 

Responses 

to 

Categories 

to  Item 

9. 

General  Level  of  Institute 

Low 

0 

Med 

39 

High 

61 

53 

Enrollee  Participation 

Poor 

Fair 

Good 

10. 

Geographic  Location  of  Institute 

0 

17 

83 

53 

11. 

Treadway  Inn  Facilities 

0 

26 

74 

51 

Too 

Just 

Too 

12. 

Length  of  Conference 

Long 

3 

Right 

87 

Short 

10 

53 

O.K. 

Poor 

13. 

Week  Days  Chosen  for  Conference 

96 

2 

54 

^NQTE:  The  category  "Valuable"  includes  responses  recorded  to  either 


•'Considerable  Value”  or  "Great  Value." 
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Institute  Content.  Questions  2  and  4  were  used  to  evaluate  two 


central  content  sources  of  the  conference.  The  majority  of  partici¬ 
pants  (8 5%)  viewed  the  case  development  models  presented  as  valuable. 

The  actual  case  study  chosen  for  the  institute  most  considered  valuable 
by  many  participants  (70%) „ 

Participant  Suggested  Evaluation,  Items  6?  7  and  9  of  the  question¬ 

naire  were  used  in  order  to  incorporate  the  suggested  areas  of  institute 
evaluation  inidcated  in  the  Pre-Conference  Questionnaire.  The  three 
assessment  areas  are  concerned  with  the  personal  growth  and  skill 
development,  utilization  of  institute  material,  and  level  of  enrollee 
participation.  All  respondents  rated  the  level  of  participation  as 
either  medium  or  high  with  most  ( 6l% )  rating  participation  as  high. 

The  institute  was  viewed  as  valuable  for  personal  growth  and  skill 
development  by  just  over  one-half  (59%)  of  the  participants.  Utiliza¬ 
tion  of  material  was  rated  as  valuable  by  a  similar  number  (60%)  of 
participants.  The  word  n utilization**  as  used  in  item  7  may  be  ambigu¬ 
ously  interpreted  to  mean  use  of  institute  material  either  during  or 
after  the  institute. 

Global  Institute  Evaluation.  Question  8  required  respondents  to 
rate  the  value  of  the  institute  taken  as  a  whole.  Over  four— fifths 
(88%)  of  the  participants  judged  the  institute  to  be  a  valuable  exper¬ 
ience  . 

Conference  Arrangements.  Questionnaire  items  10 }  11?  12  and  13 
required  enrollees  to  evaluate  the  general  arrangements  of  the  insti¬ 
tute.  All  participants  rated  the  geographic  area  for  the  institute  as 
either  fair  or  good;  with  the  majority  (83%)  rating  the  area  as  good. 
Three-quarters  (74%)  of  the  participants  rated  the  Treadway  facilities 
as  good  with  another  one-quarter  (26%)  of  the  group  providing  a  fair 
rating.  The  large  majority  (87%)  of  enrollees  considered  the  length 
of  the  institute  just  right.  The  week  days  the  conference  was  held  on 
were  felt  to  be  good  by  most  participants  (96%). 
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Conclusions  —  Implications 


In  general,  the  findings  appear  to  support  the  approach  as  a 
valuable  staff  training  process.  The  small  task  groups,  methods  of 
cumulative  case  presentation  received  considerable  support  from  the 
participants.  The  case  development  models  presented  were  considered 
helpful  while  the  particular  case  chosen  received  somewhat  less  support. 
The  location,  time  and  length  of  conference  were  approved  by  a  large 
majority  of  the  enrollees. 
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appendix  I 


SPRINGFIELD  COLLEGE 


SPRINGFIELD,  MASSACHUSETTS  01109 


September  28,  1973 


Dear 

We  have  received  notification  of  your  intent  to  attend  the 
Rehabilitation  of  the  Legally  Blind  Conference  at  the  Treadway 
Inn,  Chicopee,  Massachusetts,  on  October  25-26,  1973* 

Planned  room  arrangements  at  the  Treadway  Inn  will  include 
two  participants  to  a  room,  assigned  on  a  random  basis.  If 
you  desire  special  accommodations  please  fill  in  the  form 
below  and  return  it  to  us  within  the  next  10  days .  If  we  do 
not  receive  a  reply  we  will  assume  your  acceptance  of  the  regular 
accommodations . 


We  will  be  forwarding  the  Conference  Agenda  and  directions 
to  the  Treadway  Inn  prior  to  the  conference. 

We  are  looking  forward  to  having  you  with  us. 


Sincerely  yours. 


TJR/ipm 


Thomas  J.  IRiiecio,  Director 
Rehabilitation  Services  Dept 
Community  Education  Division 


SPECIAL  ACCOMMODATIONS 

I  REQUEST: 

Single  Room  j  I  Extra  cost  to  you  for  one  night  will  be  $4.00 

Double  Room  > - i 


Roommate  Preference:^ _  '  _ _  _ 

(Name)  (Agency  and  Address) 

Other:  1  1  _ _ _ _ _ 

(Please  Specify) 

Your  Name:  _ _ _ _ _ _ _ 


MAIL  TO:  THOMAS  J.  RUSCIO,  DIRECTOR,  REHABILITATION  SERVICES  DEPT 
COMMUNITY  EDUCATION  DIVISION,  SPRINGFIELD  COLLEGE, 
SPRINGFIELD,  MASS.  01109  “  li7  " 


. 


■ 


Name: 

Agency: 


PRE-CONFERENCE  QUESTIONNAIRE 

The  purpose  of  this  questionnaire  is  to  obtain  a  clear  understanding  of  the 
nature,  problems  and  techniques  of  the  blind  placement  process  as  currently 
experienced  by  practitioners  in  the  field.  The  results  will  be  reported  to  you 
at  the  time  of  the  Conference. 

In  keeping  with  the  policy  of  confidentiality,  your  name  will  be  removed 
from  the  questionnaire  upon  receipt.  Your  candid  replies  and  cooperation  will  be 
greatly  appreciated  in  helping  us  arrive  at  the  most  meaningful  interpretations 
about  this  important  process. 


Please  check  the  appropriate  background  information: 


State 


Principal  Job  Duties 


Connecticut 

Maine 

Massachusetts 
New  Hampshire 
Rhode  Island  < 
Vermont 


Counselor 
Supervisor 
Administrator 
Placement  Specialist 
Other  (Specify) 


Number  of  years  employed  in  this  position 

Approximate  number  in  case  load 

Employed  by:  Vending  Stand  Program  ___ 

Non-Vending  Stand  Program 
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SECTION  I 


In  this  section  of  the  questionnaire,  five  categories  of  client  characteris¬ 
tics  have  been  given.  You  will  be  asked  to  judge  the  feasibility  of  referrals  to 
the  Vending  Stand  Program  based  on  these  characteristics.  Read  through  the  lists 
and  complete  the  two  exercises  that  follow  them. 


CLIENT  CHARACTERISTICTS 


Intelligence 


Physical  Disability 


Education  Level (Tested) 


IQ. 

a. 

Severely  retarded 

Below  30 

a. 

0 

b. 

Moderately  retarded 

30-49 

b. 

1 

c. 

Mildly  retarded 

50-69 

c. 

2 

d. 

Borderline 

70-89 

d. 

3 

e. 

Average 

90-109 

e. 

4 

U 

Above  average 

110-119 

f. 

5 

g. 

Superior 

120-129 

g* 

6 

h. 

Very  superior 

130-^bove 

h. 

7 

i. 

8 

j* 

9 

k. 

10 

1. 

11 

m. 

12 

n. 

2 

0. 

4 

years 

years 


college 

college 


a.  Totally  blind  and  secondary  handicapped 

b.  Totally  blind 

c.  Partially  sighted  and  secondary  handicapped 

d.  Partially  sighted 


Interpersonal 

a.  Withdrawn 

b.  Answers  questions  when  spoken  to 

c.  Engages  in  conversation  when  spoken  to 

d.  Initiates  brief  talk  with  others 

e.  Initiates  conversation  with  others 


Mobility 

a.  Totally  disoriented 

b.  Oriented  to  familiar  indoor  environment 

c.  Uses  long  cane  or  Dog-Residential  Area 

d.  Uses  long  cane  or  Small-Business  Travel 

e.  Uses  public  transportation 

f.  Totally  independent 
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1#  For  each  of  the  following  five  categories  insert  the  Letter  of  the  level  from 
the  list  of  "Client  Characteristics"  which  you  feel  to  be  a  minimum  needed 
for  referral  to  the  Vending  Stand  Program. 

a.  Intelligence  minimum  ____ _____ 

b.  Education  minimum  ________ 

c.  Physical  disability  minimum 

d.  Interpersonal  minimum  ________ 

e.  Mobility  minimum  _ 


2.  For  each  of  the  following  five  categories  insert  the  letter  of  the  level  from 
the  list  of  "Client  Characteristics"  which  you  feel  to  be  the  maximum  above 
which  you  would  not  refer  to  the  Vending  Stand  Program.  If  you  do  not  believe 
in  a  maximum  elimination  point  for  a  category  enter  the  letter  "X". 

a.  Intelligence  maximum  _____ 

b.  Education  maximum  _ 

c.  Physical  Disability  maximum 

d.  Interpersonal  maximum  ______ 

e.  Mobility  maximum  _ 


SECTION  II 


3*  Given  a  placement  choice  between  the  Vending  Stand  Program  and  a  job  in  a 

company  with  similar  work  and  pay,  what  would  be  your  preference?  What  would 
be  the  client’s  preference  (Vending  Stand  vs.  Company)? 

a.  Your  preference  _____ 

b.  Client’s  preference _ 


WHY? 


4*  Approximately  how  many  times  have  you  contacted  Vending  Stand  Specialists 
(General  Counselors)  (number  of  times)  in  the  past  6  months? 

5.  What  proportion  (%)  of  the  time  do  you  devote  to  placement  efforts  in 

relation  to  all  your  other  duties?  % 

6.  What  have  you  found  to  be  the  chief  employer  (chief  operator  or  manager) 
objection(s)  toward  blind  clients?  (Please  list). 
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7.  Please  "rank  order"  the  following  placement  approaches  in  terms  of  the 

frequency  in  which  you  use  them.  Rank  of  "1"  most  often  used,  "2"the  next 
most  often  used,  "3"  etc,,-  -----  "j>"  least  often  used.  Use~each 
number  only  once  (1-5), 


Rank  Order 
(1-5) 


a.  Train  client  to  do  his  own 

placement  _____ 

b.  Referral  to  placement  agency  _____ 

c.  Help  to  locate  job  leads  _____ 

d#  Telephone  contact  with  employer 

e.  Personal  visit  with  employer  __ 

8,  How  would  you  evaluate  your  State’s  Services  Program  for  the  Blind  (Non- 
Vending  Stand  Program)?  (Please  circle  choice  and  give  explanation, 

a.  Excellent 

b#  Good 

c.  Fair 

d.  Poor 
WHY? 


9.  How  would  you  evaluate  your  State’s  Vending  Stand  Program?  (Please  circle 
choice  and  give  explanation), 

a.  Excellent 

b.  Good 

c.  Fair 

d.  Poor 
WHY? 
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10a  What  community  (program)  resource(s)  has  been  the  most  helpful  in  placing 
your  clients? 


lie  When  initially  approaching  a  company  for  job  leads,  whom  have  you  found 
to  be  the  most  valuable  persons  to  contact?  Please  "rank  order"  1,  2,  3 
and  4« 


Rank 


a.  President 
b«  General  Manager 
Co  Personnel  Director 
do  Forman 


12#  What  do  you  consider  to  be  your  chief  problem(s)  in  doing  successful  job 
placement  (vending  stand  placement)  (not  previously  discussed)? 


13 •  How  helpful  has  your  supervisor  been  in  your  placement  (supervision  and 
training)  efforts?  Please  circle  choice * 

a»  Extremely  helpful 
be  Very  helpful 
Co  Somewhat  helpful 
d«,  Not  helpful 
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SECTION  III 


Fill  in  the  information  requested  in  the  following  table  according  to  the 
directions  given  below: 

Directions: 

lo  In  Column  1  estimate  the  percentage  of  time  spent  on 
each  of  these  steps  in  terms  of  the  total  time 
allotted  to  the  placement  effort* 

2#  In  Column  2  please  circle  either  the  "Yes”  or  "No" 
categories  according  to  your  felt  training  needs  for 
each  of  the  placement  steps* 

3*  In  Column  3  "rank  order"  (1-7)  the  steps  according  to 
the  number  or  severity  of  problems  you  have  experienced 
in  the  performance  of  these  steps#  (Example:  A  rank 
of  1  indicates  the  most  problems  and  a  rank  of  J.  the  least 
problems*  You  should  use  each  number  (1-7)  only  once# 


STEPS  IN  THE 

PLACEMENT  PROCESS 

1 

lo 

Time 

2 

Training 

Needed 

3 

Problem 

Rank  Order 
(1-7) 

Vocational  Evaluation 

* 

Yes-No 

Client  Interview  Preparation 

% 

Yes-No 

Location  of  Job  Openings 

lo 

Yes-No 

Employer  Contacts  by  Counselor 

% 

Yes-No 

Job  Analysis 

lo 

Yes-No 

Job  Engineering  or  Restructuring 

lo 

Yes-No 

Follow-up 

lo 

Yes-No 

TOTAL  lOOfo 
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15.  Write  a  brief  description  on  the  nature  of  the  problems  you  have  had  with 
the  step  you  assigned  a  rank  of  "l”  in  the  "Problem  Rank  Order"  column. 
(Page  153). 


16.  Write  a  brief  description  on  the  successful  techniques  you  have  employed 
with  one  of  the  least  problem  steps  (rank  5-7)  of  the  "Problem  Rank  Order" 
column.  (Page  153 ) 
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SECTION  I V 


It  is  the  purpose  of  the  present  section  to  obtain  an  accurate  idea  of  the 
numbers  and  types  of  placements  that  you  have  made  during  the  past  fiscal  year® 

Part  A  of  this  section  requires  that  you  fill  in  the  numbers  of  placements 

made® 

Part  B  of  this  section  requires  that  you  tally  the  kinds  of  placements 
made  in  the  appropriate  boxes  according  to  the  "Field”  and  "Level”  of  each 
placement.  The  pages  following  the  table  provide  definitions  of  the  terms 
utilized.  (Pages  157-158  )® 

Part  A® 

Please  detail  your  placement  activities  for  the  past  fiscal  year, 

(July  1,  1972  to  June  30,  1973). 

17®  Total  number  of  placements  _____ _ 

18®  Number  placed  partially  sighted  _______ 

19®  Number  placed  totally  blind  ______ 

20®  Number  placed  in  Vending  Stand  Program  (Answer  if  applicable) 


6. 

Unskilled 

5. 

Semi-Skilled 

Ui 

E 

p 

0 

p. 

-P~ 

O 

3. 

Semi- 

Professional  & 

Small  Business 

2a 

Professional  & 

Management 

Other 

T7 

Professional  & 

Management 

Independent 

Responsibility 

LEVEL 

I 

Servi.ce 

Business 

Contact 

1 

R  H 

N  M 

|  M 

j 

0 

cr  h 

,p  < 

0 

H 

O 

S _ 

v 

Outdoor 

- 

VI 

Science 

"  VII 
General 
Culture 

VIII 

Arts  and 
Entertainment 

Cfl 


**1 

a 


© 


i-a 

© 


s 

3 

O 

c+° 

|§ 

o« 


156 


DEFINITIONS 


Fields 

Is  Service,  These  occupations  are  primarily  concerned  with  serving  and 
attending  to  the  personal  tastes,  needs,  and  welfare  of  other  persons. 
Included  are  occupations  in  guidance,  social  work,  domestic,  and  protec¬ 
tive  services, 

II s  Business  Contact,  These  occupations  are  primarily  concerned  with  the  face- 
to-face  sale  of  commodities,  investments,  real  estate,  and  services. 

This  group  includes  those  occupations  in  which  selling  is  essentially 
personal  and  persuasive,  but  excludes  those  where  selling  is  routine  and 
the  person-to-person  contact  relatively  unimportant. 

Ills  Organization,  These  are  the  managerial  and  white-collar  jobs  in  business, 
industry,  and  government,  with  the  occupations  concerned  primarily  with 
the  organization  and  efficient  functioning  of  commercial  enterprises  and 
of  governmental  activities, 

IV s  Technology,  This  group  includes  occupations  concerned  with  the  production, 
maintenance,  and  transportation  of  commodities  and  utilities.  Here  are 
occupations  in  engineering,  crafts,  machine  trades,  transportation,  and 
communication. 

Vs  Outdoor,  This  group  includes  agricultural,  fishing,  forestry,  mining,  and 
similar  occupations.  These  are  mainly  concerned  with  the  cultivation, 
preservation  of  mineral  and  forest  products  and  other  natural  resources, 
and  with  animal  husbandry. 

Vis  Science,  These  occupations  are  primarily  concerned  with  scientific  theory 
and  its  application  under  specified  circumstances,  other  than  technology, 

VII s  General  Culture,  These  occupations  are  concerned  with  the  preservation  and 
transmission  of  the  general  culture  heritage.  This  includes  the  humanities, 
education,  journalism,  correspondence,  the  ministry,  and  linguistics, 

VIII %  Arts  and  Entertainment,  These  occupations  include  those  concerned  with  the 
use  of  special  skills  in  the  creative  arts  and  in  the  field  of  entertainment. 
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DEFINITIONS  (Continued) 


Levels 


Is  Professional  and  Managerial-  -Independent  Responsibility .  This  level  includes 
innovators  and  creators ,  and  top  managerial  and  administrative  people  with 
independent  responsibility*  Suggested  criteria  for  this  group  includes 


a.  Important,  independent,  varied  responsibility 

b.  Policy  making 

c.  Education,  when  relevant,  at  the  doctorate  level 


2:  Professional  and  Managerial-  -Other.  The  difference  between  this  level  and 
the  previous  one  is  one  of  degree*  Responsibility  is  generally  narrower  and 
less  significant.  Suggested  criteria  includes 

a.  Medium  level  responsibility 

b.  Policy  interpretation 

c.  Education  at  or  above  bachelor  level  but  below  the  doctorate  or 
its  equivalent 


3:  Semi-professional  and  Small  Business 0  This  level  is  based  on  the  following 
suggested  criterias 

a.  Low  level  responsibility  for  others 

b.  Application  of  policy  or  determination  for  self  only 

c.  Education  at  high  school  plus  technical  school  level 


4;  Skilled.  This  level  requires  apprenticeship  or  other  similar  special  training 
or  experience. 


3;  Semi-skilled.  These  occupations  require  some  training  and  experience,  but 
markedly  less  than  those  in  Level  4«  There  is  much  less  autonomy  and 
initiative  permitted  in  Level  5. 


6:  Unskilled.  These  occupations  require  no  special  training  or  education  and  not 
much  more  ability  than  that  needed  to  follow  simple  directions  and  to  engage 
in  simple  repetitive  actions. 
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SECTION  V 


CONTENT  AND  FORMAT  OF  CONFERENCE 

21„  Please  list  your  preference  for  the  content  of  this  conference,  (Please  be 
specific )0 

Choices  1» 

2, 

3® 

22,  Please  "rank  order"  your  format  preference  for  this  conference. 

Rank 

a.  Large  group  presentations  <««««« 

b.  Small  group  discussions  __________ 

Co  Case  simulation  exercises  ______ 

do  Combination  of  and  of  the  above  ______ 

e.  Other  (specify)  _____ 

23 o  How  adequately  does  this  questionnaire  reflect  your  overall  placement 
activities,  problems,  and  concerns? 

a.  Extremely  adequate 

b.  Very  adequate 

c.  Somewhat  adequate 

do  Inadequate 
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APPENDIX 

CONFERENCE  TITLE s  REHABILITATION  OF  THE 
LEGALLY  BLIND  s  A  CASE  STUDY  APPROACH  TO 
VENDING  STAND  AND  OTHER  PLACEMENTS 


REHABILITATION  OF  THE  LEGALLY  BLIND  INSTITUTE  AGENDA 
Treadway  Inn,  Chicopee *  Massachusetts 

October  25  and  26 ,  1973 


OCTOBER  25,  1973  (Thursday) 

9:00  A.M.  -  10:15  A*M.  REGISTRATION 

10:15  A.M,  -  10:30  A.M.  OPENING  SESSION 

Greetings,  Definition  of  the  Problem,  Background 
and  Goals  of  the  Conference 
Thomas  J.  Ruscio,  Director 
Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 

Dr.  Robert  Markarian,  Director 
Division  of  Community  Education 
Springfield  College 
Springfield,  Massachusetts 

Commissioner  John  Mungo van 
Massachusetts  Commission  of  the  Blind 
Boston,  Massachusetts 

r 

Anthony  T®  Ruscio,  Regional  Representative 
Social  and  Rehabilitation  Services 
Health,  Education,  and  Welfare 
Boston,  Massachusetts 

10:30  A.M.  -  11s 00  A.M.  RESULTS  OF  FRE~=G ONFERENCE  QUESTIONNAIRE 

Dr0  Frank  D.  Wilson,  Coordinator 
Graduate  Rehabilitation  Program 
Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 

11:00  A.M.  -  12s 00  Noon  KEYNOTE  ADDRESS g  NEW  AND  INNOVATIVE  TECHNIQUES  IN 

PLACEMENT  OF  LEGALLY  BLIND 

George  Magers,  Associate  Director 

Office  of  the  Blind  and  Visually  Handicapped 
Rehabilitation  Services  Administration 
Washington,  D.  C. 


12s 00  Noon  -  ls30  P.M.  LUNCH 


II 
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OCTOBER 

1:30  P 


2:00  P 

2:10  P 

3:30  P 
3:45  P 

7:00  P 

8:00  P 
OCTOBER 

9:00  A 

10:30  A 
10:45  A 

12:13  P 
1:45  P 

2:15  P 

2:30  P 


25,  1973  (Thursday)  Continued 

Mo  -  2:00  P.M.  PANEL  PRESENTATION  -  Major  Issues  in  Vending  Stand 

and  Other  Placement  Problems 
Panel  Members: 

Mr0  William  Cheverie  (Massachusetts) 

Vending  Stand  Issues 
Mr.  Eugene  Coutu  (Rhode  Island) 

Vending  Stand  Issues 
Mr0  Robert  Scott  (Massachusetts) 

Economic  Trends  for  Placement  in  Next 
Two  Decades 

Mr«  Walter  Carroll  (Rhode  Island) 

Specific  Placement  Techniques 

M.  -  2:10  P.M.  INSTRUCTIONS  FOR  CASE  STUDY  EXERCISES  AND  CHARGE  TO 

SMALL  GROUPS 

Mr0  Thomas  Jo  Ruscio 

M.  -  3:30  P.M.  SMALL  GROUP  DISCUSSION  AND  LARGE  GROUP  FEEDBACK 

CASE  I 


M.  -  3:45  P.M.  BREAK 

Mo  -  5:00  P.M.  SMALL  (SOUP  DISCUSSION  AND  LARGE  (SOUP  FEEDBACK 

CASE  II 


M.  -  8:00  P.M.  OVERVIEW  OF  VENDING  STAND  PR0(SAMS 

Mr0  George  Magers 


Mo - 

26,  1974  (Friday) 

Mo  -  10:30  A.M. 

Mo  -  10:45  AoMo 
Mo  -  12:15  P.M, 

Mo  -  1:45  P.M. 

Mo  -  2:15  P.M. 


SOCIAL  HOUR 

SMALL  GROUP  DISCUSSION  AND  LARGE  (SOUP  FEEDBACK 
CASE  III 

BREAK 

SMALL  (SOUP  DISCUSSION  AND  LARGE  (SOUP  FEEDBACK 
CASE  IV 

LUNCH 

FINAL  SUMMARY  OF  CONFERENCE 
Mr0  Thomas  J,  Ruscio 


Mo  -  2:30  P.M.  POST-CONFERENCE  EVALUATION 

Dr,  Frank  Dc  Wilson 

Mo  -  3:00  P.M.  CLOSING  REMARKS  AND  AWARDING  OF  CERTIFICATES 

Mr,  Thomas  J,  Ruscio 
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REHABILITATION  OF  THE  LEGALLY  BLIND 


APPENDIX  III 


Post  Conference  Evaluation 


(State) 


(Agency) 


( Highest  Education ) 


(Position) 


(Yrs*  Rehab  Experience) 


INSTRUCTIONS:  For  Items  1  thru  8  below  please  check  the  degree  of  value  you  feel  each 

has*  Answer  remaining  items  as  indicated* 


1.  Large  group  formal  presentations 

2.  Case  Study  Models  presented 
3*  Small  Groups 

4*  Case  studies  chosen  for  institute 

5.  Method  of  case  material  presentation 

6.  Personal  growth  or  skill  development 

7*  Utilization  of  institute  content 9  materials ,  etc* 
8.  The  institute  as  a  whole 

9*  General  level  of  institute  enrolee  participation 
10*  Geographic  location  of  institute 
11*  Treadway  Inn  facilities 


Consider- 

No  Some  able  Great 
Value  Value  Value  Value 


Low 

Medium 

High 

Poor 

Fair 

Good 

Poor 

Fair 

Good 

12*  Length  of  conference 

13*  Week  days  chosen  for  institute 


Too  long  Just  right 
Too  short 

0*K«  Poor 


COMMENTS  ON  ABOVE  AND  RECOMMENDATIONS g 


^Recommendation ) 


(Use  Reverse  Side) 
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APPENDIX  IV 


CONFERENCE  PARTICIPANTS 


Group  Directors 

Mr.  Richard  Ault 
Division  of  Eye  Care 
Augusta ,  Maine 

Mr.  Walter  Clatanoff 

Division  of  Vocational  Rehabilitation 
Concord,  New  Hampshire 

Mr.  Paul  Earley 

Board  of  Education  and  Services  for  the  Blind 
Wethersf ield,  Connecticut 

Mr.  David  Harlow 
Division  of  the  Blind 
Montpelier,  Vermont 

Mr.  Frank  McGuire 

Massachusetts  Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Louis  Melillo 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Ms  Jane  Osgatharp 

Division  of  Vocational  Rehabilitation 
Montpelier,  Vermont 

Mr.  William  Ralston 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Mr.  M.  H.  Strand 
Division  of  Eye  Care 
Portland,  Maine 

Mr.  David  Tracht 

Massachusetts  Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  John  T rumble 

Board  of  Education  and  Services  for  the  Blind 
Wethersfield,  Connecticut 
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Recorders 


Mr.  David  Brown 
Ms  Victoria  Dziabas 
Mr.  Richard  Keane 
Ms  Rita  King 
Mr.  John  McCarthy 
Ms  Ann  Shea 
Mr.  Paul  Sighinolfi 
Graduate  Students 

Rehabilitation  Counselor  Training  Program 
Springfield  College 
Springfield,  Massachusetts 

Mr.  Robert  Francis 
Mr.  Donald  Gallagher 
Mr.  William  Ondriska 

Undergraduate  Students 
Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 


Participants 

Ms  Mary  Jo  Ahern 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  George  Arsnow 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Jeffrey  Babington 
Commission  for  the  Blind 
Boston,  Massachusetts 

Ms  Barbara  Bennett 
Bureau  of  Rehabilitation 
Portland,  Maine 

Dr.  Raymond  F„  Berte 
Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 

Mr.  Richard  Brown 
Division  of  Eye  Care 
Portland,  Maine 
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Participants  (Continued) 


Ms  Cheryl  Burns 

Board  of  Education  and  Services  for  the  Blind 
Wethersfield,  Connecticut 

Ms  Henrietta  Busby 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Mr.  Walter  Carroll 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Mr.  William  Cheverie 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Eugene  Coutu 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Mr.  Roger  DeRoy 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Mr.  Lawrence  Duncan 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Richard  Ford 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  John  Fraser 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Frederick  Greehan 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Warren  Griffiths 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  John  Hobin 
Commission  for  the  Blind 
Boston,  Massachusetts 
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Participants  (Continued) 


Mr,  Maurice  Johnson 
Bureau  of  Rehabilitation 
Portland;  Maine 

Mr,  Robert  Keith 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr,  Edward  Leslie 
Commission  for  the  Blind 
Boston^  Massachusetts 

Ms  Arlene  Lincoln 
Division  of  the  Blind 
Montpelier^  Vermont 

Mr,  Ray  Marquis 

Division  of  Vocational  Rehabilitation 
Concord;  New  Hampshire 

Mr,  Daniel  McGrath 
Division  of  Eye  Care 
Portland^  Maine 

Ms  Joan  McKenny 

Division  of  Services  for  the  Blind 
Providence^  Rhode  Island 

Mr,  Barry  Motto 
Commission  for  the  Blind 
Boston^  Massachusetts 

Mr,  Michael  0!Brien 
Commission  for  the  Blind 
Boston;  Massachusetts 

Ms  Mildred  Reid 

Vocational  Rehabilitation  Office 
Albany;  New  York 

Mr,  John  Robichaud 
Commission  for  the  Blind 
Boston;  Massachusetts 

Mr,  Fred  Roscoe 

Board  of  Education  and  Services  for  the  Blind 
Wethersfield;  Connecticut 
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Participants  (Continued) 


Mr0  Anthony  Ruscio 

Social  and  Rehabilitation  Services 
Boston,,  Massachusetts 

Mr.  Thomas  Ruscio 

Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 

Mr.  Robert  Scott 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Frederick  Slaney 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Roy  Swanner 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  George  Trelease 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  William  Villa 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  James  Vogel 
Commission  for  the  Blind 
Boston,  Massachusetts 

Mr.  Gary  Wier 

Division  of  Services  for  the  Blind 
Providence,  Rhode  Island 

Dr.  Frank  Wilson 

Rehabilitation  Services  Department 
Springfield  College 
Springfield,  Massachusetts 

Mr.  David  Winchester 

Board  of  Education  and  Services  for  the  Blind 
Wethersfield,  Connecticut 
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SPRINGFIELD  COLLEGE 

REHABILITATION  SERVICES  DEPARTMENT 

COMMUNITY  EDUCATION  DIVISION 
SPRINGFIELD,  MASSACHUSETTS 


®l{is  is  to  (Ecriifg  iljat 


Participated  in  the  Regional  Training  Institute  on 

Rehabilitation  of  the  Legally  Blind:  A  Case  Study 
Approach  to  Vending  Stand  and  other  Placements”* 


OCTOBER  25  and  26,  1973 


THOMAS  J.  R 
Rehabilitation  Sej 
Springfield  College 


i.Aj 


O,  Director 
'epartment 


Associate  Regional  Commissioner 
for  Rehabilitation  Services 
Social  and  Rehabilitation  Service 


The  Conference  was  conducted  by  Springfield  College  and  supported  by  a  grant  from  the  Rehabilitation  Services  Administration, 
Social  and  Rehabilitation  Service,  Department  of  Health,  Education  and  Welfare. 
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